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Vaughan * Crap lmens Cheice 


Unmatched superiority in tools has been the Vaughan distinction for over 
80 years. Skilled craftsmen seek the Vaughan label with a confidence justified in the 
performance of Vaughan hammers, hatchets and axes. Vaughan 


designs and builds fine tools with a heritage of quality. 
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No. 177 PURE BRISTLE VARNISH BRUSH VENDER 
Consists of: 

Quantity = Type of Brush 
Toppy Varnish 
I th" Toppy Varnish 

Toppy Varnish 

Folly Varnish 

1" Folly Varnish 
2" 


Folly Varnish 


No. 179 PURE BRISTLE WALL BRUSH VENDER 


Consists of: 
Quantity Size Type of Brush 


eg Onliwon Wall 

31," Onliwon Wall 

4" Onliwon Wall 
Total: 12 Brushes 








802 SOFTIP NYLON VARNISH BRUSH VENDER 
Consists of: 

Quantity i Type of Brush 
3 i "Softip" Varnish 
3 "Softip" Varnish 
2 is "Softip" Varnish 
2 a "Softip" Varnish 

Total: 10 Brushes 


£12 EASYFLO NYLON WALL BRUSH VENDER 


Consists of: 
Quantity Size 


3 i 
3 3/7," 
3 4" 


Type of Brush 
“Easyflo” Wall 
"“Easyflo" Wall 
“Easyflo" Wall 

Total: 9 Brushes 


WOOSTER BRUSHES 
pa] 


IF IT'S WORTH PAINTING IT’S WORTH A WOOSTER BRUSH 


THE WOOSTER BRUSH COMPANY 
BRUSH MANUFACTURERS SINCE 1851 "Vivien 


WOOSTER + OHIO OOSTE 
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Here’s a helpful guide to “trading up” your 
padlock business. 

Trouble has been—locks at ai/ price ranges 
look so good, it’s hard to tell just how much 
security any one padlock offers. 

The information below will help you fit 
the padlock to the purpose. Remember—the 
more security you offer the customer, the more 
money you make. And—dollar for dollar, 
there’s more security in a YALE padlock. 


How to make 


more money 


automatically — 


on padlock sales 








use . construction features 
Industrial SUPER 


Shackle locks both sides 
Commercial PIN. Hardened sheel shackle 
Institutions TUMBLER Cast bronze case 
Home Mushroom drivers 


Hardened steel shackle 
Tough extruded brass case 


Mushroom drivers 





Industrial HIGH- 
Commercial GRADE 
Institutions PIN- 
Home TUMBLER 





Marine 
Constant 
exposure— 
infrequent use 


Cast bronze shackle 
*Steel shackle 

Cast bronze case 

All inside ports brass 
or bronze 


su 





Interiors of 
factories, etc. 
General home use 


PIN- 
TUMBLER 


Hardened steel shackle 
Chromium finish 


fat 





All home uses 
—key removable 
only when locked 


PIN- 
TUMBLER 


Bronze shackle 
Key-retaining feature 
Black finish 
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Golf bags 
Brief cases 


Luggage 


MODERATE 


DISC- 
TUMBLER 


Hardened steel shackle 
Chromium finish 
(Cream enamel 711 PB) 


bf 





Interiors of 
factories 
General home use 


MODERATE 


DISC- 
TUMBLER 


Hardened steel shackle 
Chromium finish 
(Red enamel 714J, 713J) 
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mie 





General home use 


MODERATE 


DISC- 
TUMBLER 


Aluminum finish 





Bicycles 
Duffle bags 


MODERATE 


DISC- 
TUMBLER 


Red enamel 
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Privacy more 
than security 
Coal sheds 


MINIMUM 


WARDED 


Aluminum finish “eal? 
“YA E MARK 


She name Yale he Us make lhe sale 

















Cupboards 











THE YALE & TOWNE MANUFACTURING COMPANY 
STAMFORD, CONN., U. S. A. 
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There’s no good reason why any rep- 
resentative hardware store shouldn’t 
be doing a bang-up business in files. 
Files are wear-away tools—calling 
for frequent replacement—assuring 
constant, fast-turnover sales IF mer- 
chandised with the right store equip- 
ment and sales psychology. Here’s a 
“magic wand” that’ll do the trick: 


the new, simple, flexible, 
compact, eye-catching 


NICHOLSON OR BLACK DIAMOND 
FILE DISPLAY UNIT 


Set it upright (or flat) on counter, 
island or tool bar; or hang it on wall, 
post or cabinet. Takes up little space. 


Brings file merchandise ‘out of 
hiding” and places it “right under 
the customers’ noses’”—in popular 
assortment, orderly arrangement, 
and fresh-keeping individual cello- 
phane-wraps. 


Lets the customer examine and 
feel the evidence of fine, crisp 
Nicholson file quality—and finally 
surrender to the irresistible itch to 
buy (probably with a much larger 
purchase than he ever thought of). 


IT WORKS! Actual checked hard- 
ware-store experiences over practical 
periods have proved the sales-boost- 
ing power of this unit. You’re not 
gambling in the least when you tell 
your hardware wholesaler to put it 
in—NOwW. 


hte, NICHOLSON FILE CO. ace 
ST 15 Aeon Set 
Providence 1, R. I. is 


(in Canada, Port Hope, Ont.) 


ALL-METAL DISPLAY CONTAINER RETAILER'S COST (regular price for files— 
Easel back—adjustable for up- Mills; 6” Slim and Extra Slim no charge for containers) 


right, flat or hanging position. Tapers (Double Extra Slim Ta- PRICE OF FILES (when sold at regular list) $24.80 


pers substituted for either Slim 
Holds 56 files in the most popular or Extra Slim when requested). PROFIT $8.30 
types and sizes — 6”, 8” and 10” Easily refilled from stock.* *Cellophane-wropped refills always available at regular discounts from list. 
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AMERICAN 
CHAIN 











... the Complete Chain Line 
oes KNOWN FOR ITS QUALITY ser 


YOU CAN IDENTIFY CHAIN by pattern, size, material and finish. But the only 
way you can be sure of the quality of chain is to know who makes it. 


Shown here are a few of the more popular AMERICAN CHAIN patterns 
of welded and weldless chain. Every one is a good, strong, dependable, 
high quality chain. Nothing will ever lower the quality of AMERICAN 
chain, fittings, attachments, assemblies, repair links, cotter pins. 


Sell nan — the Complete Chain Line 


co York, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, 
Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 
é 
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Trade Takes Orderly 
View of the Future 


HILE generally a more orderly atmosphere 

prevailed throughout the hardware trade 
over the past two weeks, planning for the future 
remains as confused and complex as ever. 

The victories of the UN forces in Korea have 
been offset by the ominous shadow of Red China 
looming on the border. Should Moscow decide to 
bolster its Korean activity with Red China troops, 
hopes that the war emergency would be of short 
duration must be abandoned. 

This international see-sawing was reflected here 
at home by the opening shots in a new round of 
wage increases which, in turn, will lead to still 
further price increases. Inflation continued to 
move ahead, unchecked by politic-playing Wash- 
ington. 

The draft, meanwhile, continued to nibble away 
at manpower, with every indication that as the 
program moves into high gear its demands will 
more seriously affect all branches of the hard- 
ware trade. 

On the other side of the ledger, manufacturing 
industries continued to produce goods at a rec- 
ord breaking pace and consumer income available 
for buying goods holds at peak levels. 

Buying by dealers and wholesalers has receded 
somewhat from the panic levels of late July, but 
is still very heavy. With many, many manufac- 
turers having sufficient business on the books to 
keep them busy throughout 1951, allocation of 
current output is the order of the day. 

While no dealer seems to be getting all the mer- 
chandise he wants in certain lines, there is no real 
shortage yet. Some temporary shortages may 
spring up, but these will be due largely to scare 
buying similar to the recent sugar situation. And 
since many manufacturers appear to be accepting 
orders without specific shipping dates, inventories 
at retail level are probably being built up to some 
slight degree, adding to the tightness in mer- 
chandise. 

While, as we said earlier, the task of making 
plans for the future is loaded with headaches, 
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Informal Editorial Comments 


nevertheless. the quieter, more orderly approach 
to the problem. being displayed by all phases of 
the trade will. make the transition less painful to 
all involved. 

Meanwhile, the Christmas selling season is fast 
approaching. Every indication is that -spending 
this Christmas will set a new all-time record. If 
a dealer wants to get his share of these dollars, he 
had better start thinking now of his Christmas 
plans. And to aid him in this effort, HARDWARE 
AGE in the next issue will present its Christmas 
Merchandising Issue, loaded with practical, hard- 
hitting ideas for bringing a bigger share of the 
consumer’s dollars into the hardware store. Watch 
for this issue. 


Hardwaremen to Avoid 
Errors of Last War 


N our travels around the country over the past 

six weeks we have been very much impressed 
by the sound, practical thinking and planning that 
is being done by the hardware trade as a whole. 
Most businessmen are profiting by the experiences 
of the past war and are attempting to avoid re- 
peating the mistakes of that period. 

Several large wholesalers, for example, have 
stated most emphatically that they will not go into 
lines foreign to a hardware store to replace lines 
restricted by war needs. Too many wholesalers, 
and dealers, too, still have vivid memories of the 
way they were burnt doing that in the last war. 

This time, rather than sharply curtailing pro- 
motional activities, there is a growing tendency 
to accentuate such efforts. Cutting down on pro- 
motion activities:is dangerous. Your dollars spent 
on newspaper and radio advertising, consumer 
catalogs and other direct mail work represent in- 
vestments in future sales as well as current sales. 
If you’re spending 2 pct now for advertising, as 
most dealers are, a cut back in this figure is not 
going to materially increase your profits. But it 
can seriously hurt your sales volume. 

You can bet that the chains won’t stop adver- 
tising; the supermarkets won’t taper off theif 
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newspaper spreads; Sears won’t stop shipping out 
its catalogs. 

Another thing we’ve noted lately is the grow- 
ing appreciation of the value of well prepared con- 
sumer catalogs distributed by wholesalers. More 
and more dealers are using them; some dealers 
are using them to cultivate mail order business. 

The appearance and layout of these consumer 
catalogs is improving, but more work in this di- 
rection is needed. The wholesaler faces a difficult 
problem in attempting to improve the quality of 
paper, arrangements, etc., of the catalogs, and 
still keep the dealer cost low, but wider use of 
professional talent in layout would substantially 
improve appearances with very little additional 
cost. 

But no matter how well a catalog may be pre- 
pared, the dealer is wasting his money in buying 
them if he doesn’t back them up with an adequate 
stock of items listed in the catalog. 

Some dealers are already giving very serious 
thought to training new salespeople to replace 
those who may be called in the draft. You can’t 
make a good salesperson overnight; and your 
brother-in-law “helping out” in the store is not 
going to sell enough to justify his salary. 

Selling today, if you want to meet competition, 
is no spare time job; it’s a full time professional 
job. So if you haven’t already started thinking 
of the salesman problem, better start now. 

A few dealers have told us that they’re looking 
for new services to add as revenue producers, in 
the event merchandise becomes short. There is 
some merit to this idea, especially if such services 
are likely to be rated as civilian necessities. But 
putting in such services usually calls for rather 
large expenditures for equipment or supplies, 
costs that might not be returned as expected. It 
might be better to first consider expanding exist- 
ing service operations by more intensive promo- 
tional efforts. 

By and large, the hardware trade has buckled 
down to operating under the new conditions in an 
admirable fashion. But, as usual in abnormal 
times, shady characters are springing up on the 
fringes of the trade, with startling, money mak- 
ing deals and quantities of hard-to-get mer- 
chandise. If you are approached by anyone with 
a deal of this kind, check before you put any 
money down. Check your regular wholesalers, 
your bank, his bank and the Better Business Bu- 
reau. A little time spent doing this can save you 
many headaches and many dollars. 


A New Slant On What 
Attracts Customers 


HE perennial question of what makes a cus- 

tomer prefer a certain store will probably 
never be answered to the satisfaction of every- 
body. But each new investigation of this prob- 
lem sheds additional light on the subject. The 
wise retailer will study these reports, not so much 
from the viewpoint of permitting them to influ- 
ence all his activities, but rather from the point 
of detecting underlying trends. 

Earlier this year (HA, April 6, page 69) we 
told you of an investigation by the University of 
Oregon into why customers like to visit a certain 
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store. The results of this study, covering some 
296,752 customers, showed that efficient sales- 
people was the most important factor in getting 
customers to visit a store. Next in order of im- 
portance were high quality of goods, wide choice 
of merchandise and convenient location. 

Now we have another instructive survey on why 
women shop where they do. Conducted by Batten, 
Barton, Dustine & Osborn, the study is primarily 
an investigation of women’s buying habits in non- 
food items in grocery stores. 

Among the questions asked was “Please give us 
the one chief reason why you shop your favorite 

. store.” This question was asked concerning 
grocery, drug, variety, department and hardware 
stores. 

In the hardware store category, the reason 
given by the largest number of women for their 
store preference was a good stock of merchandise. 
Next, in order of importance, were convenience 
and courtesy. 

It is especially significant that in all the vari- 
ous types of stores covered, courtesy was among 
the four most important reasons in each case. 

Certainly there may be many things as im- 
portant, or perhaps more important than an in- 
telligent, courteous, well trained sales staff. You 
can have all the rest, yet if you lack the courteous 
sales staff, you work under a terrific handicap. 
With the war conditions and possibilities of some 
merchandise shortages in the future, intelligent 
selling becomes doubly important. It’s a factor in 
store operation that needs closer attention. 


Get Out the Vote to 
Defeat Socialism 


HE ballot is still the most potent weapon 

available for stopping America’s march to 
socialism. Intelligent use of the ballot in the 
coming elections can stop the social planners, 
the Fair Dealers. But a ballot is no good until 
it’s cast; and the citizens of the United States 
have a very sorry record, indeed, in their exer- 
cise of this francise. 

Socialism, in all its forms and in every country 
it has dominated, feeds, in its early stages, on 
an organized political machine that capitalizes 
on the average citizen’s laziness in voting. 

Truman’s lead over Dewey in the last presi- 
dential election was only 4.4 percentage points: 
Truman received 49.4 pct of the votes cast, Dewey 
45 pet. 

Getting out the vote, and voting yourself, this 
fall is a must for every American. The manu- 
facturer, the wholesaler and the dealer can help 
by encouraging his employees to vote. Make 
plans now for setting up a schedule to give all 
employees time off to vote. Let them vote on 
company time, the cost will be a small contribu- 
tion to posterity. 

But above all, vote yourself. Every single vote 
is vital. 





Editor’s Note—A Chicago dealer who wrote us concern- 
ing consumer catalogs prepared by wholesalers failed to 
disclose his address. If he will send us his address, we’ll be 
glad to answer his inquiry. 
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DOOR CLOSERS 


The complete line for year 
‘round profitable sales to — 


SCHOOLS... HOSPITALS 
STORES... APARTMENTS 
FACTORIES... INSTITUTIONS 
PUBLIC BUILDINGS ... HOMES 


















The ILCO UNIVERSAL -@ 


The ILCO UNIVERSAL, ready for installation on 
right or left hand doors without change. Adequate 
power... simple two speed control ... furnished with 
holder arms and brackets where required. This is the 
ideal closer for quick, over-the-counter sales. 


The ILCO BALL BEARING 
@ RACK AND PINION CLOSER 


The ILCO BALL BEARING, RACK AND PINION 
CLOSER offers the ultimate in precision door control 
at all points throughout the closing swing. Maximum 
efficiency because of reduced internal friction. Pro- 
vides back-checking action. Furnished with holder 
arms and brackets when so ordered. The finest door 
closer made for high grade installations. 


GUARANTEE 


ILCO LIQUID DOOR CLOSERS, WHEN PROPERLY 
INSTALLED, ARE UNCONDITIONALLY GUAR- 
ANTEED FOR TWO YEARS. 




























ILCO SCREEN AND 
STORM DOOR CLOSERS 


No. 3002 DeLuxe, extra heavy enclosed spring. 
Extra cushion spring prevents damage when door 
accidentally swings too far. Attractive design, fin- = ILCO No. 3002 DeLuxe 
ished in durable pearl gray. Reversible. 



















No. 3001 Senior, medium grade closer offering 
excellent value at moderate cost. Slightly smaller 
than DeLuxe model. Has protective cushion spring. 
Pearl gray finish. Reversible. 










RE ene RE ER SOE See bd 5 
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ILCO No. 3001 Senior 





No. 2001A Junior, light, competitive model, ade- 
quate for lightest screen or storm doors. Pearl 
gray finish. Ready for installation on right or left 


hand doors without change. ee ne 4 


All the above closers are packed with ILCO No. 2001A Junior 
complete instructions for installation. 

















AVOID THE USUAL SEASONAL RUSH AT THIS TIME BY ORDERING ADEQUATE 
INVENTORIES OF ALL ITEMS NOW. SEE YOUR JOBBER OR WRITE US TODAY. 








See you at the National Hardware Show—Grand Central Palace Oct. 2-6 












INDEPENDENT LOCK COMPANY 
FITCHBURG © MASSACHUSETTS 


» 
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NEWS and VIEWS 


Trade Warned to Expect New 
Taxes—Here’s the Outlook 


The recent barrage of talk about new business 
controls has tended to cloud over the fact that 
the steepest “peacetime” tax rates in history 
are just around the corner. 

That’s the way the Truman Administration 
wants it. High taxes are never popular with poli- 
ticians. They definitely are not election-bait, and 
Democratic leaders are trying to soft-pedal the 
new tax increases in favor of sweet talk to the 
voters about controls. (“We’re protecting the 
consumer,” they say.) 

Tax experts at the White House and at the 
Capitol admit they don’t know what the Korean 
war has cost us. Their idea is to boost rates to 
whatever they think the traffic will bear—and 
hope that it’s enough to at least keep the emer- 
gency on a “pay-as-you-go” basis. 

Although details have not yet been agreed 
upon, here are the major tax developments con- 
fronting us: 


INCOME TAXES: As far as personal 

income taxes are concerned, individuals 

can expect an early return to World 

War II rates. Take the case of a wage- 
earner drawing $4,000 annually. He’ll be pay- 
ing over $100 a year in new taxes. Withholding 
plan is here to stay. For corporations and other 
types of business firms, rates will increase even 
more sharply. Schedules aren’t settled yet. For 
many business firms, the only alternative will 
be to raise prices. 


EXCESS PROFITS TAXES: Probably 
t won’t come until early next year. But 
there is strong demand for their imme- 
diate return—particularly from labor 
leaders and congressmen representing non- 
industrial areas. “Draft the profit dollar,” is a 
familiar cry in Fair Deal circles at the Capitol. 


FEDERAL SALES TAX: This pro- 
posal has gained support in recent weeks, 
but chances of such a far-reaching 
scheme going through Congress this 
year are extremely poor. Such a tax undoubtedly 
would make every man, woman and child in the 
eountry very much aware of the government’s 
need for revenue but tax leaders in the Senate 
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By Washington Bureau of 
HARDWARE AGE 


and House are opposed to any such idea at this 
time. 

TAX THE CO-OPS: The need for new 
& revenue has made many congressmen 

think again about tapping this rich ($1 

billion a year) source, but election-year 
pressure against such a move is terrific. Voters 
from rural areas, in particular, are threatening 
their congressmen with political oblivion if such a 
tax bill should ever pass. However, it will be 
seriously considered next year. 


DRIVE AGAINST CARELESSNESS: 
% The Treasury Department is ready to 

move against careless reporting of in- 

come from sideline ventures or invest- 
ments. There is a strong feeling that the gov- 
ernment loses much revenue because taxpayers 
have “lapses of memory” when filling out their 
forms. Secretary of the Treasury John Snyder 
says some taxpayers, though honest have been 
“careless about reporting income.” He hints 
the Bureau of Internal Revenue will do a little 
quiet checking of returns. 

Here’s the way the next tax bill will affect 
various groups: Individuals will pay about $2.75 
billion more each year; corporations are due for 
a rise of at least $1.5 billion, while educational 
institutions, charitable trusts, family founda- 
tions and the like will contribute about $60 mil- 
lion. Life insurance companies are about to get 
a $70 million bill for alleged “back taxes” and 
will be required to start paying income taxes 
regularly. 

Television sets and deep freezers will be taxed 
10 per cent at the retail level. Previously, there 
was no tax on these relatively new appliances. 


OUTLOOK: Taken as a whole, these new 

taxes are expected to yield the govern: 

ment about $5 billion a year. President 

Truman admits that even this stagger- 
ing sum won’t pay for the Korean war, but he 
says it will help. Look for a second tax bill, 
probably early next year, to boost the govern- 
ment’s income even higher. A clean-cut victory 
in Korea could go a long way toward softening 
these demands. Moreover, the outcome of the 
November elections could result in a decisive 
change in Mr. Truman’s policies—both foreign 
and domestic. 

(Continued on page 122) 
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t this 
Special 
r new : . 
asteitin Now—Get more Aristo-Mat sales with the new PD-1 F-1 
h ($1 Counter Display or the New F-1 Floor model Display Deal 
1-year Merchandisers. Both pack a giant wallop in “eye catch- 
‘oters ing buy-appeal’’. Aristo-Mats are used by millions of 
. ge Suy-app y 
ening housewives from coast to coast on stove tops, table 
nn = tops and under electrical appliances to protect fine surfaces from 
heat, scratches, spilled foods, nicks, chips and stains. Aristo-Mats 
ESS: . are available in a wide selection of patterns and sizes in a price 
ly to range to fit every pocketbook. 
f in- 
ivest- i 
el Boa He | Special 385 Deal 
ers j 
their PD-1 Counter Display, sturdily construc- 
yder Hy ted of steel, takes up only a few inches 
been —ere 1 | of space . .. FREE with one dozen fast- 
hints oi 1 oh selling, assorted Aristo-Mats, which con- 
little Ss Bh tains the 17 x 19 inch size only. 
Your Fair Trade Unit Fair | 
ffect . } Cost Retail Price Trade Price | Profit 
2.75 a8: hie % Doz. 401 Floral Queen $4.66 $7.16 __$t.79 =| $2.50 
> for * i % Doz. 1010 Candy Stripe 2.67 4.00 | 1.00 1.33 
ional ck Se y/ % Doz. 1200 Chrome Master | 5.12 ; 1.98 2.80 
— Ps 4 12.45 19.08" 4.77 6.63 
l- < am Slightly higher in states west of the Rocki 
v en s 
get 2 Special F-1 Deal re a oe . 
~ CR Lats nN Floor Model Display Merchandiser 58” high, yet tak ly 
an stl ~ j I oor Model Display Merchandiser 58” high, yet takes up only 1% square 
AXES i “leg sz feet floor space, custom built of clear natural finish white ome . . FREE 
with 4 dozen fast-selling assorted Aristo-Mats. 
xed : jh Your | Fair Trade | Unit Fair Your 
here ° Cost | Retail Price | Trade Price| Profit 





1 Doz. 1200 Chrome Master Size 17x19 | $15.35 $23.76 $1.98 $8.41 





ices. 
Pre-sold through NATIONAL ADVERTISING % Doz. 1200 Chrome Master Size 13x 19 4.67 7.16 1.79 2.49 


on a full 12-month schedule in Y, Doz. 1200 Chrome Master Size 9 x 19 1.83 2.78 1.39 95 
© Better Homes & Gardens 1 Doz. 1010 Candy Stripe Size 17 x 19 8.00 12.00 1.00 4.00 
oa wicked % Doz. 401 Floral Queen Size 17x19 | 7.00| 10.74 1.79 | 3.74 

% Doz. 403 Floradora Rose Size 17 x 19 7.00 10.74 1.79 3.74 

% Doz. $S-1 Stainless Steel Size 17 x 19] 12.00 17.70 2.95 5.70 

Slightly higher in states west of the Rockies $55.85 $84.88 $12.69 | $29.03 
































See Your Jobber or Write For Your Nearest Distributor 


PHOENIX TABLE MAT COMPANY 


1315 West Congress Street a Chicago 7, Illinois 
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Nylon Paint Brushes 


All-American Eleven nylon 
paint brush line features red, 
white and blue handles. Made 


with Rubberset’s Permanent 
Wave nylon. Attached to each is 
a red and white tag listing the 
advantages of nylon _ paint 
brushes. Brushes available 
either in open stock or in three 
assortments which include dis- 
play boxes and counter cards, 
carrying out the red, white and 
blue theme. Rubberset Co., 
Haynes Ave. and Lincoln High- 
way, Newark 5, N. J. 


Hack Saw Attachment 


B-T/hack saw attachment fits 
any ¥% in. electric drill or drill 
press. With handle folded to 
protect blade, it occupies a space 


Whats New 


In Hardware Merchandise 


of 1 by 1% by 4 in. Features: 
2-1 ratio of drill speed to saw 
speed without reduction gears; 
no vibration; full %4 in. stroke; 
no gears or bearings. Retails 
for $4.95. Bertram Engineering 
& Supply Co., 3121 Main St., 
Kansas City, Mo. 


Electric Power Mower 


Ezy-Kut Magic-Touch electric 
power mower features double- 
edge 17 in. tempered steel rotary 


blade, heavy duty, rubber tired 
ball bearing wheels, aluminum 
alloy construction and instant 
switch snap starting. Mower is 
equipped with 100 ft. weather 
protected cord. Finished in Duco 
blue, red and silver, and has a 
1% hp. ball-bearing motor. Costs 
less than 3 cts. per average yard. 
Retails for $89.95. Bearings & 
Transmissions, Inc., Memphis, 
Tenn. 


Metal Mouse Trap 


Easy-Set all-metal nickel fin- 
ished mouse trap can be baited 
before setting and then set by 


hand or foot. Roll bait pedal has 
a sensitive release. Mouse dis- 
posal is clean and simple. Traps 
packed 24 per colored counter 
display. Animal Trap Co. of 
America, Lititz, Pa. 


Stainless Steel Bowls 


Stainless steel, straight sided, 
wide rimmed, mixing bowls for 
use with electric food mixers. 
Three piece set 6902 includes 34, 
1% and 3 qt. sizes. Set retails 
for $5.50. The Vollrath Co., She- 
boygan, Wis. 


HARDWARE AGE, SEPTEMBER 7, 1950 





| Latest Information on New Products 
And Services for the Hardware Dealer 


Auto Keys 


St. Christopher auto key 
blanks for 15 General Motors 
cars. Set includes a key for igni- 
tion and doors and one for trunk. 
Made from nickel silver and 
bronze, hand buffed. Oxidized 
finished to provide _ religious 
medal appearance. Available on 
card for $1, or gift boxed. Deal- 
er cost, $5.35 per 12 sets. The 
Robbins Co., Attleboro, Mass. 


Draft Booster 


Superflame draft booster cor- 
rects most any down draft con- 
dition and provides a uniform 
positive draft under the most 
adverse conditions. Can be used 
for oil floor furnaces, oil heaters 


and oil water heaters. Installed 
by slipping in between stove pipe 
joints. Operates in horizontal or 
vertical position. Finished in 
baked on brown hammertone en- 
amel, 1014 in. deep, 10 in. wide. 
Equipped with 4 5/9 in. impeller 
which turns at 1640 rpm. The 
Queen Stove Works, Inc., Albert 
Lea, Minn. 


Ironing Table 


Seymour all-steel ironing table 
can be set at any height between 
26 to 36 in. Top automatically 
level. Features unobstructed cen- 
ter area. Undercarriage opens 


automatically; locks in set-up 
position. Equipped with rubber 
feet, sturdy legs and 14 x 54 in. 
vented top. Finished in black 
enamel. Seymour Tool & Engi- 
neering Co., Inc., Seymour, Ind. 


Caulking Cartridge Spout 


Plastic spout for caulking 
compound cartridges. Cartridges 
designed to fit all conventional 
or skeleton guns. When used in 
conventional guns the nozzle 
from the gun cap is removed 
and the cartridge with plastic 
spout is inserted in the chamber. 
Spout available to trade sepa- 
rately at 5 cts. Landen Putty 
Works, Malden 48, Mass. 


Canadian Goose Decoy 


Duragoose, all rubber, full size, 
easily inflatable duck decoy. 
Weighs 18 oz.; has dull natural 


Be | 

colors cured into heavy gage 
rubber. 
Retails for $7.50. 


(Continued on page 126) 
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Defiated, fits in pocket. 
Easily de- 
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New Displays and Other 
Dealer Sales Helps 


Chimney Sweep chrome 
unit with red and black 
lettering against yellow. 
Stands 3 ft. high; occupies 
8x14 in. of floor space. 
Available free when as- 
sortment 1182 is ordered. 
Product in liquid form 
cleans out soot; prevents 





| soot from forming in oil 


and kerosene heating sys- | 
tems. In powder does the | 
in coal burning sys- | 
tems. G. N. Coughlan Co., 
West Orange, N. J. 


Fastener Fact Book 


A 82-page book of data 
on fastener engineering— 
“What’s Your’ Fastener 
I.Q.?” Material presented 
informally with cartoons. 
Text in question and an- 
swer form. Explains rela- 
(Continued on page 142) 




















NEW DWELLINGS 


LABOR STAT 


Price Rises Abundant 
But Strong Demand 
Buoys Retail Trade 


Hardware stores from coast 
to coast have been sharing in 
the brisk wave of consumer buy- 
ing which all retail lines have 
been enjoying since the out- 
break of the Korean war. 

While hardware sales figures 
won’t match those of the depart- 
ment stores, which enjoyed a 
field day in July and early Aug- 
ust when consumers rushed to 
buy all those articles which had 
been in short supply during the 
last war, they still showed im- 
proved sales totals. 

The latest available data on 
hardware sales, for only a lim- 
ited number of large indepen- 
dent hardware stores, as re- 
ported to the Dept. of Com- 
merce, show that this group did 
18 pct more business in July 
than in the same month of 1949. 
The percentage of increase for 
all large independent stores in 
the same month was 21 pet. 

Price advances of numerous 
hardware lines are being re- 
ceived by dealers in increasing 
numbers. Notices on alloca- 
tions, too, have been appearing 
in dealers’ mails with greater 
frequency. 

Although many manufactur- 
ers have stated that they are re- 
luctant to begin the use of al- 
locations, with all of the at- 
tendant headaches of trying to 
keep everyone happy while still 
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Allocation notices appear with more 


frequency . . . National production 


reached zenith in second quarter .. . 


Rubber for civilian use restricted 


making equitable distribution 
of available goods, the hand- 
writing on the wall is clear to 
see. 

The first restrictive order 
from the government, recently 
imposed on the use of new rub- 
ber for civilian use, also casts 
a shadow of things to come. 

The hardware trade has been 
strongest in areas of greatest 
industrial activity. 





June Hardware Sales 
Beat June ‘49 by 7%, 


Retail hardware sales in June 
were estimated at $189,000,000 
by the Dept. of Commerce. This 
represents an increase of 7.4 pct 
over the estimated sales of $176,- 
000,000 in May. The June sales 
were 6.8 pct better than those 
of the same month, last year. 

Retail sales for the first half 
of the year are just 4.3 pct under 
those for the same period in 
1949. 

Sales for the past three years 
were: 


(000,000 omitted) 
1950 1949 1948 


ME! Bocca $167 $185 $163 
Feb. 168 181 151 
Mar. ....... 164 171 186 
°° ae 177-218 
May 183218 
Be - doves 177 221 
6 mo. total.1,030 1,074 2,410 
July 177 203 
Se he vars 165 198 
Sept. 168 205 
ee: 166 205 
Ee 165 194 
D 173 248 
2,088 2,410 











Large Independent Stores 
18% Ahead of July '49 


A number of large indepen- 
dent hardware stores reported 
to the Dept. of Commerce that 
their sales during July were 18 
pet higher than they were in 
the same month of the previous 
year. They were equal to sales 
of the previous month. 

The sales of all large indepen- 
dent retailers covered in the sur- 
vey were 21 pct higher in July 
1950 than in July 1949. They 
were 4 pct less than they were 
in June 1950. 

Substantial sales gains were 
recorded in July of this year 
over July 1949 by lumber and 
building materials dealers (48 
pet), motor-vehicle dealers (38 
pet), furniture stores (28 pct) 
and gasoline service stations 
(19 pet). 


Casco and Proctor 
Increase Iron Prices 


Several appliance manufac- 
turers have raised prices on 
irons. Casco Products, Inc., 
Bridgeport, Conn., announced an 
increase in the fair trade price 
of its automatic steam iron from 
$17.95 to $19.95, effective Sept. 
4. 

Proctor Electric Co. has boost- 
ed the price of its iron from 
$9.95 to $10.95 and its automatic 
toaster from $15.95 to $16.95. 


Increases of from 3 to 5 pct 
are reported by companies fur- 
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ee STANLEY BUTTON-TIP HINGES 


| July 
They 
were 


were By drilling a hole in the lower tip of the hinge 
year ... So the builder or home-owner can drive out the 
r and hinge pin easily and quickly with a nail, Stanley 


3 (48 
s (38 

pet) 
ations 


has outmoded all other button-tip hinges. 


You can foresee what this is going to mean to 
the dealer—tremendous demand for Stanley 
Hinges . . . quick turnover . . . more customers 
...extra profits and goodwill. So be ready with 
an adequate stock. For once you point out to 
your customers this new and wanted feature of 
Stanley Button-Tip Hinges, they’ll sell them- 
selves—fast! 

THE STANLEY WORKS, NEW BRITAIN, CONNECTICUT 


STANLEY vibe 


0+ THp 
e, 
HINGES to A DOOR 




















Reg. U.S Pat. Off 


HARDWARE © TOOLS * ELECTRIC TOOLS + STEEL STRAPPING * STEEL 
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@ STRAIGHT, STRONG SHANKS 
Smooth Fit 


@ CLEAN, ACCURATE THREADS 
Quick Assembly 


@ FULL, TRUE NUTS 


No Wrench Slippage . 
Americ 


world, 


WITH 
these | 
REPUBLIC UPSON the Sh 


al, 


Wr, . Th 
"Botta and Nula. ¥ inpec 

hunting 

PREHE 


e.. from the more 
than 20,000 members Buyers 

of the REPUBLIC amine ¢ 
UPSON Quality Line. the co 


Make 

dising 

Fill in 

REPUBLIC STEEL CORPORATION which 
Bolt & Nut Division to you 


CLEVELAND, OHIO e GADSDEN, ALABAMA , 
Export Dept.: Chrysler Bldg., New York 17, N.Y. OcTo 


* 


BOLTS AND NUTS 


96 YEARS FASHIONING THE FASTENING HABITS OF INDUSTR 
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NOW AS THEN... 
American Craftsmen produce the best hardware products in the 

world, and the NATIONAL HARDWARE SHOW proudly displays 

these products to the thousands of buyers, who annually attend 

the Show. Cory, 
These manufacturers (more than 600) will have on display for your ¥ bi h 
inspection the newest and best in hardware, houseware, fishing, 1 nn 
hunting, sports, farm and garden equipment— THE MOST COM- 

PREHENSIVE EXHIBIT EVER ASSEMBLED UNDER ONE ROOF. 


Buyers .. meet the manufacturers of products you sell. See, ex- 
amine and compare their products, then fill your buying needs for 
the coming year with the best in the industry. 


Make your plans today to attend the industry's greatest merchan- 
dising event. 

Fill in and mail the registration coupon. Your admission badge, 
which will admit you without further registration, will be mailed 
to you. 


cci.ny. ff OCTOBER 2-3-4-5-6-1950 - GRAND CENTRAL PALACE, NEW YORK CITY 


——e— 


D Save time by registering NOW. Fill in and mail this registration 
» “LP coupon and your admission badge will be mailed to you. Please check 
» < TA below if you wish us to make hotel reservations for you. 


(PLEASE PRINT) 


Wy, 
\ Jame ‘ 2 “a 
i=.) HARDWARE —— 


RATION 











Strect 


City . ‘ — —— . 
Type of Business — 
Please check below the classification of your business. 


[2 Wholesaler D Retailer ([) Dept. and Chain Store Buyer 
0 Importer-Exporter D Mfers’ Agent 0 Manufacturer 0 Other 
331 MADISON ae NEW YORK iy C Please send us your hore! reservation —_ 4 
i der 18 yrs. of ill be admitt circumstances 
MURRAY HILL 2-4802 inors under yrs. of age will not admitted under any ci 
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lock rine ~— oS 


2%. TIMES MORE EFFICIENT! 


NEW TANK DESIGN! 





NO SOLDERED BUSHINGS! 
CANNOT LEAK! 


40% LESS WEIGHT! 


at 
eaten eespeynntes 


Pale 
ge f BERNZ rings up the curtain on the most dramatic announcement 
"in the torch industry in 75 years-—-ALUMINUM! Functional design with 
£ aluminum means greater production economy. Flared tank increases fuel Fi 
F * capacity, resists shock, maintains balance at any fuel level. Needle ol 
oe valve locked in, cannot be forced out by pressure. Fewer parts make f 
2) pumping twice easier than ever before. No solder bushing means no “if 
Hi leaks. A greater-than-ever torch at a lower-than-ever price. Weighs 40 
4 percent less than other models. 


OTTO BERNZ CO., INC. 
ROCHESTER 6, N. Y. 
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WINCHESTER 


(except junior size #4510) b) 


LESS 
WITH REMOVABLE END CAPS! BATTERIES 


LESS 
TO RETAIL startinc aT . ee 


120 mes 
— 
y 


IMAGINE PRICES 
COMPARABLE 
TO PRE-WAR!! 


% Solid-drawn BRASS and/or 22-K COPPER FIXT-  withovt notice 
FOCUS spotlights . . . not tin, steel or plastic. 


%e COUNTER MERCHANDISER for flashlights and 
batteries — AT NO -EXTRA CHARGE. A com- 
plete Flashlight Department! 











Gqgqgge 


e NEW STYLE FLASHLIGHTS WITH END Prices subject to change without notice 
CAPS (except #4510). 


PRICES START at 80c, 95c¢ and $1.15 
COMPARABLE TO PRE-WAR. Makes you 
think of 1941! 


PLUS .. . IMPROVED FLOOR MERCHAN- 
DISER for flashlights and batteries — AT 
NO EXTRA CHARGE. More than 135,000 
OLIN merchandisers have proved their 
selling power to date. 








Here’s what you get when you 
order the NEW Winchester-Olin 


No. 183 ASSORTMENT with batteries: 


Retail Price Ea. 
less batteries 
. 5011 2-cell, Brass, nickel-plated ................ 
. 5418 2-cell, 22-K Copper 
. 4510 =2-cell, Junior -- red lens ring 
. 4410 = 2-cell, All-Chrome plated 
. X-4410 2-cell, Heavy-Duty, All-Chrome, 
space in end cap for spare lamp .... 
. 6410 2-cell, Deluxe — red lens ring ........ 
. X-4420 3-cell, Heavy-Duty, All-Chrome, 
space in end cap for spare lamp .... 


PRICE TAB ON LENS OF EACH FLASHLIGHT 


You receive — 1 Floor Display Stand with the above 26 re Ee be 
spotlights . . . plus 1 lamp and battery tester. Et ; - rs « 





Retail Each 
96 No. 1511 WINCHESTER Standard Size 
PPE TIRING occ casccserveccssccscccossese 10 
12 No. 1311 WINCHESTER Junior Size 
Hi-Power Batteries .............:cccccsseceeeeees 10 


NO. 183 AssORTMENT with batteries 
$28.00 DEALER COST UR te 


42.00 TOTAL RETAIL VALUE 
14.00 DEALER PROFIT 


YOU SAVE 4.20% by purchasing this 
Assortment complete with batteries. 


DEALER COST No. 183 Assortment 
less batteries 





SIZE: Le 


54” high, 18" wide, 

14” deep. Pat. No. 2,307,992 

HARDY 
OLIN INDUSTRIES, INC., Electrical Division, New Haven 4, Conn., U.S.A. 


FIELD WAREHOUSE STOCKS: 
LOS ANGELES AND SAN FRANCISCO, CALIFORNIA °* 








10 M1 POWER 
JATTERIES 


— eRe tess 














TON” 
[FIENDERSON 


TOM HENDERSON 
FAMOUS COLLIER’S CARTOONIST 


“ WALTER THINKS HES SIR WALTER Now THAT 


EVERYTHING HINGES ON HACER!" 





C. Hager & Sons Hinge Mfg. Co. ~ St. Louis, Mo. 
Founded 1849—Every Hager Hinge Swings on 100 Years of Experience 








=. 
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NEVER since floor care began 
SUCH A POWERFUL 
SALES STORY AS THIS! 


Bruce Floor Products greatest Fall promotion 
guarantees “easier than any self-polish”-or money back! 


Only wax-rich Bruce Floor Cleaner and the 
long-handled Bruce Doozit could promise 
such wonderfully easy floor care—and back 
on consistent magazine that promise with the personal money-back 
guarantee of the world’s largest maker of 
and newspaper hardwood floors. 


advertising to over So that’s exactly what we are doing this 

fall—with the biggest magazine and news- 

50 million readers ! paper advertising schedule in our history. 

In big color ads, Mr. C. A. Bruce person- 

That's the total audience of the big ally guarantees Bruce Floor Cleaner and 

the Doozit to give the easiest, finest floor 

line-up that includes PARADE, care ever. The full retail price will be re- 

WOMAN'S HOME COMPANION, funded by E. L. Bruce Co. to any customer 

McCALL'S, GOOD HOUSEKEEPING, who is not completely satisfied. 

So have big displays of Bruce Floor 

THIS WEEK and many of the Cleaner and Doozits ready when this power- 

ful campaign breaks. Recommend them to 

the customers you want to keep. Because 

nine out of ten will repeat their purchase of 
September. So get ready now! Bruce Floor Cleaner over and over again. 


nation’s leading newspapers. 


The first ad breaks early in 
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back! 


and the 
yromise 
id back 
y-back di 
her of use free Bruce 
advertising 
ng this 
ain. vs ~ tie-ins to 

istory. 4 , guarantee your 
erson- \ 

i 
ar bonus of sales! 
t floor a asy «j 
be re- , ; C © ch 4nd ar Bruce "9 Ways to Get More 
s3tomer : b ade h . a 5 00, a Sales” is a complete ad- 

vertising and sales plan 

Floor ... everything you need to 
20wer- turn this powerful story into 
em to profits. It's yours FREE 
ecause for the asking. Contact your 
ase of ae > Bruce representative today. 
rain. eats Or write direct to E..L. 


Bruce Co., Memphis 1, Tenn. 


Wanet « Floor Seale « tipphall Mile Gleaner 
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HELLER 


BROTHERS COMPANY 


PICK THESE WINNERS TO HELP BUILD 
MORE SALES AND PROFITS FOR YOU! 


Majestic Plasterers’ Finishing Trowel Bricklayers’ Hammer Majestic Bricklayers’ Trowel 


No. 315A Blade Size 44%” x 11” No. 40 Weight 1¥% lbs. No. 45B Blade Size 4%” x 11” 
No. 315F Blade Size 4%” x 1112” Cat No. 201, Price Sheet 201-ST No. 44D Blade Size 5%” x 11” 
Cat. No. 201, Price Sheet No. 201-ST Cat No. 201, Price Sheet No. 201-ST 


» » 


Carpenters’ Octagon Neck Machinists’ Ball Pein 
Nail Hammer No. 530 Hammer No. 802 
16 oz. Round Bell, Curved Claw Polished Finish, 1 lb. 


Alloy Steel, Full Polished Cat.No. T-44, Price Sheet No. T-44D 
Cat. No. ST-44, Price Sheet No. ST-44D 


Craftmaster Scraper Tilesetters’ Hammer 
No. 428. Size: 5” long x 2” No. 11. Weight 3 oz. Polished Finish. Both pipe jaws 

wide x 1%” deep. Cat. No. 201, Price Sheet No. 201-ST and smooth jaws. 6”, 8”, 10”, 14”, 18”. 
Cat. No. 195, Price Sheet No. 195-DH Cat No. 111, Price Sheet No. 111-A 


HELLER BROTHERS COMPANY * America’s Oldest File Manufacturers 8 Newark 4, New Jersey . 


PUT THESE POWERFUL SALES-STIMULATORS TO WORK FOR YOU! 


Miniature Rotary File Display Box Nucut File Display Ne. 202 


10” wide x 15” high. Litho- 10” wide x 6%” deep. Six (6) For effectively displaying both 18” wide x 23” high. No charge 
graphed in color. Free, upon scrapers in display. hand-cut rotaries and ground- for display—pay only for files. 
request, with wrench order. from-solid cutters. Shipping weight 5 lbs. 





CONTACT YOUR JOBBER for our FULL LINE of Carpenters’, Machinists’, Tinners’, Upholsterers’, Bricklayers’, Tilesetters’, Blacksmiths’ 
and Farriers’ hammers. Also Bricklayers’ and Plasterers’ Trowels; Craftmaster scrapers; chisels, punches, Masterenches, files and rasps. 
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No. 59 HALF-PINT TORCH FOR HANDY HOME USE 


Ideal for hobbyists and home craftsmen when doing light work. 
Complete with soldering iron rest and windshield. High polished 
brass tank is 3%” diameter to assure stability ... holds 7% oz. of fuel. 
Burns 3% hours full open. Pressure is maintained by brass wire which 
conducts heat to tank. Bottom is concave to facilitate filling. No. 59 
burns gasoline... No. 60 burns alcohol. Both attain temperatures of 
1700° by pyrometer reading. 


_— 


No. 206-A 
Adjustable air siphoning tube 


No. 39-A 


Throws a “brute” flame. Ideal 





(Turner’s exclusive “Carburetor 
Control”) permits balancing of 
gas and air mixture. Has auto- 
matic cleaning needle, replace- 
able jet block, oversize fuel pas- 
sages. High polished brass tank 
— bottom fill. Capacity—1 quart. 


for pre-heating castings. Burner 
has %” opening. High polished 
brass tank has bottom fill... drip 
cup filler valve is an added con- 
venience. Complete with Turn- 
er’s exclusive “Carburetor Con- 
trol”. Capacity — one quart. 


Ss ich iE etches 
5 RARE SORE EONS TEE AE 2 


No. 30-AT 


Popular-priced general duty 
torch with powerful one-piece 
cast bronze burner and jam-proof 
taper needle. Sturdy construction 
throughout... seamless drawn, 
high polished brass tank with 
windshield. Capacity one 
quart. No. 25AT is pint size. 


No. 9 


Double-jet burner produces a 
pencil-point flame registering 
2300°F. Ideal for sweating cop- 
per fittings, brazing, etc. Idling 
flame keeps torch fully generated. 
High polished brass tank with 
bottom fill. Capacity—one quart. 
No. 95-A, pint size. 


Also: Turner's top-rated line of Tinners’ and Plumbers’ Fire Pots 


See Your Jobber 


ote 














$34.95. Price subject to change without notice. 


Why this will be 
your best selling year for the 


General Electric 
Triple-Whip Mixer! 


. . . plus year-round national consumer advertising, 


will help you make this a great selling year for the 
great new General Electric Triple-Whip Mixer. 


Sales-compelling 
product features 


And be sure to see your distributor for tested point- 
of-sale aids, too! 


You can put your confidence in— 


GENERAL @@ ELECTRIC 


New No-Clog Juicer! Squeezes, 
and automatically strains, a doz- 
en or more oranges with no clog- 
ging. A worksaving wonder that 
really sells this mixer! 


Med 


Built-in Light! Shines directly 
down into bowl. Customers love 
it! Makes an effective point-of- 
sale demonstration. Four-quart 
and two-quart bowls accompany 
mixer. 


New Speed Selector! Newly de- 
signed Speed Selector is located 
out front where it’s easy to read. 
Housewives are always sure of 
the right speed, whatever they’re 
mixing! 


3 Easy-to-Clean Beaters! For 
faster, more thorough mixing — 
three beaters. No center shafts .. . 
they’re easy to clean. Beaters are 
shaped to beat from center to 
sides of bowl. 


More power than ever! Assures 
housewives of constant power and 
lots of it—even at low speeds, 
even when mixing the heaviest 
batter. Yet it weighs only 4 
pounds as a portable. Appliance 
and Merchandise Department, 
General Electric Company, 
Bridgeport 2, Connecticut. 
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AMERICAN FURNITURE MART, CHICAGO II 


| STYLE 1300 | 


ARVIN ADJUSTABLE, 1300 
— lowest priced, biggest 
selling adjustable — finest 
value, best features. 


>rvin 














Picked at Every Show for Peak Promotional Values! 


Proof piled higher at market 
after market. At New York, 
Chicago, High Point, the leader- 
ship of the Arvin line increased 
by long leaps and bounds. 
Atlantic City climaxed with an 
unrivaled run of record-size 
orders for Arvin! 


New Colors Make Brighter 
Displays! 
The new, sparkling-fresh blue 
enamel finish for the 1200 and 
1300 mean brighter, stronger, 
eye-catching displays—better 
merchandising with ‘‘more- 
beauty-in-the-kitchen” appeal. 


Manvtactured by 


Watch how your store displays 
gleam with new life! 

Overwhelming success of the 
Arvin line, plus America’s 
lowest prices, forecast a terrific 
nation-wide boom in Arvin 
Ironing Table sales. Big stores, 
small stores—all over the coun- 
try—will promote them more 
heavily than ever. 


Promote Arvin for Peak Profits! 
ARVIN NATIONAL ADVERTISING 
in leading women’s magazines 
will create huge consumer 
demand. Ask for news 
mats and layouts for 

extra pulling power! 


ARVIN INDUSTRIES, Inc., Columbus, Indiona 


Formerly Noblitt-Sparks Industries, inc.) 


nationally 
pavertise 








STYLE 1200 


ARVIN STANDARD, 1200— 
fully automatic—lowest 
priced, largest selling 
nationally advertised all- 
metal ironing table. 





di 





orsrnssureo wv Sebgpanton & OO, Ane. 


@ METAL CHROME-PLATED DINETTE SETS 
@ ALL-METAL IRONING TABLES 


* 1107 BROADWAY, NEW YORK CITY 10 


© WESTERN FURNITURE MART, SAN FRANCISCO 3 





All Arvin Ironing Tables are packed in flat- 


shaped, space-saving cartons. 


@ METAL CUTOOOR FURNITURE 
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Proftt-wise merchandisers who demand steady, a 
profitable turnover . . . twelve months a year... are 

switching to Hotpoint because Hotpoint’s Full-Line Fran- 

chise provides all these important sales-making advantages — 


© Atop name in home appliances—a name commensurate 
with the dealer’s own in building prestige and public 
preference. 


A complete line of electric kitchen and home laundry appli- 
ances under one banner—a line out front in product styling, 
designing and performance. 


A fully developed year ‘round retail merchandising program, 
assuring a well balanced flow of profitable sales ... every 
month of the year. 


If you're missing sales that should be yours, talk to your Hotpoint dis- 
tributor and let him show you what the Hotpoint Full-Line Franchise can 
do for you. 


* No more “‘letdowns’’ following hot selling seasons 
* No more “‘doldrums”’ that eat away profits 
* No more “‘valleys’’ that reduce profit peaks 
.-. but a full line of products that 
insures a full year of profits 


























Automatic 


DISHWASHER-SINK 


Combination 




















Hotpoint Automatic Electric 
Dishwasher and Sink Combination 


As a sales leader for September, Hotpoint, the 
world’s largest exclusive electric appliance manu- 
facturer, brings you its greatest engineering 
triumph. Here's the famous Hotpoint Automatic 
Dishwasher and Sink Combination with Disposall® 
garbage disposer. 

The Hotpoint Automatic Dishwasher offers your 
customers the advantages of both front opening 
and electric-heat drying and is available as a 
separate unit or in combination with Hotpoint 
Sink. Sink has built-in soap dishes and the amaz- 
ing new WONDERFLO faucet. Disposall garbage 
disposer (which can also be installed separately 
in any standard sink) banishes garbage and gar- 
bage cans forever. Does not overload or clog 
sewer systems. 


Suiteh ts Hopooiit/ 


for YEAR 'ROUND Profits! 





RANGES « REFRIGERATORS DISHWASHERS ¢ DISPOSALLS® * WATER HEATERS 


28 


(A General Electric Affiliate) 
FOOD FREEZERS » AUTOMATIC WASHERS * CLOTHES DRYERS * ROTARY IRONERS © CABINETS 5600 West Taylor St., Chicago 44, Illinois 
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It sé! 


This vers: 
immediate 
tion of cr 
our store 
Leasing c 
sils in the 
of Revere 
rack cust 
proved th 
more rack 


Ware. 


6 No. 17 
Racks 

4 No. 17 
Racks 

3 No. 17 
Utensil R 
200 attra 


1 display 


Get in tor 
jobber 7 
order. 


Specify: 


HARDW 


This versatile rack display 
immediately calls the atten- 
tion of customers entering 
our store to the trend toward 
loans copper bottom uten- 
sils in the kitchen. Every user 
of Revere Ware is a potential 
rack customer. Tests have 
proved this display will sell 
more racks and more Revere 
Ware. 


Z 
Hore 


6 No. 1720 Revere Utensil 
Racks 

4 No. 1721 Revere Utensil 
Racks 

3 No. 1722 Revere DeLuxe 
Utensil Racks 

200 attractive rack folders 


. ts d bal! 


1 display stand 


Get in touch with your favorite 

jobber mow, and place your 

order. 

Specify: 1 Revere Display 
Deal No. 2695 


Affiliate) 


, Illinois 


1950 
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OF ALL FINE SAWS...THE FINEST ARE “SILVER STEEL” SAWS 


For years the Atkins No. 65 Saw has been a favorite with carpenters, 
craftsmen, cabinet makers — with all who take pride in their 
work and who appreciate quality of the highest order. 


Now No. 65 has a running mate —a “chip off the old block,” so to These unic 
speak. It is the Atkins Jr.-65—identical in quality and developec 
ONLY ATKINS makes shape, but smaller in size, with its larger counterpart. This with the . 
new proud son of a proud father has a “Silver Steel” blade only | oe 


7 y * ; oe gardeners 
thuer Tock saws 16 inches long — same Perfection Handle, same taper grinding, then the 


same high polish that have made Atkins No. 65 so outstandingly mattocks, 


famous! ... Here is the ideal saw for students, for craftsmen They ore 
(and women) with small hands! At the same time, adults, including tigue, whil 
the most painstaking workers, will find it just right for fast, balance, | 
accurate cutting, without wrist strain, on many particular jobs. only forg: 


The attrac 
cartons, o 


Ask your jobber about the Atkins Christmas assortment Neos, DB. | 

E. C. ATKINS AND COMPANY Home Office and Factory: 410 South Illinois Street, Indianapolis 9, Indiana Nos, LC . 
Branch Factory: Portland, Oregon Branch Offices: Atlanta * Chicago * New Orleans * New York enamel 
MAKERS OF BETTER SAWS FOR EVERY CUTTING JOB / 


© ATKINS "Silver Steel” 
caaanetine 
os puapam, om bo sense 
- - ° eae rade 
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‘Silver Steel” 
ne in quality 
or every filing 
n be recom- 
your trade 
nce. 
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| | i exacting Requirements! , , P 
| WARWOOD / 


GARDEN 


These unique tools were 

developed in accordance 

with the advice and sug- 

gestions of many expert 

gardeners, who required something better 
than the average in garden hoes and 
ma 


They are sufficiently light to prevent fa- 

tigue, while retaining the superior hang, 

balance, rigidity and freedom from torque and bounce, which 
only forged tools can provide. 


The attractively finished heads are packed for shipment in strong 
cartons, one dozen to the carton. 


Nos, DB, BP, and GH are furnished with polished 4 ft. and 4-1/2 ft. ash handles. 


Nos, LC and AE are furnished with 36 inch long hickory handles finished in ivory 
enamel. 


WARWOOD TOOL COMPANY 


WHEELING, WEST VIRGINIA 
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TRADE mamk RECISTERED 


9 Great Name in PAI 


e 


JOHN LUCAS & CO.. INC.. ADMINISTRATION OFFICES: PHILA., PA. + Offices, Factories, Warehouses in Principal Cities 
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wo HARDWARE SPECIALTi Ee. G 
B& oy 
pries 


A NEW LINE 


RS 
SLaziers: Toots. PAINTE 


N 


DESIGNED TO HELP 
YOUR SALES VOLUME GROW! 


Acclaimed “the best engineered knives and cutters on the market,” 


SLEEK ... Comfortable in the workman's hands — smooth handles 
prevent soreness and insure an easy grip. 


STRONG ... Knife blades are made of heavier than average gauge 
steel specially tempered for extra strength and durability. 


FAST AND MANEUVERABLE .. . "Balance" insures speedier work- 


manship. 


Destined to become the fastest moving line of its kind. 


No. 41 WOOD SCRAPER Heavy @ No. 45 CARBIDE SCRAPER Top 
gauge I'/,"' steel blade sharper grade. For wood, metal, and 
edge, lasts longer. cement. Blade lasts 100 times 

longer than ordinary steel. 2'/2"* 
No. 55 PUTTY KNIFE Finest Blots wilh 2 cuting edges. Al- 
quality knife. Extra heavy gauge acne ge ag 
cutlery steel, mirror-finished Built f Gives nee. 
blade. Beautiful rosewood a gee Soe 


handi | bolst 
vote ee Wah ee SHR ae No. 85 LINOLEUM KNIFE For 


FI le. professional use. High carbon 
emtble —s steel hawkbill blade, oil- 
ardened, tempered to absolute 
No. 75 WALL SCRAPER Extra uniformity. Burnt wood handle 
heavy gauge, finest cutlery, with nickel-plated ferrule. 
mirror-finished steel blade. Beau- 
tiful rosewood, wax-bolished GLAZIERS POINTS Thin. uni- 
handle with 2 large brass rivets. form. inc-coated. Six _ sizes. 
Smart looking, fast selling. Made Packed | doz. boxes in atten- 
to stand the gaff. 2/2", 3", tion-getting display carton with 
3/2", 4" widths. place to mark retail price. 


BLACK PANTHER FLOOR AXE AND HAMMER WEDGES 
MACHINE For rugged work, Aluminum-magnesium wedges in 
latest low design, all purpese, four standard sizes. Any assort- 
silent, sealed bearings, concen- ment now available in new con- 
trated weight. venient counter display box. 


No. 7 CARBOLOY GLASS CUTTER ‘For Professional Use'', Solid Brass 
Handle. Carboloy wheel and special Carboloy axle. Will cut 30 to 50 times 
longer than ordinary steel wheels, faster, easier, better. Wheels can be 
re-sharpened several times. Style, beauty and performance prove this new 
and better glass cutter a revolutionary achievement. 

With Black Panther C200 Wheels for hard, opalescent, cathedral, and hard sur- 
faced structural glass; C100 for window, plate and mirror glass. 

Black Panther Carboloy Wheels are used by large industrial firms in pro- 
duction machines to cut flat, concave, convex and tubular glass. 


Sold exclusively through jobbers 


Send for catalog illustrating and describing these tools designed for discriminating workmen. 


BLACK PANTHER TOOL COMPANY 
401 North Broad Street, Philadelphia 8, Pennsylvania, U.S.A. 
Miles Blunt, President 
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AUTOMATIC 
KEY 
DUPLICATING 
MACHINES 


No. 1'/2 AC 

mounted on 
board with 

motor 


No. 1A Machine 
only 


Complete with "AUTOMATIC SAFETY SWITCH” | 


THIS MACHINE CANNOT BE OPERATED UNTIL 
‘GOOSENECK’ IS DISENGAGED — A MAGNIFICENT 
IMPROVEMENT AT REGULAR PRICE. 

USE OUR 


“PAY AS YOU PROFIT PLAN” 


Contact your jobber or write us direct TODAY! 








SEE YOU AT BOOTH 214 


NATIONAL HARDWARE SHOW, OCTOBER 24 vel KEW ‘I 
KE YouPLICATING MACHINES 


KEIL LOCK CO.,.Inc., CHARLESTOWN,.NEW HAMPSHIRE 
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PADLOCK DEPARTMENT! 


MOVABLE MINIATURE SHOWCASES .. . 
aie together, they take up only 16 x 9 inches 
eS 7 Fy of counter space! 


FAST-SELLING PADLOCKS... 
solid cast brass and rustless alloy ... all 
at popular prices. 


reom Slaymaker 


... the name that means modern merchandising! 


aha! 


d ised inthe S d 
“SILVER SENTINELS’’ henihatiant eel Conny Goal 
The newest Slaymaker merchandising sensation! Four rustless alloy pad- 


locks . . . high in quality, sales appeal, and turnover speed. Miniature 


showcase (‘Padlock Town”) in six sparkling colors. 


d d he S d 
“BRASS BEAUTIES’’ Neeckin task aa Prabei Genteul 


Four solid cast brass padlocks in a blue plush jewel-box miniature showcase. 
Brass has always been the symbol of durability in padlocks. At popular 


prices, these move fast! 


What you want is a complete padlock department, with as few 


numbers and as little inventory as possible. That way, you sell 
more of each number, at bigger profit to yourself. 

You’re probably moving more and more toward the new 
display trend, too . . . movable displays, small displays. They let 
you take full advantage of impulse and related-item buying. 


These Slaymaker Padlocks fit right into that kind of operation. 


There’s a padlock for almost every customer who comes into 
your store. The displays are eye-catchers, pocketbook-openers. 
The padlocks glitter with quality and price appeal. 

You get both “Silver Sentinels” and “3rass Beauties” assort- 
ments . . . both miniature showcases . . . a complete inventory of 
eight sizes of padlocks in styles to meet popular demand .. . 
and your outlay is small. 

It's mighty little investment for a line that goes right to work 
and gives you quick turnover and sweet profits. See your jobber 


or write us today. 


LOCK COMPANY 


Since 1888 LANCASTER, PA., U.S. A. 
World’s Most Complete Line of Padlocks 


HARDWARE AGE, SEPTEMBER 7, 1950 35 













CONVENTION TIME 





A K R O N Quality 


CABINET HARDWARE 














is here 


put AKRON 


on your MUST LIST 








SEMI-CONCEALED 


4 











a| 
a P10) 





CABINET HINGE 
MODERN STYLE 


caclele 








for 


Quality 
CABINET HARDWARE> 


MEETUS AT 


NATIONAL CONTRACT 
HARDWARE SHOW 
ST. LOUIS, MO. 











Ole) a.” 





i 
j } 
a 
gi 








HANDLE WITH 
IMPROVED 
NEW TYPE PUSH 
BUTTON CATCH 





/ 


17d 
A telaa De tela 
DRAWER PULL | 





BOOTH No. 59 


SEPT. 18-19-20-21, 1950 





also 
NATIONAL HARDWARE SHOW 
GRAND CENTRAL PALACE 
NEW YORK, N. Y. 


BOOTH No. 314 


OCT. 2-3-4-5-6, 1950 
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AKRON HARDWARE MFG. CORP. 
Woodside, N. Y. 


‘ie Cn 
BAN. 


#286 
Sure-Hold 
ABINET CATCH 
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; N EW Sales and Profits for You... 
ily ‘ 
WARE Convenience for your Customers 


Drum and Tank FILTER 


Keeps Oil Burners Clean! 





Keeps Oil Flowing Freely! 





Keeps Flame Burning 





/ i sil * - 
Efficiently! 5} _ aes é 4 ; Pat. Appiied For 
TT BG ' + . 3 4 


OFFER YOUR CUSTOMERS this new, 

easy way to avoid the messy, miserable job 

of cleaning clogged, gummy oil burners. . . 

of draining fuel lines and perhaps even 

the tank or drum... of being without 

heat. Sell them SETTE Drum and Tank a Ff Catalog No. F-10 


Fits tank or drum. A complete 


FILTERS to remove dirt, scale, water and unit including filter, shut-off 


cock and tank fittings. Inlet— 
%,"' iron pipe. Outlet—'/4,"' iron 


all impurities before the oil reaches the pipe or {4 copper tubing. 


‘i 12 per carton, packed 48 


per master carton. Shipping 
peemnien. weight, 28 Ibs. 


SETTE Drum and MARQUART MANUFACTURING CO. 
M f he lf-Closing B 1 F 
TANK FILTERS oe anu aie tat ae, po dy pom iregaag aucet 
43 Leon Street, Boston 15, Massachusetts 
! Canadian Agents: DISHER-WINSLOW CO., Vancouver, B. C. 
heaters, furnaces, kitchen ranges, etc. Export Dept.: OCEANIC EXPORT CO., 400 Montgomery St. 
* Simple and easy to install on tank or San Francisco 4, California 


drum. Recnntllimettanetiinmedliedibemeetiimadl Donia etl etiam 


© Simple and easy to clean. MARQUART MANUFACTURING CO., 
1241 High Street, Oakland 1, California . . . or 
* Ideal for average gravity fuel instal- 43 Leon Street, Boston 15, Massachusetts 


lation offering ample capacity for C Please send details and prices on SETTE Drum and Tank FILTER. 
efficient operation. 


for ail oil burning space heaters, water 


Please send sample order of cartons or Master cartons. 


It's priced to sell. 
It does the jobl 
It's a profit item. Address 


Name . 


Firm Name 


DES es cee es 
Jobber's Name 
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The Most Complete Line of 


Grass-Cutting Equipment 
in the Industry... fon tetee ai 


choice of six sizes. Widel 
Cutting widths ranging ety | 
from 18 to 26 inches. use, the 


, grass pli 
When you handle Jacobsen-Worthington Rin cosaill 


from 18 
grass-cutting equipment, you are backed by a 


company which pioneered in the development of 
power mowers almost 30 years ago, 


and which today builds the most modern, SOC Set S217 7 687 O09 2 


. . - r 
streamlined mowers available anywhere. Reel-Type Mowers 


Estate Mower 
You offer customers equipment for not only 


Ideal for large, landscaped 
every type of grass cutting, but for every lawns. Riding sulky and 
snowplow optional. 


size of lawn area ... models with cutting widths 
ranging from a 16-inch hand mower to a 


30-inch park mower, with a maximum width 


of 66 inches with Trailmower attachments. 


A Mower for Every Grass-Cutting Purpose 
A Size for Every Lawn 
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Heavy-Duty Power Scythe Lawn Edger 


36-inch cutting width. 





For quick, easy edging 
eround walks, driveways, 






with attachments 












Sickle Mower curbs, etc. 






lawn Mower 
Leaf Mill 












eeeeeeenesenv,eeeeee ee eee ee & @ 





Rotary Disc Mowers 


Widely popular for both town and country 









ing 
use, the rotary disc mower cuts any type of 






grass plus tall, tough weeds. 
Six models with cutting widths 
from 18 to 48 inches. 












Four 
big-capacity 





models — 

25, 31, 37, 
48-inch 
cutting widths. 


















Two popular-size models — 
18-and 20-inch cutting widths. 


eeeecaenaevoeeneeee2e0202020202020202028028080280280808080808080280280802802808028028080808080 80 8© CFC HHe 












with Rear Roller Drive 






Big Area Mower 








1dscaped Park 30 is designed for tough, large area 
ilky and commercial cutting. Riding sulky allows 
»ptional. operator to work steadily at faster than 






walking speeds. Trailmower attachments 






more than double capacity . . . increase 
cutting widths from 30 to 66 inches, 










Sacobsen 
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New displays now aae'| 


NOW YOU CAN SELL THE to help you sell famous 


Ray-O-Vac flashlights 


witt Weil) ANY ry 
jit i A pier 


EASIER, FASTER! 
Only genuine Ray-O-Vac LEAK PROOF 
Batteries give you the added 4x 


Nea 


Td 


M-1000—New Billioneer— America’s 

Finest Flashlight. Created to com- 
at. memorate the achievement of the Bil- 
v= lionth LEAK PROOF battery. Packed 
4 ina dealer package with display card. 


POWERFUL | 
‘ ae BATTERY ‘ a 
ma S 3 a em Dh | 


MULTI-PLY ~~ 
——— INSULATION 


. = i oo U 
STEEL - 7 R “ 
sackeT == eT 


oe M-700—New assortment of the most 
j popular Ray-O-Vac flashlights. Packed 
BATTERY 6 on a display card in a dealer package. 
RU6.us. pat. orf Takes only 10 inches of counter space. 








The one Billionth | mail P~ Ga a M-210—New Deluxe Penlite—‘‘Real 
Ray-O-Vac LEAK 4 4 é oe Pen Size Lite’. Packed 10 on a display 
PROOF Battery. Pro. ~~ Gi 


card in a dealer package. Takes only 
duced April 26,1950 9% inches of counter space. 





RAY-0-VAC COMPANY - Madison 10, Wisconsin Qiquaaeannanmaaay | : 
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PORCH & DECK 
ENAMEL 


No matter how long you've been in business, you’re 
bound to gasp at the price tag attached to the new 
FRISCO Line of House Paint and Porch and Deck 
Enamel! Never before has such paint been offered 


at such an eye-snapping low figure! 


No doubt about it, FRISCO—the lowest-priced 
quality paint in all America—hits the market just 
when the demand is greatest. You know how it 


is in your community. People want paint, and 


& w 
people need paint, but they balk at the fancy 
p ‘ | i S prices asked for most paints. Now, in FRISCO, 


they get a quality paint at a price they want to pay! 


«e 
Wey FRISCO Paints have 
deen awarded the Gim- 
ges Quali Myf My, at bels Bureau of Stand- 


BY GIMBELS ards OK for brushing, 
self-leveling, drying 


BUREAU OF 
| 4 : STANDARDS time, resistance to sun, 
water, sulphide gas. 

FRISCH & CO., Inc. § 

4 G 6 ‘4 S T PAI N T 565 BARRY STREET, NEW YORK 59, N. Y. : 
MAIL NOW FOR FULL FRISCO DETAILS 
Frisch & Co., Inc. 

S T () Q Y () r £65 Barry St., Cept. HA 


New York 59, N. Y. 
HARDWARE AGE, SEPTEMBER 7, 1950 41 


Please send me full details about low priced Frisco Paints. 
Name .. 
Store Name 


Street . 





City . 


Zone Py State 





AMERICA’S SALES LEADE be 


01 
out again 4 


B ihe Natic 


NEW FoRMULA RAPID-Flffpiie: Disks: 


ributed | 
Fibre-Gouded FALTER DI ot 
1s from 
Rapid-Flo, the first and best fibre-bonded milk fi Now, agai 
disk, has been improved with a new formula develommmiter disk qu: 
after months of laboratory research and farm te es for Ra 
The new FIBRE-BONDED Rapid-Flo is now foducers in 
more retentive, providing a more reliable Farm Say 
ment Check-Up (an exclusive Rapid-Flo developmam 
urged by dairy leaders for regular use by dairy f g HUG 
to help improve milk quality and production onfiy pages in 
farm). ee. promoti: 


MEW FACTORY-SEALED CARTC 


New long, narrow carton, easy to pick up and cafi 
easier to store on shelves or counter—with “high-sp 
visibility for store display. Enthusiastically recei 
farmers, haulers, fieldmen, milk plants and dairy 
tarians for its many new, exclusive sanitary feat 
Each carton contains 100 of the New Formula FI 
BONDED Rapid-Flo Milk Filter Disks. Available 
the 300 Put-Up preferred by many farmers. (3 cart 
of 100 disks, tied together at the factory.) 


NEW SANITARY DISPENSER 


| highly tre 
os wil 


Sturdy, smooth varnished finish metal container 
signed exclusively for the new Factory-Sealed Rag 
Flo Carton—required by code in most “Grade a 
milk markets. Amazingly low cost. Has exclusive hde, si 
tary features acclaimed by. health authorities. E z has 
dairy farmer in your community is a hot pros pie 
Extra profit for you. Arrange now for stock and 
building counter display. 


his steady 
reates for } 


Order 


Hor yous | 


; 


— Filters Departme 
Filter Products Division 





DE N MILK FILTER DISKS 


Wf), VWI LL 


} ike Nation’s Number 1 brand, Rapid-Flo FIBRE-BONDED 
PID-F [ ler Disks and J & J Quality Milk Production Programs have 


tributed heavily to improved milk quality and have reduced 

ER DI ss of milk, thereby winning overwhelming preference of dairy 
‘Beemer from coast-to-coast. 

nded milk ff) Now, again, Johnson & Johnson announces 3 new advances in 

‘mula deve e disk quality and convenience, bound to step up demand and 


nd farm testigimales for Rapid-Flo FIBRE-BONDED Filter Disks from milk 
lio is now oducers in every territory. 


lable Farm Sam 


oy dnicy tea «©HUGE ADVERTISING SUPPORT 


duction onliiait pages in color in leading publications read by dairy farmers. 
promoting the new, improved FIBRE-BONDED Rapid-Flo 
ter Disks in the new Factory-Sealed Carton and the new Sani- 


) CART ie: pap Always the leader in brand promotion, Rapid-Flo 
intinues to build traffit into your store for this essential product © 


up and jeded on every dairy sag 

‘ith “high-spim 

call ived y 

ath cei “STORE MERCHANDISING AIDS 
initary featu > help you get extra profit dollars from this exciting new product 
‘ormula PIE i promotion, J & J has a Merchandising Kit available including 
cs. Availabl tmative folders for mailing to customers and a colorful counter 
me (3 cartiiilisplay holding a new dispenser and the new package. 

ry . r $ 


ENsepM FIELD SERVICE ORGANIZATION 
oo ae BUILDING DEMAND 


Sealed F b highly trained group of specialists is constantly in the field 
ng with your farmer customers, milk plants and dairy sani- 

tians, demonstrating the superiority of Rapid-Flo Filter Disks 

nd developing continuously expanding demand. 

stature these products in your store and take full advantage of 

n pete profitable demand and the valuable store traffic it 


4 *s for you. 


st “Grade i 
exclusive 

horities. EV 
hot prosp 
tock and s4 


Order now from your wholesaler! 


om onc 
( 


~partme F 4949 W. 65th Street, 
Divisio Chicago 38, Illinois 












US PAINTING 


“Masterpiece, titled “The Calmady 
Children” painted by Sir Thomas Lawrence has 


a he 


Fe ee 


ey 
Flan eee 


Rr 


~~ 


had outstanding popular appeal for 
more than a century. Lawrence himself said ““This 


ary 


c 


» SBMS 


is my best picture. I have no hestitation in saying 
so — my best picture of the kind, quite — one 

of the few I should wish hereafter to be known 
by.” This is part of the collection of the 


a’ ih 








Metropolitan Museum of Art. 


he Bae j 


The Choice of those who appreciate the Best 





is FAMOUS for PAINTING 


This Masterpiece—is designed to produce extra fine 


finishes—for the painter with a varnishing or 


ae 


enameling job to do. The quality materials and out- 


standing craftsmanship of Baker’s 





brushmakers in creating perfect 





cup-chiseled edges—combines to 
'. assure finishes that painters are 


proud of—characteristic of re- 








sults obtained through the use o 
any fine painter’s tool bearing 
_ the name Baker. 





Hudson Painting Company. Ine... a fine established firni « 


prccrtinns contractors says 


On our patting jobs, such as painting the Peter Cooper and Stuyvesant 
Housing projects in Vew York City, we used brushes by Baker Wee heave 


found them lo cive us lon durable service and help ws mnie the 


ontstanding results through which our reputation as de ding patil con 


tractors has crown. We think brushes by Baker are excellent 


FREE—A Full Color Reproduction of the above famous painting can be secured by dealers 
writing the Hardware Age or the Baker Brush Company, 83 Grand Street, New York 13, N. Y. 
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To make profits 
promote PROFIT-MAKERS 


When prices are rising and profits shrinking, the items to push 
are those that make you money. We have such items for you in this 
revolutionary new Modglin line, backed by powerful national ad- 
vertising. These Modglin products turn over fast. All of them pay 
you an extra wide profit margin. To give you service we’ve warehouse 
stocks in New York, Chicago, New Orleans, Los Angeles. We've 
done everything we could think of to give you a real profit-making 
deal. If you can think of anything else, I wish you’d write me person- 
ally. Stock these items and display them . . . put them out where 
Mrs. Public can see them and learn what a Gold Mine there is for 


you in the Modglin line. “Bue M e 


MODGLIN Perma-broom MODGLIN Perma-scrub 


Magnetic pick-up of Electrene Bristles picks Louder of the Medgiin tine 


up dirt as you sweep. Perma-broom comes Revolutionary new scrubber for pots 

in many gay colors. It’s washable, durable and pans. Removes grease and 

and economical. Makes ordinary brooms burned food in a jiffy. Keeps hands 

obsolete. Over 4,000,000 sold to date. Free out of dishwater. Outmodes old- 

display stand with 2-doz. order. Pays extr.i fashioned scouring implements. Win 
YUM yp, 


wide profit margin. Please write for details. In many lovely colors. Pays extra Vi 7) 
: @ 
i ; lly 


y 
wide profit margin. Write for details. if 


MODGLIN WHISK-OFF 


More than 5,000,000 Whisk-Offs purchased 
by American consumers in only two years. 
Replaces old-fashioned whiskbrooms. 
Comes in many beautiful colors. Free 

¥ counter display stand with order of 3-doz. 
assortment. Pays extra wide profit margin. 
Write for details. 


MODGLIN Perma-broomette 


One of the most appealing toy items 
in years. Kids love it! Genuine small- 
size Perma-broom useful in scores of 
cleaning chores. Free display stand MODGLIN Dust-ette 

pia enn. one. re — aed At Child’s size dust pan—lightweight yet 
profit margin. Write for details. ~ ©; sturdy . . . all children want this educa- 
; tional toy. Comes in many bright colors. 
Pays extra wide profit margin. Write for 
details. Now! 


MODGLIN Pick-ette 


Newest and finest toothpick 
made of flexible plastic. 
Comes approximately 72 
picks to the box in many Learn what these revolutionary new Modglin 
SS ae = DO THIS products can do to pay you faster, larger profits 
et peptic a NOW! from smaller shelf and floor space. Write to 

j 4 ‘“MODGLIN, Los Angeles 65”’ and ask for a 


tra wide profit margin. Write : . 
for details. sales representative to call. 
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vers AB 















@ ECONOMY CARTON 
{Four 29¢ Boxes} RETAILS 98¢ 
29¢ Box actually costs dealer 1614¢ 


@ PACKED 12 98c Economy car- 


tons per case. { Forty-Eight 29¢ 
Boxes} Case costs dealer $7.83 


25% MORE COVERAGE 
—each 29¢ strip {10 strands per 
strip} now covers approximately 
20 feet. 


EACH 29¢ STRIP, now in- 
dividually boxed. 








Strip-Seal 


: is a trade mark 





STRIP-SEAL—the Mastic Weather Strip and Crack Filler 





No tools needed—just press into place. Seals 
cracks around windows, bathroom fixtures, 
sink tops, concrete floors, brick, metal, etc. 


SEE YOUR JOBBER for full information 
on new packages, sales help and prices. If your The new 10-strand STRIP-SEAL is also 





jobber cannot supply you, write us, available in the old familiar, long red box; 
five cellophane-wrapped strips per box— 
Prices slightly higher in Far West. now RETAILS $1.25 r iad 


Made by the TREMCO MANUFACTURING CO., 8701 Kinsman Road, Cleveland, Ohio 
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IPTHESE WIZARDS 


hom NATIONAL MAGAZINES 


—to create new 
customers for you 


Want us to send YOU inquiries we receive 
from folks in your neighborhood? 

Here’s the story: Every month we adver- 
tise our “Wizards with Wood” — Firzite, 
Satinlac and Weldwood Glue—in over 20 
magazines like those illustrated. These 
magazines are read by over 10 million 
people. Many write us for dealer’s name . 
and more information. 

Here’s where you come in. We refer 
these local inquiries to dealers like yourself 

— providing you're registered with 
us. All you have to do is mail the 
coupon below. 


Tames that wild grain 

| in fir. As an under seal 

it tightly seals the pores 

... Virtually prevents grain rise and check- 

ing . . . readies the surface smooth for 

paint, stain or enamel. For blond, pickled 

wiped or tinted effects on all woods, rec- 

ommend WHITE FIRZITE. (In pints, 
quarts, gallons) 


, The modern 
Every foot of fir ply- © SATI | LA i Sis for nat- 
wood sold—(over 40 wy. fin- 
million feet per week!) rot 4 ishes. SATINLAC beings ¢ oa ca pre- 
— means business for cs Pe > serves natural grain and beauty of any 
FIRZITE. And there plywood pr solid wood. Avoids that 
hapa yore : “built-up” look — will not turn yellow or 
are similar fine sales possibilities ~~ ; darken with age. “Water-white”, easy to 
for Satinlac and Weldwood Glue. , brush or spray; dries ready for next coat 
Don’t lose customers —carry all , wand Nine Be in 3 or 4 hours. (Jn pints, quarts, gallons) 


—— em WELDWOOD GLUE 


To make things or fix things, recommend 
Weldwood Glue—America’s largest sell- 
ing glue, for all wood-to-wood bonds. 
Mixes easily with water. Stain-free, rot 
proof, highly water-resistant! /5¢, 35¢, 
65¢, 95¢ and larger sizes. 


UR store UNITED STATES PLYWOOD CORPORATION 
ity YO Display panels . . . litho Dept. 108, 55 West 44th Street, New York 18, N. Y 


displays . . . metal signs We Gente te ee 
. newspaper ad mats... CJ Weldwood Glue OO Firzite DC Satinlac 


Glad to have you refer your ad inquiries to us. 
w jut 

folders, re ot all o “ to We are interested in Firzite, Satinlac and Weldwood 

help you—the dealer—tie in Glue. Please send full information free. 


to our national ad pro- iii 
gram. Mail coupon for full 


; ‘ Address 
information. 


Jobber's Name 
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PAINT REMOVER 


| S====| SAVOGRAN NEWS 
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“STRYPEEZE” REMOVER 
_ MAKES DARING GUARANTEE! 


CS ae 


GUARANTEE | 


E SIRVPRIEL is guarentecd to sy Wel leno and re- 
_ move more coats of finish per application, indoors 


er out, than any other remover, or your money back. 


The Savogran 


BOSTON, MASS. 


semi-PAsTE 


CASH IN ON THE SWING 
TO THE GUARANTEED 
FINISH REMOVER 


"*STRYPEEZE’’ 








| 
THE SAVOGRAN COMPANY 


BOSTON: 25 HUNTINGTON AVENUE, BOSTON 16, MASS. 
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NEW aa 


FEATURES GUARANTEE 


Ads like this 
will appear in 


STRYPEEZE 


PAINT REMOVER 


is GUARANTEED 
Popular 


Mechanics } 
Magazine, 





Popular —rureune = 
z ver stavvenre: 
Science - SiG RA 
Monthly, Pas WV OGF Ne 
Mechanix Illustrated, Better 
Homes and Gardens, and The 


y i 
American Home, guaranteeing 


your customers that 
STRYPEEZE does a better job. 








Sure To Boost 
Remover Sales 
For All Dealers 


When you sell STRYPEEZE, 
you sell the most effective 
remover on the market... 
backed by an iron-clad, money- 
back guarantee. That’s the 
kind of language your cus- 
tomers like . . . the confidence 
that rings up fast sales. Only 
STRYPEEZE makes _ these 
claims, because only STRYP- 
EEZE can back them up. 


DEALERS PREPARE 
FOR HEAVY DEMAND 








Order a supply of STRYPEEZE 
from your jobber, today. Ask 
him for display posters for 
your windows and_ interior. 











ONLY STRYPEEZE OFFERS THESE 
POWERFUL SELLING ADVANTAGES 


Removes all finishes — even synthetics 


Stays wet longer. 

Does not run or drip. 

No after-wash necessary. 
Removes more coats. 


Harmless to hands and surface. 


No benzol — no paraffin wax. 


No acid, caustic or alkali. 

No chlorinated solvents. 

One application usually enough. 
Use indoors or out. 

Developed by specialists. 
Nationally advertised for years. 














® CHICAGO: 85 INDUSTRIAL ROAD, ADDISON, ILL. 
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This ‘‘merchandising first’ 
assures CHROMTRIM dealers 
they alone will cash in on 
demand we’re building! 


















At last, the brand 
customers recognize! 


They’ll be able to spot their fa- 
vorite trim instantly! For every 
length of CHROMTRIM metal 
moulding will be distinctively 
wrapped in a striking red-striped 
jacket featuring CHROMTRIM’s 
new trade character, REDdy 
JACKET. Even the shipping tube 
is red-striped for your identifica- 
tion. 


Most effective campaign 
for metal-trim! 
REDdy JACKET stars month in, 


month out in BETTER HOMES & 
GARDENS, AMERICAN HOME, other 























































































































Get REDdy”’ now for 
bigger business! 


Tell your distributor to fill up 
your CHROMTRIM Stock-Display 
Stand with CHROMTRIM in the new 
red-striped jackets.* Your cus- 
tomers will have their eyes out 
for them—so be ‘‘REDdy’’. R. D. 
WERNER Co., Inc., 295 Fifth 
Avenue, New York 16, N. Y. In 
Canada: R. D. Werner Co., Ltd., 
Oshawa, Ont. 


*Haven’t got a CHROMTRIM 
Stock-Display Stand? 


You can now get this attractive 
Stock-Display Stand with any of 
the four CHROMTRIM deals, includ- 



































PEEZE top magazines . . . the only metal ing the popular new 14/60 Stain- 
ay. Ask moulding national ads reaching less Steel Deal of the 14 fastest- Mouldings 
ers for a grand total of 12,000,000 fami- selling CHROMTRIM shapes. Send ; 
nterior. lies, with real, brand recognition. a. —— and in the 
’ your I E SE- . 
CHROMTRIM 
oe i eure to prot coins: . LECTOR to help you choose the best Red-Striped 
5 ’ CHROMTRIM assortment to meet Jackets 
‘ your needs. sf 
4 —— eee ee cee ee e e ee e  ee ee ee eee 7 
R. D. WERNER CO., Inc., Dept. HA I 
295 Fifth Avenue, New York 16, N.Y. 1 
O Please send me FREE your CHROMTRIM STYLE SELECTOR =I 
; plus details of all CHROMTRIM deals, including the | 
new 14/60 Stainless Stee! Deal with Stock-Display | 
Stand at no extra cost. j 
ough. [ Please send me, at no cost, details on your “Trim-lt- | 
Yourself” Plan Service with FREE project plans for my =| 
customers. t 
years, NAME 
inet COMPANY. ’ 
Attention, Dealers —‘‘Trim-It- Y ourself” Plan Service om _ som i 
with FREE CHROMTRIM Project Plans to use as a give- i 
away to your customers is now available. Send coupon DISTRIBUTOR’S NAME. i 
N, ub. for complete details. aac ee eee eee eee eee 
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Power for power tool selling right 
in your market—that’s the SKIL Home Shop 
Fall and Christmas program. Bigger adver- 
tising— stronger merchandising—and the 


biggest line—to give you a top-profit Fall 
and Christmas season. With SKIL Home Shop 
Establish a busy power tool jew o Tools you can set up the most complete 





department in your store | ~ oe home shop department available—backed 
with new SKIL Home Shop = 2 by powerful, consistent advertising in the 
Floor and Counter Dis- 
plays. Available, com- 
plete; with Tools, at a 
cost quickly absorbed 
by your tool sales. Ask | 
your wholesaler. SKIL — 


magazines and papers your customers read. 


| SEE US AT THE 
NATIONAL HARDWARE SHOW 
BOOTHS 83-84 


sKIL Ho 





‘gM 
5 gees 


SKIL Hor 
2 Mod 
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Here’s the big line you'll sell all Fall—for 
Christmas—to homeowners, farmers, hobbyists. 
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SKIL Home Shop % inch Drill Kit SKIL Home Shop 6 inch Sander- SKIL Home Shop 2% inch Belt SKIL Home Shop 6 inch Saw 
Model 550 — $41.45 Polisher — $37.50 Sander — Model 525 — $69.50 Model 520 — $59.50 








ee 





t 


SKIL Home Shop Drill Kit SKIL Home Shop 8% inch Saw SKIL Home Shop Bench Stands 
Model 587 — $24.95 $84.50 $12.95 —$19.95 $29.95 
















SKIL Home Shop Oscillating 


SKIL Home Shop “% inch Drills SKIL Home Shop 12 inch Drills 
Sander — $64.50 


2 Models — $19.95 — $22.95 2 Models — $39.95 — $43.45 
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STANLEY 


ALL-STEEL VACUUM BOTTLES 













Sportsmen’s Choice 
BECAUSE... 


@ They will not Break, 
Chip or Crack 


@ Beverages stay Hot 
or Cold for Hours 


@ They’re lined with 
Stainless Steel 


@ Outer shell is dura- 
ble Blue Enamel 


@ They're easy to clean 
They cannot rust 





SPORTSMAN’S SET 
Two Stanley quart size 
Vacuum Bottles. Stainless 
Steel lunch box. Packed in 
blue lectherette case. 


Goop CUSTOMERS deserve the best. 
Give them unbreakable STANLEY Vacuum 
Bottles and Sets. Nationally promoted for 
you in Field & Stream, Outdoor Life, 
Sports Afield and Holiday, STANLEYs are 
available in pints, quarts and 2-quarts. Get 
complete details by writing Dept. HA, 
Landers, Frary & Clark, New Britain, Conn. 


Made by STANLEY INSULATING. DIVISION © oo 
LANDERS, FRARY & CLARK + New Britain, Conn. 





52 





| 














FAST-SELLING 
BIG PROFITS 


The Nationally advertised Gem Dandy Electric Churns are 
fast selling, quality products .. . the last word in appear- 
ance, performance, sanitation and ease of operation. 

Both the DeLuxe and Standard Models have new, im- 
proved motors that positively will not heat up even when 
run continuously for days. They will mix most anything. 

Enthusiastic owners on hundreds of thousands of electri- 
fied farms testify to the outstanding performance of Gem 
Dandy Electric Churns. 

More Gem Dandy Electric Churns have been sold than all 
other makes combined. Now a greater value than ever be- 
fore! Priced for volume sales. 


og Sales aig oe dee wowace $19.95 
Recommended Dealer's Cost .............00- $12.49 
DOP IL, boc cecccccccevcccdescoses $16.95 
Recommended Dealer's Cost ...............5- $11.02 


2% 10 Days, Net 30 Days, f.0.b. Distributor's Shipping 
Point. 8 cu. in. carton, weight 8 Ibs. 

Order today from your distributor 
Deluxe and Standard Models are adjustable to fit owner’s 
crock or jar up to 6 gals. Most customers prefer Gem 


Dandy Duraglas containers in 3- or 5-gal. sizes. Sold 


separately. List price 3- and 5-gal. $2.75. Recommended 


Dealer’s cost $1.65. 


ALABAMA MANUFACTURING CO. 


Dept. A-162, Birmingham 3, Alabama 


DANDY 
‘CHURN 


ELELIRIL 


ay 
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The Selling Season is Here! 


STOCK UP NOW 





on This Great Line of 


HEATERS 
GAS --+COAL:-- OIL 


@ There’s a tremendous, growing demand for WARM MORNING 
Heaters . . . everywhere! Why? . . . because these world famous 
heaters have MORE SALES APPEAL. . . more proven satisfaction to 
insure top performance in economical, heating efficiency . . . and 
more to offer you for fast, profitable turn-over. Check your potential 
market NOW! STOCK-UP to supply the demand you see ahead. If you 
haven't ordered yet, you'll be wise to do so without further delay. 


A famous Name for Quality and Perform- 

ance ... WARM MORNING Heaters have an enviable important to You! 

record throughout the Nation for top performance and 

quality. WARM MORNING Gas, Coal and Oil Heaters 

are the best you can buy at any price. The fine reputa- . 

tion of WARM MORNING backs up every sale you make. October issues of these Na- 
tional Magazines for WARM 


Widespread National Advertising Coverage MORNING advertising. 
. WARM MORNING will carry millions of sales 
messages to your potential customers in National Maga- @ HOUSEHOLD 
zines, Metropolitan Newspapers and Farm Journals. 
Here’s mass circulation with proven results. e@ COUNTRY GENTLEMAN 


Cooperative Share-the-Cost Advertising ... @ FARM JOURNAL 
WARM MORNING and your local distributor will pay * 

half the cost of your local newspaper and radio adver- @ GRIT 

tising. A wide selection of free newspaper mats to 

choose from — also free radio scripts. @ PROGRESSIVE FARMER 


A Great Array of Sales Helps ... WARM @ SUCCESSFUL FARMING 

MORNING'S beautifully illustrated Catalogs, complete ° 

Direct Mail Kit, colorful folders, stuffers, window dis- Millions of National 

plays, banners, electric signs, clocks, novelties, book . 

matches — all to help you sell more and profit more! Advertising Sales 
Messages to Reach 


Order your Full Needs from your WARM MORNING 
distributor. It's too late to wait! Potential Customers 


See the September and 


Sead Coupon fer Catalegs/ 1-506 


WIRE 
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LOCKE STOVE COMPANY, Dept. j-134 114 West 11th St., Kansas City 6,Mo. § 
Send full information on [] Gas Heaters [J Coal Heaters [] Oil Heater § 
( All three. 
Name 


Address. 
City EE Se 

















— flationally known 
for quality 


- nationally advertised 
to boost your sales 


There are two good reasons for stocking Accurate Tapes. 
One —they’re nationally known for quality and have 
been for over a quarter century. Two — national adver- 
tising reaches tape users everywhere, keeps them out 
in front in tape sales year after year. Added up, they 
mean more tape sales, bigger tape profits for dealers who 
display Accurate Friction and Rubber Tapes. Start 

cashing in on the big demand, now. 


PROMINENTLY — 
DISPLAY THEM 
ACCURATE TAPES 
SELL THEMSELVES! 
Warehouse stocks and agents strategically located throughout 
the nation. For name of representative nearest you and a copy 
of the new illustrated Accurate catalog, write ACCURATE 
MANUFACTURING COMPANY, GARFIELD, NEW JERSEY. 





Foreign Distributor: International Standard Electric Corp., New York 


WELUERS oor WO ILE EN om & Sons 


3 


KLEINS 


THE PLIERS 


Good Workmen 


PREFER 








Good workmen know that the quality of the 
work they do depends in no small measure upon 
the quality of the tools they use. Kleins were 
made for men who know and appreciate the 
finest in pliers. The highest quality drop forg- 
ings—the most careful tempering throughout— 
the individual testing and inspection of every 
pair—the carefully honed knives—all add up to 
pliers that last longer, do the job better. 


Klein Pliers are made in a wide variety of 
styles and sizes to suit every job. Be sure you 
have a representative selection of these famous 
tools in stock to care for your customers who 
appreciate and want the best in pliers. 


Distributed Through Jobbers 


The Klein Pocket Tool 
Guide shows the many 
sizes and types of Klein 
Pliers and contains valu- 
able information on other 
Kleinproducts. A copywill 
be sent without obligation. 


00 BELMONT AVENUE C 18 ILLINOI 
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Windpr 
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Burn 
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This Blotorch works with 
Windproof! good grade denatured alcohol 
but for best results-we recommend 
LENK BLOTORCH FUEL 


Operates at any angle 
Generates over 2700° 


Hottest, handiest, best-selling Blotorch in its price range ! 


500° More heat 


For silver soldering, light brazing and sweated fittings 
For home and shop use 


Cool, convenient GunGrip handle . 

Handsome chrome finish Mfg. Company 
: AX 4 h 

Burning time: approximately one hour 30 Cummin gt on St. 


Sensibly priced for volume sales 
Colorful individual display cartons for self-selling BOSTON 19, MASS. 
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Floor Machines 


Regt ee 


Roll in that rental income! 
Rugged, precision-built HOLT 
Floor Maintenance Machines 
won't be floored by rough- 
house wear and tear. Keep 
these popular profit-builders 
working for you day after day. 


THE HOLT RENTAL TRIO 





for consistent profits 


These three Holt Machines 
strike overhead — out! Build 
rental leadership in your com- 
munity with the famous Holt 
line. Start sharing now in Holt 
Floor Machine Rental profits. 
Send in the coupon TODAY 
for complete information. 


HOLT MANUFACTURING CO. 


651-681 20th St., Oakland 12, Calif. 
Yes! | am interested in HOLT Floor Maint 


te 
Holt Edger 


Holt Streamliner 
Whirlwind 
8 Sander 


Hoit Aristocrat 
Polisher 





e Equip 


Send complete details, also information about the Holt Rental Plan. 


Name 





Street 





City. 





HOLT MANUFACTURING CO. 


Zone 


State 


Oakland, Cali 
Newark, New Jerse 


For SATISFIED CUSTOMERS! 
For FAST PROFITABLE SALES! 


BRAND 








OW, Pecora Weathercalk 

caulking compound, long 

famous among leading con- 

tractors, is rapidly becoming an 

excellent profit builder for hardware 

dealers. A superior caulking compound, easier 

to sell! Available in quarts, one-gallon and 

five-gallon cans and in the handy one-tenth gallon spouted 

cartridge for use with the PECORA QUICK-LOADING 
CAULKING GUN (Illustrated). 


PECORA ASBESTOS FURNACE CEMENT 


-+-@S resistant to heat as iron itself! A familiar package in 
constant demand by both home-owners and craftsmen, alike 
...A top-quality, top-seller! 


PECORA WEATHERTITE ROOF COATINGS 


Indispensable for making old roofs look and act like new! 


PECORA PLUMBERS PUTTY 


Provides an exceptionally excellent non-drying seal. 


PECORA SASH PUTTIES AND GLAZING COMPOUNDS 


Materials that do a better job—will not crack or dry out! 


PECORA PIPE JOINT COMPOUND 


Like all Pecora Products—a durable material of best quality. 





For Building Materials of Superior Quality, it’s 


ne 


rs 
4INT compaNy: 


LAWRENCE & VENANGO STS., PHILADELPHIA 40, PA. 


Manufacturers of Mastics for Structural Glass or Tile installa- 
tions . . . Sealing Compounds . . . Glazing Compounds .. . 
Stove Putties... Roof Coatings...industrial Paints and Finishes 


ummm SINCE 1862 => omen 
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HERE'S A DEAL TO MAKE NEW FRIENDS... 





(ROUGH MASONRY) 


GREEN 
BLUE 
GRAY 
ROSE 
BRICK RED 


COLORS 


| YELLOW 


SPANISH BUFF 


This deal is especially designed to introduce Kay-Tite to 
dealers who have not yet placed their first order... our regular 
customers can also get in on it too... 

Farmers, contractors and home owners all over the country 
are using Kay-Tite to control water seepage in masonry and 
to paint outside of masonry buildings to give them lasting 
surfaces. 

That is your big market for Kay-Tite ... It’s profitable too... 

Here's the deal: YOUR CHOICE OF 12 KAY-TITE WHITE 
OR 6 WHITE AND 6 GRAY (ALL 10 LB. CANS) FOR $20.88. 
RETAIL VALUE IS $34.80! 

(Kay-Tite is also available in 50 Ib. drums, list price $11.00.) 

Figure your profit on this deal and act today. The coupon 

order form will get quick action. 





ORDER COUPON 


KAY-TITE COMPANY 
West Orange, N. J. 
Send us the Kay-Tite Deal on 10 Ib. cans. 
12 White @ $20.88 
6 White and6 Gray @ $20.88 
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ANOTHER 


Yilmer 
PROFIT 
PACKAGE ! 


GILMER 
FRICTION TAPE: 


Straight-tearing, non-ravelling—sure to 
satisfy every customer. Recommend it 
for all general-purpose applications—it 
has both high insulation and high adhe- 
sion qualities. Standard width, %4’’; foil- 
wrapped in 60-, 30-, 13-, and 5-ft. lengths. 
Display cartons contain 16 rolls of 13-ft., 
or 32 rolls of 5-ft. tape. All lengths indi- 
vidually boxed. (60-ft. and 30-ft. lengths 
also available foil-wrapped only.) 


GILMER RUBBER TAPE: 


Fast-selling companion item to friction 
tape. Highest-grade rubber; fuses read- 
ily withuut heat. Standard width, 34”; 
21- or 10-ft. lengths. Foil-wrapped; box- 
ing optional. 

Friction Tape (in 60- and 30-ft. lengths) 
and Rubber Tape, furnished cellophane- 
wrapped with labels on request. 


And don’t forget 


GILMER WIRE— 
MASTER WIRE ASSORTMENT NO. 17 WS: 


Contains 39 cords with 6 combinations 
of connectors in 13 different lengths; 
3 large spools of replacement wire; and 

50 3-way outlets. All on eye-catching 
>, metal display rack. 


ORDER FROM YOUR GILMER 
HARDWARE WHOLESALER, or — 


AND MAIL 
L. H. GILMER COMPANY 


(Division of United States Rubber Co.) 
TACONY, PHILADELPHIA 35, PA. 
Please send me complete information and price listings on 
items checked: 

_| V-Belts 


[_] Friction and Rubber Tape | Gilmer Wire Products 





OX 
ADDRESS_ 














HOLD EVERYTHING 


put the best vise out front 


ann Se 


einwed 


% ae eee ees ee oe “Sh 
th 


and watch it build sales 


It’s a fact: hardware retailers who have simply displayed 
Desmond-Simplex steel channel slide utility vises have 
increased sales substantially—often three and four times 
above previous records. The reasons are clear. Today's 
buyers want the ruggedness, long life, and extra conve- 
nience that only Desmond-Simplex vises provide. And 
these features are dramatically pointed up by the new 
Desmond display card, gripped right in the vise jaws | 
themselves, as shown above. 


Use these free display cards 


One of these attractive, instantly-set-up cards comes with 
every carton of six Desmond-Simplex vises. Look for 
it in the next carton you get, and put it to work—out 
where your customers can see it. 


Basic workshop tool— 


for home craftsmen, farmers, small shops, etc. When you 
sell a Desmond-Simplex vise, you pave the way for other 
sales of hand and power tools. For vises make all other 
tools more useful, encourage more and better work. 


If you do not carry Desmond-Simplex vises, call your 
wholesaler for the full story. . . . The Desmond-Stephan 
Mfg. Co., Urbana, Ohio. 


Desmond 


STV ERS 


SIMPLEX :1':: 


ISES 


4 “ oY: 
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Pittsburgh 
F 


ence 


You'll find, like many others, that 
the extra quality of Pittsburgh Fence 
makes for repeat business—cus- 
tomers return again and again to 
fill their needs. The extra promo- 
tion back of Pittsburgh Fence helps 
keep your stocks moving, builds 
store traffic for many of the farm and 
home items on your shelves. 

Farmers, poultrymen and home 


You'll Find Pittsburgh Fence 
Moves Fast—Builds Store Traffic and Profits 


owners alike are being directed to 
you through ads in national, re- 
gional, state and local publications 
to ask for Pittsburgh Fence by name. 
Be ready for them with adequate 
stocks of our complete line. Ask 
your distributor to supply you to- 
day. For more information write 
to Pittsburgh Steel Company, 
Department HA, Pittsburgh 30, Pa. 


a product of 
Pittsburgh Steel Company 
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DIAMALLOY 


PLIERS AND WRENCHES 


DIAMALLOY SLIP JOINT 
SIDE CUTTING PLIERS 


MOTOR SPECIAL 
COMBINATION PLIERS 


SS 


DIAMALLOY LINEMEN'S 
SIDE CUTTING PLIERS 


a= 


DIAMALLOY FEATHERWEIGHT 
ADJUSTABLE WRENCHES 
>. 


HEAVY DUTY CUTTING NIPPERS 
Diamond hand tools are drop forged from high grade 
steel, hardened and drawn in oil, to give you the finest 
quality hand tools you can buy. Each one is individu- 


ally tested and inspected. Distributed by leading job- 
bers everywhere. 


DIAMOND CALK 
HORSESHOE COMPANY 


4622 Grand >: Duluth 
Avenue Minnesota 


DIAMOND 





S 





eS —— 
FLETCHER Gis 


EQUIPPED WITH... 


VERNIER ADJUSTMENT FOR SQUARENESS 
e FULL LENGTH ADJUSTABLE SCALES 
e HEAVY CHROME-PLATED STEEL GUIDE BARS 
e BALL BEARING EQUIPPED THROUGHOUT 


Every retail store selling glass (and 
many now not selling glass) should have 
one of these new glass cutting machines. 
Train any clerk in your store to cut glass 
dependably and watch your glass profits 
grow. The FLETCHER machine actually 
cuts the glass. It is more than a holding 


‘device. Made in two sizes to cut glass 0" 


to 36" and 0" to 48". Order one today 


through your jobber. Meet us at the 


NATIONAL HARDWARE SHOW 
Booth Number 8 


“GOLD TIP” GLASS CUTTERS 


Your customers want the best 
too. If you use FLETCHER Glass 
Cutters in your store sell them to 
your customers too. FLETCHER 
"Gold Tip" Glass Cutters are 
known for their excellent value 
and true performance, so BUY, 
SELL and USE the best. Your 
Jobber has them. 


THE FLETCHER-TERRY COMPANY 


462 SOUTH STREET + FORESTVILLE, CONN, 
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WITH... 


RENESS 


TRIAL 
ORDER 


25 10’ Eaves Troughs 
6 Outside Mitres 
3 Inside Mitres 
15 Sections with Outlet 
45 Slip Connectors 
18 End Caps 
90 Hanger Straps 
15 75° Round Elbows (18 for Ogee) 
15 10’ Conductor Pipe 
25 Conductor Pipe Bands 
9 Strainers 
5 lbs. Aluminum Nails 
3 % pt. cans Mastic 


NOE OS m REYNOLDS /ifetime ALUMINUM 


HOUT 
GUTTERS AND DOWNSPOUTS 
s (and 


1 have @ A high percentage of your store customers need 
chines. gutter replacements—they know it. 


t glass @ The beauty of Reynolds gutters on display stops them. 


profits @ Rustproof permanence at half the price of other rustproof 
materials sells them. No painting. 


®@ Slip joints—no soldering—means they put 'em up themselves, 
or get a handy man to help. 1 Almastigun 
$122.56 for Half-Round 


@ They're light weight—easy to take home. $138.40 for Ogee 


today Customers walk away with them. ows (Prices vary slightly with location) 
MINUN 

y Call your jobber now, or address 
us direct! 


ctually 
jolding 
ass 0" 


atv’ 


A 


you 
- Thi f kage add tone PRODUC 
RE SHOW his rustproof gutter package adds up to impor- Bu ° 


tant profits—a high unit dollar sale. And it speaks nh WW Nlma lidmaellltel ) 
for and sells itself. It’s the world’s best buy in r Reynolds Metals Company ;' 


Building Products Section 4 
2026 S. Ninth St., Louisville 1, Ky. 


Send me full information on 


rustproof gutters and it’s a hardware store buy. 
i 
( Gutters; CO Flashing; 
I 
I 
I 
Y 


Stock that trial order now, with powerful sales 
aids including color display with cross section 
sample. Also envelope stuffers and folders, 
Reynolds Metals Company, 

Building Products Section, Louisville 1, Kentucky. 
Offices in 32 principal cities. 


REYNOLDS ALUMINUM 
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BIG NAMES in 
HANGERS and TRACK 


) GLE | 





FOR LARGER 
HEAVY DOORS 
(up to 750 Ibs.) 


ee 
ule 


we 





No. 1 Flexible 


No. 2 Adjustable 


No. 111 One-Piece 





FOR MEDIUM 
WEIGHT DOORS 
(up to 450 Ibs.) 





No. 12 Flexible 


No. 14 Adjustable 


No. 222 One-Piece 


ss a FOR LIGHT 
ROLLAWAY’ che 4 


No. 444 One-Piece 








No. 301 Flexible 


With three big names — GLIDE, SHEDWELL and 
ROLLAWAY—Frantz blankets the Door Hanger and 
Track field. Whatever your demands for rolling door 
Hardware on garage or barn, Frantz can supply you. 
Exclusive patented designs in hangers and track make 
these famous “Red Label” brands synonymous with sat- 
isfactory sales across the nation. Remember, too, you'll 
find a complete line of guaranteed builders hardware 
offered by Frantz—for more than 40 years an honored 
name with the trade. Write today for full particulars. 


FRANTZ 


GUARANTEED BUILDERS HARDWARE 


FRANTZ MANUFACTURING CO., STERLING, ILLINOIS 
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SALES ARE 
SOARING... 


because these PROFIT-MAKERS, 


ARE SATISFYING USERS 
IT'S NO WONDER auppiiers snasai 


are finding a ready market for these sma 
clusive-feature items. Only the 
non-splash, aerated shower spade ) 


up to 60%. And tream” (a completely 


Frator for new and old faucets) is 


THE NON-SPLASH p¥Eerated 
BUBBLE-STREAM 
SHOWER HEAD 


with ball joint 
Pilfer-proof A ~ 
No. B-101 
Junior No. B-102 
with ball joint 


All are threaded to fit 
Ya-inch pipe. Solid 
brass. Highly pol- 
ished chromium 

%» plate finish. 


GOODRIE 

U. S. PATENTS 
No. 2510395 
No. 2510396 


KLEEN-STREAM 


AERATOR 
Bubbling action gives you clear, 
sparkling, better tasting water... 
creamier suds with less soap... 
and better, quicker, easier rinsing. 
Works on high or low water pres- 


sure. Only one screen; works well 
without screen. 











KLEEN-STREAM 
AERATOR COMBINATIONS 


All adapters are 
RUBBER ) threaded to fit 
SLEEVE KLEEN -STREAM 
ADAPTER AERATOR body. 


MALE 


ADAPTER 
Aerator body 
with thread 


FEMALE eT) 
ADAPTER 
865-27 fits most 
HOSE CON- externally 
NECTION i threaded current 
ADAPTER modern faucets. 


For New Installations or Old 
” In HOMES « HOTELS « AUTO COURTS « SHOPS 
INSTITUTIONS-CLUBS-COLLEGES «RESORTS-OFFICES 


Sacked by FREE DISPLAYS and SELLING AIDS 
WRIGHTWAY ENGINEERING CO. 


4332 OAKENWALD AVE.+ CHICAGO 15, ILLINOIS 
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Hoover.” 


Hoover made news last spring with the new 
AERO-DYNE Tank Clecner! 








Now see the new tank cleaner sensation... 


AERO-DYNE 

Model 41- 5 4" 
at an exciting 
new /ow price 

: and your old cleaner f 


Here’s how Hoover dealers are going to stir up 
more excitement than ever before this fall! A 
truly sensational new tank cleaner value, Hoover 
AERO-DYNE Model 41 is bound to set sales 
soaring toward new record highs. 

No other tank cleaner can match AERO- 
DYNE Model 41 for performance-plus-value. 
Including cleaning tools, it’s priced at just 
$64.95 and your old cleaner. Hoover's great 
new idea in suction cleaning, ‘‘Controlled Suc. 
tion,” was introduced in the Hoover AERO- 
DYNE Model 51 last spring and took the mar- 
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npletely 
icets) is 
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threaded to fit 

ch pipe, Sob ket by storm. 

ass. Highly pol- . 
ished chromium Now Hoover AERO-DYNE Model 41 is all 







» plate finish, 





set to blow the lid off again! It tcorporates 
“Controlled Suction,’’ Hoover's famous “‘Litter- 
Gitter’’ nozzle, a wonderful new Disposable 
Dirt Bag and other exclusive Hoover features. 

This newest, greatest Hoover cleaning value 
will be introduced in a big two-page spread in 
September 11 LIFE magazine and backed up with 
a strong, Consistent advertising campaign. 


















For 43 years ‘‘Hoover’’ has meant ‘‘leader- 
ship” in the vacuum cleaner business. Hoover AERO-DYNE Model 
41 is destined to uphold this tradition, adding new low-price appeal 
to famous Hoover quality. 

That’s just one of the reasons why “you'll be happier with a 
Hoover.”’ Prices subject to change without notice 


















A new fast-selling 
AERO-DYNE 
puts big new profits 
in the Hoover line! 








Four other Hoover Cleaners, four more reasons ‘‘you'll be happier with Hoover’’ 












Old 

>PS 

-ES T] 

AIDS 

2. Sy -* AERO-DYNE Model 51 THE HOOVER COMPANY 
1S Hoover Cleaner North Canton, Ohio 





Model 62 Model 29 Model 115 
Hoover Cleaner Hoover Cleaner Hoover Cleaner 





Hamilton, Ontario, Canada; Perivale, England 
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WE'RE 
A FIRM OF 
SPECIALISTS! 


Ywww~-e 


TANNA ANNAN 


| 





SOUTHERN 


wood 


SCREWS 


are all we make 


Yes—our entire energies and resources, and the 
facilities of our fine modern plant are devoted wholly 
to the manufacture of a complete line of wood 
screws. 

As a result of this specification, Southern Wood 
Screws are unmatched for easy driving features, 
perfect uniformity and high quality materials. Their 
single-thread construction, conforming to rigid Fed- 
eral Specifications, assures a shank and body of 
maximum strength—breakage is negligible, even in 
the toughest woods. 

When you sell Southern Wood Screws, you offer a 
line that gives complete satisfaction to your cus- 
tomers, and brings you profitable repeat business. For 
the finest product in amy field, always call on the 
specialists! 

Write for our attractive new catalogue. 


FACTORY WAREHOUSES 


4100 Dell Avenue, 325 West Ohio Street, 
North Bergen, N. J. Chicago 10, Illinois 


280 Decatur, S.E., 1388 West King Avenue, 
Atlanta, Georgia Columbus 12, Ohio 


SOUTHERN 


SCREW COMPANY 


STATESVILLE, NORTH CAROLINA 





ee 


tame ogre neers 


PACKAGED 


COUPLIN 


Here’s the new, easy, convenient way to buy 
the famous “X-L” Quality Standard Merchant — 
Pipe Couplings! All sizes from 1%" to 2”, a 
black or galvanized, are packaged—at no Svat 
cost! 14", 4 34", 14" packed 100 to carton; — 
34" packed 50 to carton; 1’ packed 30 to 
carton; 114" and 114" packed 25 to carton; 2” — 
peked 20 to carton. “X-L’’ Packaged Cou- 
plings are easier to warehouse, easily identified : 
as to size and quantity, facilitate shipping and 

stop couplings loss. Order yours today! oie 

diate delivery! COy 


pos ~ S 


WHEELING MACHINE | 
PRODUCTS COMPANY 


ELM GROVE STATION 


WHEELING, WEST VIRGINIA 
Factory Phone: ELM GROVE 3296 





es 
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The World’s Most Popular Engine! 


More truckers use Chevrolets than any other 
make. And one important reason is Valve- 
in-Head engine design. For 38 years Chev- 
rolet has been the largest producer of 
valve-in-head engines— engines world 
famous for power, dependability and out- 
standing economy. 


Lower Cost per Mile! Chevrolet's 
Valve-in-Head Loadmaster engine and 
Chevrolet's greater horsepower at the 
clutch add up to important advantages to 
truckers. They mean greater efficiency— 
they mean bigger payloads at lower cost 


per mile! 


Better Buy .. . Better Resale! tow 


first cost coupled with dependability and 
economy make Chevrolet trucks the buy. 
Chevrolet trucks have led in demand and 
sales for the last eight consecutive truck 
production years ... are far ahead this 
year, according to current registration 
figures. Here is proof of greater owner 
satisfaction . . . satisfaction which has made 
Chevrolet's higher resale value traditional 
across the nation. 
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Chevrolet Trucks 


CUT YOUR COSTS 
ON EVERY HAUL! 


Chevrolet heavy-duty trucks with Loadmaster engine actually 
deliver more horsepower at the clutch ... more net horsepower — 
proved by certified ratings on engines used as standard equip- 
ment in conventional models of the five most popular makes, 
13,000 to 16,000 lbs. G. V.W.* Here, then, is power to move big 
payloads... ina truck with strength to carry big payloads... 
and these add up to outstanding, all-around efficiency. You 
save on gas, oil and upkeep, cutting your costs on every haul! 
See your Chevrolet dealer—get the full story of Chevrolet 
leadership. *Gross Vehicle Weight 


CHEVROLET MOTOR DIVISION, General Motors Corporation 
DETROIT 2, MICHIGAN 


PLUS—Chevrolet Advance-Design Truck Features! 


TWO GREAT VALVE-IN-HEAD ENGINES: the new Loadmaster and 
the improved Thriftmaster—ito give you greater power per gallon, 
lower cost perload @© THE NEW POWER-JET CARBURETOR: smoother, 
quicker acceleration response ®© DIAPHRAGM SPRING CLUTCH for 
easy-action engagement @® SYNCHRO-MESH TRANSMISSIONS for 
fast, smooth shifting © HYPOID REAR AXLES—5 times more durable 
than spiral bevel type © DOUBLE-ARTICULATED BRAKES—for com- 
plete driver control © WIDE-BASE WHEELS for increased tire mileage 
@ ADVANCE-DESIGN STYLING with the "Cab that Breathes” © BALL- 
TYPE STEERING for easier handling @® UNIT-DESIGN BODIES— 


precision built. 















A Bathroom Necessity ..» FOR HOMES « FARMS « OFFICES * AUTO TRAILERS 


DURABLE PLASTIC 


15; BATHROOM 
Inf FIXTURE 


SUMMER COTTAGES « MOTELS ¢ BOATS ¢ CLUB HOUSES * CAMPS 


@ KOM-PACT is made from @ KOM-PACT unit can be 
installed in a bathroom in 


durable polystyrene plastic 
which will give lifetime a jiffy! 
service. 

@ Attractively designed to 
enhance the beauty of your 
bathroom. 


@ KOM-PACT provides max- @ 6x6” square. Individually 
packaged. 12 units in car- 


imum utility using mini- 


mum space. ton 
MANUFACTURED BY 


@ Attractive display stand 
supplied with order for one 
dozen or more fixtures. 





@ Everything is in its place .. . 


Tooth Brushes (5) Drinking Glass 

Safety Razor & Blades Wash Cloths (2) 
Hair Pins & Bobby Pins Hair Combs (2) 
Cake of Soap 





where you want it . . when you want it! 


Blade Disposal Units (2) 








* REG. U.S. PAT. OFF. 


List Price $2.98 


Wholesalers, jobbers, and dealers inquiries invited. 


= 1415 Chestnut Avenue, Hillside, N. J. 





GILBERT SALES CO 


goedtingy, 
SOLDER 


Your solder sales go up when you stock na- 
tionally advertised Federated Gardiner brand 
Acid Core Solder. Listed by Underwriters’ 
Laboratories, Ine. 

Packaged in colorful blue cartons on metal 
spools. Tin-lead analysis prominently dis- 
played on outside of box. Available in all 


commercial sizes and compositions. 


Dili 
AMERICAN SMELTING AND REFINING COMPANY 
WHITING, INDIANA (CHICAGO) 

















STURDY —SUBSTANTIAL — PRACTICAL 


DROP 
ETTER 
L 


L 
PLATES 
There’s a tremendous mar- 

ket for Drop Letter Plates. 

Many home owners and 

business houses prefer 

them to the more conspic- 

uous letter box. 


ALWAYS CLOSED 
TIGHT— 

The outside gravity flap 
prevents snow, sleet, ice 
and dirt from accumulat- 
ing in and thru the opening. 
Driving storms only cause this 
flap to close more tightly. 
A large variety of attractive finishes to choose from. 
Size 3” x 10%”. Opening 1%” x 8”. 20 gauge 
material. Packed 6 sets to a carton—each set wrapped. 


Write Today for Literature 


PATENT NOVELTY CO. 


Dept. HA Fulton, Il. 
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hanger. 

follows: 

#0 for 

#14 for 
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for 12! 


All sizes $. 
ually wrap} 
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UNIVEI 
CUP 
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Well made 
wire. 4 siz 
miniature, 


tasse and 
All sizes $ 


DINNE 
RA 
SPREAD 


DISPLAY: 
LARGE A 
to show o 
each. Soli 
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each; 52 p 
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264 N. V 
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HARDW/ 


TRAILERS 
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} want it! 
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DISPLAY YOUR CHINA FOR BETTER BUY APPEAL 


OUR DEVICES DISPLAY IT BEST. SELL MANY OF THESE GADGETS TO YOUR CUSTOMERS. MOST 
OF OUR LINE IS MADE OF SOLID BRASS. THEY LOOK AS IF THEY WERE MADE OF SOLID GOLD. 


© ©@ 


REGAL DOUBLE 
SPRING PLATE HANGER 
Simple in construction. Meets 
any requirement of a plate 


hanger. Sizes for plates as 
follows: 


#0 for 


for 


for 
for 
for 1214” to 


All sizes $1.50 doz. Individ- 
ually wrapped. 


ALL SOLID BRASS 


MAJESTIC BRASS 
PLATE HANGER 


Where a plate hanger is 
wanted with a lot of 
looks. Sizes for plates as 
follows: 

#321 for 4” to 5” 
#322 for 5” to 7” 
#324 for 7” to 9” 
#325 for 9” to 11” 
#326 for 11” to 1214” 


SOLID BRASS 


Lacquered. All sizes 
$2.00 doz. Individuaily 
wrapped. 


REGAL 


CUP & SAUCER STANDS, 
TWISTED WIRE 


UNIVERSAL 
CUP & 
SAUCER 
STANDS 


Well made, gilded 
wire. 4 sizes: tiny, 
miniature, demi- 
tasse and teacup. 
All sizes $1.20 doz. 


DINNERWARE 
RACKS 
SPREAD OUT TYPE 


Can be adjusted to show 
cup and saucer to best 
advantage. 3 sizes. Tea- 
cup, demi-tasse and mini- 
ature. All sizes $1.50 doz. 


ALL MADE FROM 


SOLID BRASS 


DISPLAYS SET TO MAKE IT LOOK AS 
LARGE AS POSSIBLE. Skeleton Rack. Made 


to show one of each piece of any set. 


$1.25 


each. Solid Brass, $1.75 each. 20 pe rack, $2.00 


each; Solid Brass, $3.00 each; 


32 pe set, $3.00 


each; 52 pe set, $4.50 each. In ordering, please 
specify “spread out” if this is style desired. 


ERNEST TATCHER 


MIAMI, FLORIDA 


264 N. W. 26TH STREET 
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UNIVERSAL SINGLE 
SPRING PLATE HANGER 


Individually wrapped. Gild- 
ed tips. Made where extreme 
competition must be met. A 
better hanger in this price 
range. Made in 2 sizes. 
Small size for plates 5” to 7” 
and large size from 7” to 
11”. $1.00 doz. 


PLASTIC CUP 


& SAUCER STAND 


Mahogany Color 
for Demi-tasse and 
teacup 


$1.80 doz. 


DINNERWARE RACKS 
NESTED TYPE 


PLATE STANDS 


Small $1.00 
doz. 


Medium size $1.50 
doz., Lge. Platter 
$3.00 doz. 


SOLID BRASS 


Size 


7 Plate Collapsible 
Type Enamel Fin- 
ish $12 Doz. 

7 Plate Non-col- 


lapsible Type Solid 
Brass $9 Doz. 


6 Plate Non-col- 
lapsible Type 
Nickel Plated. 


UNIVERSAL 
PLATE STAND 


Gilded, twisted 
wire. Small size 
— $1.20 doz. Me- 
dium size — $1.80 
doz. Large platter 
size — $2.40 doz. 


WALL PLATE 
RACKS 


All Solid Brass 


To hang as many 
plates as desired 
on a wall in series. 
Small for plates 
to 6”. Medium for 
plates to 10”. First 
hanger 35c. Addi- 
tional hangers $2 
doz. Large size for 
plates over 10”. 
First hanger 50c. 


All additional 
hangers $2.40 doz. 
All solid brass. 


$6 Doz. 


NEW LOW PRICES ON 
PRINCESS CERAMICS 


é& 


SAVES 25% to 50% of display 
space. Skeleton rack, $1.00 each; 
20 pe rack, $1.25 each; 32 pe rack, 
$1.75 each; 52 pe rack, 2 pe set, 
$3.25. In ordering, please specify 


Miniature cups and saucers $1.25 ea. 
“nested” if this is style desired. : ? 


#300 Demi-tasse cups & saucers $2 ea. 


#350 Demi-tasse cups and 
saucers $2.50 each 


#400 slipper $2.00 each. 
#500 slipper $2.50 each. 
#800 wall demi-tasse set $2.50. 


TERRITORY OPEN 
FOR SALESMEN 
and JOBBERS 
WRITE 
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Extra Wide Boring Range 
Extra Low Price 


Snell’s NEW BOR-ALL Kit means sales at first 
sight to home owner, hobbyist and craftsman. Kit 
includes five wood boring bits: 1/4”, 5/16”, 3/8”, 
and 7/16” genuine Snell Solid Center Auger Bits, 
PLUS one #100 Snell Simplex precision made 
Expansive Bit with two cutters. Extraordinary range 
in 16ths: 1/4” to 1-1/2”. Every piece shines with 
Snell’s new SUPER-GLEAM FINISH. Packed in dur- 
able plastic covered roll. Available immediately. 


Suggested 
Dealer Cost 


Soqpetet 


Maratea Co. 


WORCESTER, nt te sana 





_ 3—Patented solid brass lock eehne lug and slot 











HERE'S WHY MASONS ~~, 
LIKE IT—BUY IT 


1—Makes the spacing ” brick courses oauti aad 4 

faster. . F 

2—Easy to use when either mortar thickness or ae 
space only is known. 


preserve accuracy. 


4—Solid brass. strike plates gicten wear—staggered 
to provide 100% readability. 


5—Hardened and tempered steel springs. 
6—Sections of straight-grained hard maple. 
7—Heavily coated, baked white enamel. 
8—Gloss red ends—guarantee of quality. 
9—Markings extra-deeply imprinted. 
10—Directions packed with every rule. 





IMPORTANT NOTE: Tie-in with the big, new, nationwide 
LUFKIN advertising campaign—more than 14,000,000 
newspaper and publication ads every month help you 
sell the LUFKIN line. A supply of Brick Masons Rule | 
envelope stuffers No. J-49-100, with your imprint, will 
be supplied on request. 


Sett [UF KIN PRECISION TOOLS 
THE LUFKIN RULE CO. 


New York City +» SAGINAW, MICHIGAN ~- Barrie, Ontario 
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... for Pulpwood and Small Logs 


Sure, it pulls easier and stays sharp longer than any pulpwood 
saw! That’s because it’s made of the same tough Simonds Steel as the 
famous “Crescent Ground” Cross-cut Saws (shown below) . . . tapered 

viting, — the Femous " for full clearance with minimum set... and specially heat-treated for 
SIMONDS ‘Crescent Ground’ ; ' “oa 
CROSS-CUT SAWS added strength, stiffness and edge-holding qualities in any type of 
Tough, edge-holding Steel . . . timber. Made in 30”, 36”, 42” and 48” lengths. 
plus Simonds special method of 
aed wa: hive (onan te | cond Ask your dealer for Simonds No. 460 Pulpwood Blades, easily 
auc te tien aed toe oe identified by the Red End . . . and for Simonds 


ty 
standard lengths an 
variety of tooth styles. : Pulpwood Frames and Tools. 


000,000 gee a - SIMONDS 
help you : SAW AND STEEL CO. 


ons Rule 
rint, will 








RULES eee Branch Offices in Boston, Chicago, 
TOOLS tags fe Los Angeles, San Francisco and Portland, Ore. 
i a Canadian Factory in Montreal, Que. 


, Ontario 
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AT LAST! A FOOD CHOPPER 
DESIGNED FOR MODERN KITCHENS! 


NTERPRISE 
No-Clamy Chopper 


RETAIL PRICE 


6.95 


Just stand the new Enterprise NO-CLAMP 
Chopper on your counter. It’s a demonstra- 
tion in itself that here’s a chopper ready to 
use... on any flat surface . . . anywhere in 
the kitchen. 

The NO-CLAMP Chopper cuts meats 
and vegetables with the ease and perfection 
that has made Enterprise famous. The six 
easy-to-clean parts include 2 cutters. 


OTHER FAMOUS ENTERPRISE PRODUCTS 


Meat-and-Food Choppers for clamping to table 
No. 5 Family size . 
Retail Price $4.50 


No. 10 Large families, farms and 
restaurants Retail Price $6.95 


Meat-and-Food Choppers to be permanently 
fastened to table 


No. 12 Large home and farm size 
Retail Price $6.95 


No. 22 Farm and hotel size 
Retail Price $14.50 


No. 32 Large-capacity for farms, 
hotels, institutions, etc. $18.75 


“3 in 1’ Sausage Stuffer, Large-Fruit Presses 


No. 31 6-quart capacity 
Retail Price $32.50 


No. 35 8-quart capacity 
Retail Price $34.50 


THE ENTERPRISE MFG. CO. or PA. 


3rd and Dauphin Streets 
Philadelphia, Pa. 








CLEAN UP ON SALES AT FAST 
TURNOVER PRICES! 


sertistic's Kitehenatde 
wtth 
acti Finisher 


MAKE REAL FRIENDS because they are convenient space 
savers. Highly functional, coated with sturdy, dependable 
VINYLITE, they will not rust or peel. VINYLITE PLASTIC 
cushions and protects; it is superior to any other coating. 
It outlasts rubber many times over. This finish, which is 
nationally advertised by BAKELITE, does not stain, discolor 
or become soft and sticky in soapy water. ARTISTIC Kitchen- 
aids are priced right for fast volume selling at real profit 


Smart combination 
GLASS DRYER and 
DISH DRAINER 
16% "n13%y x7,” 


TWIN-SINK SIZE RACK 
147211 "a1" 


TWIN SINK SIZE ORAINER 


748-9 
14% "a12% "2d &”" 


LARGE SIZE SINK RACK 
16%, 70123, "a1" 
249-88 
LARGE DISH DRAINER 
16% "913 "24" 


=48-E EGG BASKET 
77077234" 


249° PLATE STORAGE RACK 
117° n6%, "054" 


Contact your nearest distributor for 
cost prices and promotional allowances. 
— or write to our main office direct. 


7 ARTISTIC WIRE PRODUCTS CO., Inc. 
EAST HAMPTON. CONN 
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LAINER 
= 


Grid-0-Matic makes four large waffles or, 


toasts sandwiches, fries, grills, etc. Five 
One set of reversible Grids. APPLARRCES 
- -TWE BEST - FOR THE 


REST OF YOUR LAFE 


@ Available th Futors across the nation % 


Modern, attractive styling 
Brilliant, durable chrome finish 
Complete line of table appliances 


ee? 
Luby d Design, engineering and workmanship backed by 29 
years experience making electrical appliances. 
they Underwriters Listed 


PRICED RIGHT 
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Westinghouse believes in “keeping a good 
thing going.” In three previous consumer 
contests, dealers in all parts of the country 
consistently upped their light bulb sales, 
some as high as 500% . . . and won big 
cash awards for successfully promoting 
the popular consumer contests, 


you CAN BE SURE...1F ITS 


estinghouse 
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g a good 
onsumer 
country 
Ib sales, 
won big 
omoting 


Oh! How These 
Promotions Sell! 


Here’s the ad that'll sell em, and they’ll 
see it in leading magazines and news- 
papers and leading Sunday newspaper 
magazines. Once more people will be 
looking for and insisting on the Wes- 
tinghouse brand. DON’T WAIT. GET 
IN AND TIE IN EARLY FOR EXTRA 
SALES AND EXTRA PROFITS. IF 
YOU’RE NOT NOW CARRYING THE 
WESTINGHOUSE LINE, MAIL THE 
COUPON TODAY. 


READ WHAT DEALERS SAY 


ELMWOOD PLACE, OHIO. 
“Our average movement of light 
bulbs was two or three dozena week. 
Due to our display and your terrific 
promotion our bulb sales increased 
toalmost 75 doz.aweek during your 
contest.”” S.M. 


ey 
LOS ANGELES, CALIF. “Our 
inventories show that our bulb busi- 
ness increased at least 34% during 
recent contest,” J.A.R. 


READ THESE SIMPLE RULES: 


1. Set up contest display material in your store and windows. 
Place bulbs and entry blanks in high-traffic locations, such 
as check-out counter. Use other means to publicize the con- 
test, such as newspaper ads, special exhibits, cards, truck 
advertising, etc. Have your sales people tell customers about 


the contest. Make your displays clever and forceful. 


2. Write a statement on a plain piece of paper in 100 words or 
less on the subject: ““How the Westinghouse Contest Helped 
our Store Sell More Westinghouse Light Bulbs.” Be specific; 
give figures showing sales increase. Describe all the ways you 
promoted contest. Include your name and the name and 
address of store and the name and address of the distributor 

from whom you buy your lamps. 
Mail entry to: Westinghouse 
Dealer Contest, Box 570, New 
York 46, N. Y. Entries must 
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eligible. 


ST. LOUIS, MO. “Imposing con- 
test display attracted hundreds of 
new customers and resulted in an 
increase of 950% in sales of Wes- 
tinghouse Light Bulbs.” A.J.W. 
a 

ATLANTA, GA. “During the re- 
cent Westinghouse consumer con- 
test we sold over $4500.00 worth of 
Westinghouse bulbs, largest volume 
in our 24-year history,” W.J.H. 


be postmarked not later than midnight, Dec. 15, 1950 to be 


3. Submit at least one photograph showing the contest display 
at your store. Be sure to place your name and the name and 
address of your store on the back of all photographs submit- 


ted. All photographs submitted become the property of the 


their employees. 


LAMP DIVISION 


Westinghouse Electric Corporation. 

4. Prizes will be awarded on basis of originality, interest, con- 
creteness, and comprehensiveness. In case of ties, duplicate 
prizes awarded. All entries become the property of the Wes- 
tinghouse Electric Corporation and none can be returned. 
Entries will be judged by a board of impartial contest experts, 
THE REUBEN H. DONNELLEY CORPORATION. De- 
cision of the judges is final. 

§. This contest is open to all Westinghouse lamp dealers and 


WESTINGHOUSE ELECTRIC CORPORATION 


BLOOMFIELD, NEW JERSEY 


I am not now handling Westinghouse light bulbs, but I would like 
to know all about how I can cash in on the new consumer contest. 


NAME 
STREET... 


CITY... 


HA 
RP MEL 
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CONSTRUCTION SETS 








Ws 24 


fa : - | y : 
LIS a St J j ‘ arsor 
- ‘ 
fscthpthady he . PACKAGES FOR Your PROFIT 


POMC BENCH or TABLE / 
swine arm sere / 


auonsar csnee” Now Larson “Make Yout Own’”’ Construction Sets are packaged in 
; two-color eye appealing “GIFT BOXES” with complete contents 

illustrated on box 

<a) EXTRA SALES! 


Let Larson’s Construction Sets help you sell more tools, paints 
lumber, etc. Many year around items. Don’t pass these ready 
made sales. 





Some of the many items that can be built with 


Larson's Make Your Own” Construction Sets 


p77 
‘ \ "08 vase ‘aw 
Folding Jan, 


Picnic Table and Bench Sets Sew Horse Sets & Pov 
2 Styles 2 Styles Chairs and Benches giving m 


Economy 








together 
ability tc 
j tions. Yo 
price. W 





Carpenter's 
Saw Horse Sets Swing Gym Sets 
4 Styles 3 Styles Saw Horse Set 
2 Styles 


. ~‘ 
- 
a 
SS pe Yj 
Work Bench Sets i= ‘ MN y, Y If ff 
3 Styles IS ALU ff 
Table Sets ( Sl 
tiie WN 
Bevel Wood 
Awning Set 
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This fine line of Darra-James Power Tools, 
Accessories and Motors is entirely De- 
signed, Engineered and Manufactured by 
the Toolkraft Corporation to industrial 
standards — the Workshop Hobbyist’s 
guarantee of dependability. The Darra- 

| James line includes over 200 Power Tools, 

OFIT Motors and Accessories. Yes! Darra-James 
is the fastest growing Power Tool line 
in American Hardware Stores and in 
America’s Home Workshops. 

ackaged in 


te contents 


; MODEL 85 
ols, paints Bic “ i TILTING ARBOR SAW 
hese ready : 

' z * Tilting Table 

he . : i Saws 
ith eo Bay = & Tilting Arbor 

Saws 
%* Drill Presses 
% Band Saws 
% Bench Grinders 
%* Lathes 
% Sabre Saws 


% Portable £lectric 
Jarea James Drills 
Power # Tools get more sales for you by » Dise and 


giving more value to your customers. By offering 

a Complete line of ina Workshop Power Tools — bot Suntiore 
Economy priced tools to please the PRICE buyer * Jig Saws 
together with the finest in quality and depend-  & Electric Motors 
ability to meet the most rigid customer expecta- yy Power Tool 
tions. Your customers will Compare the value and Stands and 
price. We invite you to Compare the profits. Accessories 





~\ 


NATIONWIDE WAREHOUSE SYSTEM 


There is a Darra-James warehouse near you. 
Darra-James Tools, Motors and Accessories are 
available for speedy, economical delivery. 


WRITE FOR INFORMATION 
Get all the facts. Darra-James Power 
Tool Distribution is Growing fast — 
Profit by writing NOW! 


JOINTERS 








CORPORATION 
SPRINGFIELD, MASSACHUSETTS. U. S. A. 
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QUIK FLAME SETS 


The same Quik flame wicking that 
has proved popular in continuous 
lengths is now available in crimped 
sets to fit all standard 8” range 
burners. Packaged in sets of 4 
oversize (1” wide) wicks. 


KINDLERITE 


R/M’s standard quality woven 
asbestos kindler. A sturdy long- 
lived wicking with wire core in 
both warp and filling yarn. Pack- 
aged 51% ft., 6 ft., and 100 ft. to 
the box, in widths of %”, 1”, 
1%” and 1%”. 


QUIK FLAME 


The most efficient kindler ever 
developed for range burners. 
Patented open mesh construc- 
tion provides best possible re- 
sults with distillate oils. The 
extra-heavy wire core yarn 
keeps the kindler upright in 
the burner channel. Glass yarn 
at burning edge facilitates the 
removal of carbon deposits. WOVEN GLASS 


Packaged 6 ft. to the box, %” 
and 134” wide. The acme of perfection in stove 


kindlers, assuring long life and 
maximum stove performance. 
The only glass wicking woven 
with a wire core in every strand 
to protect the burning edge. 
Packaged 5% ft., 6 ft. and 
100 ft. to the box in widths of 
%y”, 1”, 1%” and 1%”. 


For wicks with a good margin of profit, ask 


your jobber for R/M...the pick of the wicks. 


TRI-WYR 


This is an extra-sturdy woven 
asbestos wick, containing a 
brass wire core in every strand. 
There are also three heavy 
reinforcing wires in the lower 
half of this wick. Fits all range 
burners. Packaged 51% ft. to 
the box, %” wide. Also 100-ft. 
rolls, boxed or unboxed. 


RAYBESTOS-MANHATTAN, INC. 


ASBESTOS TEXTILE DIVISION e« MANHEIM, PA. 
FACTORIES: Manheim, Pa.; No. Charleston, $.C. 


RAYBESTOS - MANHATTAN, INC., Manufacturers of Asbestos Textiles « Packings 

Mechanical Rubber Products « Abrasive and Diamond Wheels » Rubber Covered 

Equipment «+ Brake Linings « Brake Blocks « Clutch Facings « Fan Belts 
Radiator Hose * Powdered Metal Products « Bowling Balls 
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IMPULSE 


SALES 


PER SQUARE FOOT 





m in stove 


ean DOUBLE SALES AND PROFITS 
lait SGientcin HALF THE INVENTORY 
ery strand 


ing edge. WITH “101 HANDY USES” 
Peep NO OTHER PRODUCT HAS THE VOLUME 
6” AND PROFIT POSSIBILITIES 


“Pol.merik 


101 ASSORTMENT” ANDeanOMES , POPULAR 


“ya 5 SClenee * cena 
SUGGESTED oo “s y 
PACKED IN ONE CARTON anion wt } [roe 


Pints *Boiled 
1 DOZ. Linceed Oil 4% 


Quarts *Boiled 
1 DOZ. Linseed Oil 89° 























TOTAL RETAIL VALUE $16.56 
RETAILER cost *1]52 
RETAILER MARK-UP 43% ON COST 


*Boiled Oil is required for practically all the 
101 Handy Home Uses so only Boiled is in- 
cluded in this Assortment. 


+ 


336,000,000 consumer readers 
. +. your customers .. . will read 
about Pol-mer-ik for better paint- 
ing, best furniture polish, protect- 
ing and polishing wood and metal 
surfaces, finishing and_ refinishing 
> natural woods. No other prod- 
uct has such a wide variety of uses 
about the home, farm or office. 


ARCHER-DANIELS-MIDLAND CO. 
684 Roanoke Building, Mi polis, Mi + 





Please send me additional information and name of closest 
distributor of the profit-building Pol-mer-ik 101 Assortment. 


- ean = aaa 


100% PURE LINSED OO.) OO = 


ARCHER-DANIELS-MIDLAND COMPANY City —_____— —___—Stote- 


S 2, M j 
MINNEAPOLIS 2, MINNESOTA We purchase our oil from:___ 2 encae 
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@ Yes, dealers handling WASHINGTON 
FRUGAL OIL Heaters are finding their profits 
soaring. With low fuel consumption, 

trouble free performance and outstanding 
beauty—WASHINGTON FRUGAL OIL Heaters 
have real BUY-APPEAL. If you're interested 
in boosting sales, phone our nearest 
distributor or write 


GRAY & DUDLEY COMPANY 
Established 1862 


Nashville 3, Tennessee 


GRAY & DUDLEY CO., Dept. HA 
Nashville 3, Tenn. 


Gentlemen: 


Please send me further details regarding new 
line of WASHINGTON FRUGAL OIL HEATERS. 


NAME. 





COMPANY. 





City. 
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Models 38-W and 38-M Walnut or 
Mahogany Porcelain Enamel Finish 
Hot-Blast Oil Circulators. 


Models 37-W and 37-M Walnut or 
Mahogany Porcelain Enamel Finish 
Hot-Blast Oil Circulators. 
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You know 
uct. That’: 
sell have . 
A-P N 
subscriber: 
HOMES 
makes “A 
prospectiv 
accurate | 


heating yé 


pis 





Look at it this way... the A-P 
Oil CONTROL is the heart of any 
heater. It must be good to feed just 
the right amount of oil to the burner for any 
degree of heat you want. It must be completely DEPENDABLE 


for the life of the heater. That’s why most heaters use the A-P DEPENDABLE 





OIL CONTROL. It’s a BIG SELLING ADVANTAGE! USE IT! 


EMPHASIZE % Nationally Advertised DEPENDABILITY 


You know that folks prefer a nationally advertised prod- 
uct. That’s why you’re far ahead when the heaters you 
sell have A-P DEPENDABLE Oil Controls. 

A-P National Advertising, read by over ten million 
subscribers of SATURDAY EVENING POST, BETTER 
HOMES AND GARDENS, and FARM JOURNAL, 
makes “A-P DEPENDABILITY” mean more to your 
prospective customers. Tell them what it means in more 
accurate heating temperatures, fuel economy, reliable 
heating year after year. 


DISPLAY THIS 





AUTOMATIC COMFORT 


CONTROL SET 


Put “A-P DEPENDABILITY” to work for you! 
Ask your manufacturer or distributor for the whole 
story — or check the coupon for new merchandising aids. 


(fp) DEPENDABLE Controls 
ree BCBOETFEe..Oe 


HARDWARE AGE, SEPTEMBER 7, 1950 


AN D 


MAKE 4) DEPENDABILITY A POWERFUL SALES ADVAN- 


TAGE FOR YOU! TIE IN WITH A-P NATIONAL ADVERTISING. 
This Nationally Advertised 
banner is yours without 
charge. Mount it on your 
heaters — to help you sell. 
Use the “Sales Magic” of A-P 


AUTOMATIC COMFORT 
CONTROL 


EVERYONE WANTS AUTOMATIC HEAT. NOW EVEN OWNERS 
OF OIL HEATERS CAN ENJOY IT! 


Here’s a great EXTRA market for you. A-P AUTOMATIC 
COMFORT CONTROLS are easily added to any heater using 
A-P Manual Safety Oil Controls made since 1940! Over seven 
million of these are now in use—probably hundreds in your town! 

So, tell your heater customers how easily they can have mod- 
ern Thermostatic-Dial-Controlled heat for greater comfort, stead- 
ier home temperatures, substantial fuel savings. It’s “Sales Magic” 
on every new heater sale and extra sales and profits for you on 
present heater owners. 


Depennasie Coutz0ls 


AUTOMATIC PRODUCS COMPANY 


2442 North Thirty-Second Street 
Milwaukee 45, Wisconsin 





Display Banner, Postcard Mailers, Folders, Ad Mats and 


— for easier oil heater sales. 


I 

I 

I 

a 

Please send me complete A-P Merchandising Kit including J 
I 

l 

! 


I 

t 

I 

i 

i 

, nde Se 
i other material, to help tie in on A-P National Advertising 
I 

I 

i 

! 

! 

4 


emer seem 


GAS HEATING 
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NYLON 
BRUSHES 












%, 
© 
2 


HARDWARE AGE, SEPTEMBER 7, 1950 


F POINTERS FOR HOME PAINTERS 


ae 


ii ait 


j ith 
How to get smoothest jobs ever W 
wonderful new NYLON paint brushes! 


Dip only half the length of 
the bristles m9 pet On 
overhead work dip te only 
ene inch. Tap off the excem 
pert. Don't scrape of on 
etige of can 

shen Poded a fell feed 
oat ant they are aleat 
for nearly all finishes 


Line correct brush for cach 
job. Poking loree er cindwes pevter 
cerners cones “fingering 

You can get @ wt of nylon 
brushes for etety & # “from 
fach- ap werk te wee. ane 
reat paimicne Thev re made 
hy doading sa tufacturers 


next time you paint, ty a 
com guietion. ee ene: 

‘ port bean You will sever 
pgs age tind. They're sold 
paid, hordwore and variety stores 
everywhere in of types ond Hires 


ery 


Detter Lina 
oy eS Se eae 


ats us par orf 


ty, 


‘Te get the best resulta, use 
2 tong. steady. even stroke. 
painting toward the surface 
alrewdly canted, 


Daratie nylen bristles dont 
break off and mar your work. 
oat ba nt remark 
labcratory Aas found thet #y- 
ion brushes point anouther . 


iClean therewgiriy wungernd 
beush on wire i bar peteline 
dx lineerst off for stiotage 
treed earns yee tye Hestine 
brsties on bettan of oan 
chefew ems 1 hers 


Nivion brashes clean quiets 
and eases Work of past on 
newspaper clean with thinster , 
renee with, soap snd eoeaier. 
Thea com the briaties and 
wrap the brush jar mtorage. 


BETTER THINGS FOR BETTER LIVING 


+++ THROUGH CHEMISTRY 
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The biggest promotion in paint brush 
history continues this fall! 


Big fall advertising program that will increase 
demands for nylon paint brushes. 


Hard-hitting nylon paint brush ads in seven 
popular magazines. 


Powerful nylon paint brush commercialson Du Pont’s 
famous Cavalcade of America radio program (152 
coast-to-coast NBC stations . . . Tuesday evenings). 


A big publicity campaign in newspapers and maga- 
zines, on radio and television broadcasts. 


Vik 


WOME Betlerlo 


-«« AND HERE’S HOW you can cash 
in on these ready-made profits 


Get your free display-material kits from your brush 
supplier. Each kit contains 2 bright window streamers, 
an eye-catching counter card, 2 “Advertised in LIFE” 
window stickers, an informative booklet ‘How to 
Choose and Use a Nylon Paint Brush” (quantities 
available on request), factual tested publicity releases 
for your local newspapers and radio stations and a 
postpaid return-address card for ordering additional 
numbers of items described above. 


Use the display pieces in your windows, aisles and 
counters. Let it TELL . . . and SELL your customers. 


a 


Sean 
‘ a. 


‘ 


STOCK! DISPLAY! SELL! 
NYLON PAINT BRUSHES 


DON'T DELAY...ORDER YOUR NYLON PAINT BRUSHES NOW! 
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KWIKSET LOCKS, INC. 


ANAHEIM, CALIFORNIA  AOCKSETS 


Every Kwikset box carries the statement 
“Unconditionally Guaranteed Against 
Defects in Materials and Workman- 
ship? What does this unconditional 
guarantee mean to you? 





FIRST, 11 GUARANTEES QUALITY 


No manufacturer can afford to make an uncon- 
ditional guarantee unless highest quality 
materials are used in his products. Kwikset 
adheres strictly to this policy of using only the 
highest quality materials scientifically selected 
for the particular service to which they are put. 





SECOND, wt 


The finest of materials are useless unless they are 
processed into the final product with care and 
precision. Kwikset’s simple design and advanced 
facilities make possible cost-saving precision 
manufacture. Tolerances are held to .001-inch... 
equivalent to % the thickness of a human hair! 
Kwikset’s gleaming finishes are permanently 
protected by a specially compounded plastic. 


GUARANTEES FINE MANSHIP 







THIRD, it Guarantees cu 
Every one of the millions of Kwikset locks now 
in use is its own best testimonial. When you 
specify Kwikset, you are backed by Kwikset’s 
unconditional guarantee. Kwikset challenges 
comparison on beauty, quality, ease of instal- 
lation and low price...no other lock combines 
all of these desirable qualitics 5. well! 











Look to Kwikset to be First and Foremost 


with Top Quality Residential Hardware 








Rental equipment is displayed upon an extension to an 
island on which floor finishing supplies are featured. 


Daum HARDWARE, 629 Ottawa 
St., Muskegon, Mich., has profited for more 
than 50 years by renting equipment of vari- 


ous types to customers. The firm has found 
these rental operations to be profitable as a 
means of building traffic and creating sales of 
related merchandise. 

The major rental equipment at the store 
today includes: Three electric belt sanders, 
costing around $300 each; three small disc 
sanders, costing $25 each; one edger, costing 
$100; one complete rug scrubbing outfit which 
cost $325; a floor scrubber, costing $75; three 
waxers, costing $30 each; a paint sprayer, 
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Here's how Damm Hardware handles 
it's extensive and profitable 

rental program to build traffic 

and encourage sales 

of related merchandise 


costing $50; portable electric saw, costing $59; 
lawn rollers and small lawn fertilizer spread- 
ers. Even baseball uniforms can be rented at 
Damm Hardware if a team manager wishes 
to rent them. 

Rental prices, worked out over a period of 
years, run as follows: 

Floor sanders and shampoo machines and 
vacuumer, 65¢ per hour, $2.50 per half day 
or evening, $4 per 8 hours, and $5 per 24 hours 
or weekend. 

Edger sanders and disc sanders, 40¢ per 
hour, $1.25 per half day or evening, $2 per 8 
hours, and $2.50 per 24 hours or weekend. 

Power saw, $2 per half day or evening, $3 

















Average Rental Fees and Value 
Of Related Supplies Purchased 
(Experience of Damm Hardware) 


July, '49—Rental fee per customer 
Material purchased per customer 


Aug., '49—Rental fee per customer 
Material purchased per customer... ... 


Sept., '49—Rental fee per customer. . ss 
Material purchased per customer 


Oct., '49—Rental fee per person 
Material purchased per customer... ... 


'49—Rental fee per customer.......... 
Material purchased per customer... 


'49—Rental fee per customer............ 
Material purchased per customer... 


'50—Rental fee per customer 
Material purchased per customer. .. . 


.. '50—Rental fee per customer. Ba ei 
Material purchased per customer... . 


'50—Rental fee per customer... ... 
Material purchased per customer. . 


'50—Rental fee per customer............ 
Material purchased per customer... . 











per 8 hours, $3.50 per 24 hours, 24 hours or weekend and a 

and $13.50 per week. charge of 50¢ extra per day if an 
Upholstery cleaner, $2 per extra brush is used. 

half day, $3 per 8 hours, and Paint sprayer is rented by the 

$3.50 per 24 hours or weekend. day only at $1 per 8 hours. 
Floor scrubber, 75¢ per half Lawn rollers rent for $1 per 

day, $1.50 per 8 hours, $2 per day, and spreaders, while usual- 


ly loaned free with fertilizer 
purchases, rent for $1 per day 
on outright rentals. 

Sanding paper sells from 10¢ 
a small disc to 45¢ a sheet. Steel 
wool pads at 55¢ each. 

For the past two years Damm 
Hardware has been using rental 
account books furnished by the 
manufacturer of the sanders 
which they use. These books list 
the rental item and price as well 
as the material sold at the time 
the rental contract is made. The 
record, taken from these rental 
books for the past 10 months 
shows the average rental receipt 
per customer and the average 
purchase of materials other than 
paint or allied merchandise. 

The rental record books have 
a signature line above which ap- 
pears the statement: “I hereby 
acknowledge receipt of the above 
equipment and materials, and 
covenant to use the said property 
in a careful and prudent manner 
and shall not loan, sublet, mort- 
gage, or in any other manner 
dispose of same to any person 
without written consent of own- 
A 

In the past two years, with a 
strong volume of rental busi- 
ness, the store has lost no prop- 
erty and only once had to go out 
after a piece of rental equip- 
ment. 

When the rental article is 
called for it is delivered to the 
car of the renter by a sales clerk 
who writes down the car license 
on the rental ticket when the 
equipment is loaded into the car. 

According to Manager Rolland 
Damm, this is an added precau- 
tion. Another is checking the 
address and phone number, if 


Window displays at Damm Hardware are always of the pre-season type, often tying in with rental activities. Garden 
and lawn window at right has a small card explaining free fertilizer offer with sale of 50 Ibs or more of fertilizer. 
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View of the main sales floor of Damm Hardware, Muskegon, Mich., the rental department 
of which is in the extreme rear to the right and adjacent to the paint department. 


in the city directory and phone 
book at the time the contract 
is written. 

The only service cost on rental 
equipment has been replacement 
of small parts, belts, and the 
cleaning of equipment after its 
return. 

The lawn rollers, which rent 
for $1 per day, weigh around 60 
Ibs., and are the type which must 
be filled with water to give the 
required weight. Most rental 
units are displayed on the main 
sales floor near the paint depart- 
ment. Rollers and spreaders are 
stored near the warehouse load- 
ing dock and loaded into cus- 
tomer’s cars from the rear. 

The store has an annual seed 
and fertilizer volume of between 
$15,000 and $20,000. Any cus- 
tomer who buys from 50 lbs. to 
one ton of fertilizer is loaned a 
spreader free of charge for one 
to four days, depending on the 
amount purchased. 

Customers register at a desk 
at the fertilizer department for 
rentals and at the same time 
sign a book, giving their name, 
address and phone number. 
From this list a free lawn bulle- 
tin is mailed out twice a year. 

A card file is made from this 
list twice each year—April 1 and 


Aug. 1—for lawn and garden 
catalog mailings to 2900 people. 

The only other rental adver- 
tising used by the store is a 


0 
Go & 


A. R. Damm, founder 

of Damm Hardware, 

explains how rental 

books are kept and 

rental tickets filled 
out. 


Go @ 
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daily notice in the classified sec- 
tion of a newspaper, the ad ap- 
pearing under the “Rental Ser- 
vice” section. 














The Whitely store in Mar Vista, Cal. 


“Plus” Departments Help Boost 


Phonograph records 
Utility bill collection 
Money order sales 


Water softener rentals ... 


are used by this California dealer 
as traffic building departments 


Seven years ago Mr. 
and Mrs. Ernest Whitely grossed 
but $20,000 in their 18 by 25 ft. 
hardware store in Mar Vista, 
Calif. Four years ago their 
steadily increasing volume neces- 
sitated construction of the visual 
front structure shown in these 
pages. The present store—which 
grossed $85,000 in 1949 has a 
50 ft. visual front, and a depth 
of 85 ft. 

The Whitely’s get their big- 
ger volume from plus business, 
departments not always found in 
other hardware stores, ideas 
which build traffic, volume and 
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profit for all sections of the at- 
tractive display room. The “plus” 
departments include a_phono- 
graph record section; utility bill 
collection desk; sale of money or- 
ders and water equipment rental 
service. 


Attracts Younger People 


In conjunction with the store’s 
appliance department a phono- 
graph record section has been 
operated for three years, to at- 
tract younger people. 

“We've noticed,” Mrs. Whitely 
says, “that after a couple of 
years some of these young folks 
that first were attracted to the 


store by our record department 
get married. Then they come in 
for paint, housewares, kitchen 
tools, and even television sets!” 
The Whitelys devote about 10 ft. 
of wall space to the record cabi- 
net. 

That’s just one “plus” depart- 
ment. Records bring $300 in re- 
tail sales each month, at a 40 pct 
margin. Since there’s a 25 pct 
return privilege, the depart- 
ment does not become overstock- 
ed on slow items. 

“Plus” traffic also results from 
the store’s acting as a collection 
agency for all utility bills. 
Whitely’s also issues money or- 
ders. This again brings many 
persons into the store. 

“Once these people come into 
our store,” Mr. Whitely explains, 
“it’s up to our salesmanship, and 
displays to sell them. A person 
coming here to pay a gas bill may 
need a rubber hose, a lawnmower, 
tools, or any of a hundred items.” 

The store has at least one more 
“plus” business and income pro- 
ducer. It rents water softeners. 
Whitely’s has built up an excel- 
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Mrs. Whitely collects a utility 
bill, another traffic building 
idea used in this store. 


oa 


lent income from this source dur- 
ing the past five years. Rent- 
ing water softeners pays in two 
ways: 

First, Mr. Whitely has at least 
65 outfits rented at all times. 
Rental is $2 per month on each 
one. That brings an income of 
$130 per month. 

Persons who rent the softeners 
have an option to buy the soft- 
eners within a certain period and 
apply their rental toward it. So 


Gross From 


o 


This phonograph 
record section is 
operated in con- 
junction with the 
firm's radio and 
television selling and 
is a big aid in 
building business for 
the future. 


Oo oO 
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Ernest Whitely, shown here, sells tons of salt each week 
to customers who have purchased or rent water softeners. 


the store also sells many water 
softeners. 


Secondly, the store also seils 
large quantities of salt to users 





of water softeners. The store 
moves a total of 10 tons of salt 
every two weeks! Since the salt 
is bought in 714-ton lots, it can 
be sold at competitive prices and 
still earn a good margin of profit. 

Mr. Whitely promotes the 
water softener department by 
means of local newspaper adver- 
tising and with on-the-spot dis- 
plays. Most of the time he has 
one water softener in the win- 
dow. 

Here again, the store has a 
profit producing department that 
*also attracts trade for other 
hardware items. Customers come 
to the store for salt every week 
or two. Thus the staff has an 
opportunity to make other sales 
to these customers. 

The Whitelys give merchan- 
dise stamps (green stamps) and 
are getting good reaction from 
their customers. 

These are just some of the fac- 
tors that build Whitely Mar 
Vista Hardware from $20,000 
gross income seven years ago to 
$85,000 last year. 


Doubles Pet Supplies Sales 


NDER its former system of 

displaying pet supplies in 
various parts of its retail divi- 
sion, Geo. Krause Hardware Co., 
Lebanon, Pa., wholesale and re- 
tail concern, sold about $1,000 
worth of these lines annually. 
When all pet supplies were con- 
centrated in one section of the 
retail sporting goods department 
sales were doubled. 


The decision to give greater at- 
tention to pet supplies came as 
the result of volume attracted by 
a window display featuring these 
lines. Built around two dog 
houses this display, as shown on 
this page, featured insect pow- 
ders, medicants, cleaners, sham- 
poos, soaps, harness, chain, rub- 
ber toys, dog food, and numer- 
ous other pet items. 


Since consolidation of pet sup- 
plies in the sporting goods sec- 
tion impulse sales have shown a 
good increase and the improved 
turnover has necessitated the 
buying of a larger stock of these 
items. Previously customers had 
to visit several sections of the 
store to complete their purchases 
when a variety of pet items were 
desired. 


This display of pet supplies sold the firm on the idea of consolidating all of these items in 
a single section. The vegetable plant display outside the store was another attention-getter. 
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MILLS BROS 


UMBER » + HARDWARE 





This Mills display at last year's Fall Festival brought numerous leads to the firm. 


Recorded Sales Talk Helps 
Sell Appliances 


A numer of mod- 
ern sales promotion ideas keep 
appliance and other sales mov- 
ing to higher monthly levels at 
Mills Bros. Lumber & Hard- 
ware, Chillicothe, Mo. 

Forest Adams, manager of 
the appliance division, and his 
staff recently made a phono- 
graph record on refrigerators in 
its record department, played it 
into the loud speaker at the 
front of the store and got the 
attention of passing traffic. The 
record featured some catchy 
music, with the commercials 
breaking in every now and then. 
Mr. Adams is planning to use 
records of this type for other 
appliances. 

Another very interesting pro- 
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Mills Bros. Lumber & Hardware sells records 
and uses records to sell major appliances 


The show window at the company's lumber yard, directly across the street from the 
hardware and appliance division, is devoted exclusively to modern kitchen equipment. 
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motion used last year was at 
the annual Chillicothe Fall Fes- 
tival. This is a four-day affair 
which attracts thousands of 
local and farm visitors. Mr. 
Adams states that his firm made 
a number of refrigerator sales 
as the result of this show and 
also got some excellent prospect 
lists. Besides appliances and 
model kitchens, the firm showed 
water pumps and other items to 
those who attended the Fall 
Festival. 


Aids Prospect List 


“We find that a fall festival, 
home show, county fair or 
similar affair is usually an ex- 
cellent place to exhibit and to 
get a fine prospect list,” says Mr. 
Adams. “While the number of 
direct sales may be small at such 
events, one can get an active 
prospect list. With this long 
range view in mind, an exhibit 
at a well patronized event is im- 
portant to us.” 

Mills Bros. Lumber & Hard- 
ware has been doing active, out- 
side selling for some time now, 
with good results. No longer 
does the customer come in and 
buy on his own accord, as dur- 
ing the first two years after the 
war, in the majority of in- 
stances, states Mr. Adams. The 
customer has the money to buy 
appliances and can be sold if 
someone calls on him and handles 
the deal properly. This calls 
for real salesmanship on the part 
of the staff. 


Mr. Adams and staff on calls 
to homeowners try to arouse in 
the prospect’s mind the picture 
of what better appliances can do 
to make more comfortable and 
efficient home living, at a rea- 
sonable cost. 


Phonograph Department 


The store’s phonograph rec- 
ord division is located in the ap- 
pliance department, and helps 
to build plenty of store traffic 
there. 

The firm’s staff is willing to 
spend a lot of time with cus- 
tomers, figuring out model 
kitchen and various other types 
of appliance arrangements for 
them. 

The store’s service division 
handles repairs on all appliances 
sold by the firm. In addition, 
the service crew also handles 
water pump service throughout 
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a wide area, bringing the firm 
into contact with numerous sub- 
urban dwellers and farm home 
owners. 

Directly across the _ street 
from the hardware and appli- 
ance store, Mills Bros. Lumber 
& Hardware has a lumber yard. 
This building has a large, well 
lighted display window space, 
which is devoted to showing a 
complete model kitchen. Bril- 
liantly lighted at night, this win- 


dow display is seen by many 
movie-goers. 


Demonstrations Important 


Demonstrations, especially of 
ranges, freezers and automatic 
washers, play an important part 
in the Mills merchandising pro- 
gram. The firm plans to push 
this method of merchandising 
more intensively and also will 
have several lectures on cooking 
by home economists. 





Merchants Co-operate in Result-Getting 
Trade-at-Home Campaign 


OR more than a year, mer- 

chants of Nevada, Iowa, a 
town of 4000 population, have 
been running a trade-at-home ad- 
vertisement which draws a wide 
response. 

In these ads, which appear in 
the Nevada Evening Journal, 
the advantages of trading at 
home are detailed. People are 
asked to investigate their home 
town stores before going else- 
where to buy. The theme is that 


local merchants have a large 
variety of merchandise at rea- 
sonable prices—more merchan- 
dise than local people sometimes 
realize. It’s a theme that is well 
worth emphasizing. 

The copy in the ad often deals 
with some local or national event, 
tied-in with a selling opportun- 
ity. Reedholm Hdwe., in Nevada, 
has consistently been one of the 
campaign’s sponsors at a cost of 
about $1 a page. 





Towns Like People 


Some persons we know just seem to radiate with warm. likeable per- 
sonality You and | are drawn to folks like that immediately No one really 
likes cold. indifferent attitudes. Nevada too. has a personality and it 
didn't just happen! No. Nevads is concerned with its personality and de- 
liberately works at making friends. improving services, creating a warm- 
er, friendlier attitude It's easy. too, becaube, Nevada folks are fundamen- 
tally that way and they like you. Many of them have lived in your com 
munity, next door. They are interested in what you do, how your children 
are, who has a new baby. who is getting married and who they can help in 
time of need. 


Nevada wants to help you whenever possible to find goods and ser 
vices, to enjoy recreation, to furnish ostablishments and facilities to serve 
your needs Your coming to town means a lot and here we believe you 
find a town with « pleasant personality . no high pressure and many ser- 
vices extended to you by persons who know their lines and can give you 
the help and information you expect. 


Besides that Nevada's stores are closer together selections are 
just as varied and stocks as complete as in larger shopping centers. Park- 
ing is more accessible and there's quick-meter parking in front of busy 
stores FREE PARKING a few steps away The shopping area is com- 
pact and convenient Many new stores have come into Nevada this year 
and new services are added constantly. COME TO NEVADA AND SEE 
FOR YOURSELF. 


PRICES ARE LOWER 


IN NEVADA 





SHOPPING IS EASIER - FOLKS ARE FRIENDLIER 


Have Personalities 























A typical ad of the Trade-at-Home series. 
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25% of Their Gross Volume Comes 
From General Repair Department 


Louisiana hardware store's one-man department 


is a decidedly profitable operation and leads 


to sales of plenty of new merchandise 


“WW 
E repair any- 


thing in the home,” is the slogan 
of Centenary Hardware Co., 115 
King’s Highway, Shreveport, La. 
Far from an idle boast, this 
policy helps account for roughly 
25 pet of the firm’s gross vol- 
ume, according to W. A. Nohse, 
manager of the store, who says 
“IT do not know of any traffic 
builder that is any better than 
an outstanding repair service.” 
Opened four years ago, the 
3tore’s present volume is today at 
a rate double that of its. first 
year and is continuing its up- 
ward growth in steady fashion 


A Popular Move 


When the store was opened a 
repair booth was set up in the 
rear of the store as a traffic 
builder .and it proved so popular 
that an extensive repair depart- 
ment was also opened in the 
basement, both units continuing 
in operation. Joe Campisi, a 
highly-skilled mechanic and a 
good salesman, is in charge of 
this department -and_ repairs 
lawn mowers, clocks, toys, wheel 
goods, electric housewares and 
major appliances. 

The repair bar—on the main 
floor—is an attractive section of 
the store which interests cus- 
tomers who like to watch Mr. 
Campisi at work. He is always 
neatly attired and keeps his 
bench and repair equipment in 
good order, all of which im- 
presses customers. In fact the 
repair bar is also a display unit. 
Although much of his repair 
work is handled in the store, re- 


Joe Campisi repairs a customer's radio set at his basement repair bench. 


pair on major appliances, furni- 
ture and other equipment in- 
volving a cartage problem are 
done in the patron’s home. 


Customers Like to Watch 


The work bench at the repair 
bar is equipped for many in- 
teresting operations which cus- 
tomers can watch. Recently a 
woman wanted to buy a certain 
type of screw she had been un- 
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able to find at larger stores in 
the city. As Centenary Hard- 
ware did not have the item re- 
quested Joe Campisi turned it 
out for her, for a charge of but 
four cents. Thus a new cus- 
tomer was attracted to the store, 
for her quest for the fastener 
marked her initial visit to the 
store. 

While in the home, incident to 
a repair call, he always exerts 
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his sales ability, without using 
high-pressure methods. While 
repairing a washing machine or 
a heavy piece of furniture, he 
tells the customer about the 
store’s aluminum and stainless 
steel kitchen utensils. He re- 
members special gift seasons— 
Father’s Day, Mother’s Day, 
Christmas, Easter, graduation. 
His suggestions often bring the 
customer to the store for mul- 
tiple purchases. 

Extensive repair equipment 
was not needed to set up the re- 
pair booth in the store, nor the 
more elaborate repair depart- 
ment in the basement. Some 
good hand tools, electric drills 
and saws, a metal turning lathe, 
bench saw, and pipe thread cut- 
ter are the main pieces of equip- 
ment. 

One operation customers like 
to watch at the repair bar is the 
drilling of holes in metal. Some- 
times the customer brings in a 
metal piece to have a hole drilled. 
Toy repairs have their rush sea- 
son before Christmas, but they 
produce some repair volume all 
year. No repair service is offered 
on cheap mechanical toys, be- 
cause the amount of work in- 
volved is not justified. The ser- 
vice offered on good toys is in 
demand. Enough can be charged 
for that type of service to yield 
a thoroughly satisfactory profit. 


Profitable Department 


Established as a good will 
builder and to attract attention 
to the store, the repair service 
now is profitable because of the 
volume it produces in keeping 
the equipment and the mechanic 
in charge busy. 

The offer of repairs and ser- 
vice on everything sold is an at- 
traction. The slogan, “We re- 
pair anything in the home,” used 
in the store’s advertising, has 
helped to win customers in all 
parts of the city for the neigh- 
borhood store located in a subur- 
ban section. 

“It is most unusual,” says Mr. 
Campisi, “for a hardware store 
to be able to send a mechanic to 
the home to repair furniture, ap- 
pliances, lamps, and a variety of 
other things. Some of our cus- 
tomers save repairs for us, and 
then give us a call that results 
in several hours spent in the 
home.” 


Although the department 
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yields satisfactory profits on ser- 
vice, the owners value it chiefly 
for its power to attract custom- 
ers into the store and win their 
good will. This service has also 
helped to build for the store a 
list of choice charge accounts— 
people with incomes larger than 
average. 


Wins Confidence 


This repair service wins the 
confidence of customers, who like 
to fee] assured that if they buy 
fine wheeled goods, electrical ap- 
pliances, sporting goods, or other 


expensive items, the purchases 
can be kept in repair by the store 
that sells them. 

Mr. Nohse always keeps his 
repair service customers in mind 
when he does his buying. He 
likes to buy unusual items that 
do not have a wide demand, but 
will sell when the customer’s at- 
tention is called to them. An 
example was a small stock of old- 
fashioned lamb cake moulds put 
in before Easter. These were 
displayed near the repair bar, 
the spot often chosen to show 
unusual merchandise. 





Milker Repair Service Is Sales Lead 


MILKER repair service de- 

partment in the basement 
of the Waterloo Hardware Co., 
Waterloo, Iowa, helps sell items 
such as new milkers, barn and 
poultry equipment, plug-in hot 
water heaters for milk houses 
and similar farm merchandise 


Keeps His Customers 


In charge of the milker sales 
and service department is Gus 
Julien. He has been with the 
firm for 30 years and has han- 
dled the service on several hun- 
dred milkers. So well known is 
he that repair jobs continue to 
come into the store even from 
farmers who have moved to 
near-by states. 

Though Mr. Julien makes 
occasional trips to farms to sell 
milkers and barn equipment, 
contacts are most frequently 


made in the store when farmers 
bring their milkers in for ser- 
vice. He then seeks to capitalize 
on this traffic with a near im- 
pulse display of items for farm- 
ers to buy. 

Generally the farmers remain 
for 15 to 20 minutes visiting with 
him, talking about their milking 
machines and discussing farm 
affairs. This is the opportunity 
for Mr. Julien to start selling. 
Should a customer tell about a 
neighbor’s needs, a note is made 
of this and a call on the prospect 
planned. 


Know Their Needs 


“Half of the sales battle is 
learning what the farmer and 
his neighbor need in the way of 
equipment,” states Mr. Julien. 
“Once that is discovered, specfic 
selling can start.” 


Gus Julien, milker sales and service expert, starts a repair job. 
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The luncheonette at the Westport Hardware Co. is neat, inviting and conveniently 
located. The door at the left gives access to a sun deck overlooking a river. 


Luncheonette Used to Build 
Traffic and Good Will 


A LUNCHEONETTE 
recently added to the depart- 
ments of the Westport Hardware 
Co., Westport, Conn., has proved 
to be an excellent traffic puller 
and good will builder. 

Located toward the rear of the 
store’s first floor, the lunch- 
eonette, called ‘“The Galley,” is 
reached by one of the main aisles 
and is close to housewares. Its 
location in the back pulls traffic 
through the store, without caus- 
ing congestion. 

“The Galley” serves plates, 
such as ham and eggs, every 
morning at 7:30 to the group of 
New York City commuters who 
rush to catch the early morning 

(Continued on page 121) 





A complete description of this unusual 
store, which also features an art gallery 
for local artists, was published in Hard- 
ware Age, March 10, 1949, on page 168. 





Connecticut firm finds that it saves time for 
the store staff, eases tempers of its waiting 
customers and attracts prospective patrons 


cats ges ttakl! 
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Here's the sun deck with its canopy and arrangement suggesting a ship. 
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Before and After 


Modernization 


At O'Hara's 


The Hardware Age camera shows how a well-planned modernization 
program can add sales appeal to a store. Here is how O'Hara's 
of Ottumwa, lowa, capitalized on modern merchandising technique 


BEFORE—Prior to modernization, 
the O'Hara Hardware & Appli- 
ance Co., Ottumwa, lowa, oper- 
ated from a 22 by 30-ft store 
room in which displays presented 
a jumbled picture of the store's 
lines, as this photo shows. Little 
opportunity for impulse buying or 
self-service existed here and the 
stairway (at rear) to the base- 
ment salesroom was easy to 
pass by. 


* 


AFTER—This is the same O'Hara Hard- 
ware & Appliance Co. but after its 
modernization. The 22 by 30-ft store 
room has becn turned into an appealing 
housewares and gift department. Three 
steps, where the rear wall of the old 
store was, now lead to the departments 
and the stairway in the left foreground 
leads to the appliance department in 
the basement. 
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AFTER—From the front one sees the 
hardware section. The entire first floor 
area is now 22 by 110 ft. Walls in the 
up-front housewares section are grey; 
yellow in the mezzanine hardware de- 
partment; deep rose for steel goods. 
Fixture trim is of pine. 


BEFORE—The basement suffered from 


the same display inadequacies but the 
results of modernization may be seen 
in the other pictures. It took two at- 
tempts. First modernization in June, ‘49 
was ruined by fire; second program was 
completed last January. 


AFTER—The basement appliance 
room proves Proprietor Martin 
O'Hara's right to incorporate the 
word “appliance” in the name 
of the store. It's a 30 by 50 ft 
selling area and its center of at- 
traction is this model kitchen 
arrangement. Color note to point 
up the white is maroon. Floor 
covering is in a tan marbleized 
pattern. Sporting goods used to 
share the basement with appli- 
ances but have been moved 
up-stairs. 
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Showmanship and Service 


And this combination is responsible for the annual sale 

of approximately 500 electric, gas and oil major appliances. 
Participation in local fairs, shows and exhibits gives Klumpp's 
an inside track in the race for increased profits 


aw FATHER and son 
team—J. P. (Joe) Klumpp and 
J. P. (Jack) Klumpp, Jr.—op- 
erating Klumpp’s Hardware, 614 
Court St., Beatrice, Neb., (a 
city of under 11,000) combines 
showmanship and service to sell 
nearly 500 electric, oil and gas 
major appliances for farm and 
home. Store display and demon- 
stration and participation in lo- 
cal fairs and shows by “The Big- 
gest Little Hardware Store in 
Southeastern Nebraska — With 
Over 20,000 Items,” as radio 


my 
4 


programs state, help Joe and 
Jack Klumpp go to town with 
major appliances of all types. 

The store offers refrigerators, 
washers, driers, water heaters, 
gas, electric and bottled gas 
ranges, oil heaters, milk coolers, 
farm and home freezers and 
numerous other kinds of major 
equipment. 


Automatic Hookups 


Located at the rear of the 
store, the large appliance de- 
partment offers the home owner 
a fine selection of quality equip- 








ment. Klumpp’s has an auto- 
matic washer and drier hookup, 
where women can bring in their 
weekly washing and see how the 
new models work. The pipes for 
the installation have purposely 
been exposed to view so that 
husband and wife can see how 
easily the connections can be 
made. It is pointed out to 
prospects that such installations 
can quickly be connected to aver- 
age water faucets in the home. 
This is just an additional, minor 
sales point which helps to swing 
many a sale, especially if the 





Klumpp's display space at the annual Beatrice Appliance Show. 
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Sell Appliances 


4 ’ Structural glass and 
husband and wife are impressed metal form a front 


by the entire installation. while open back 
windows aid in mak- 
2 ing the entire in- 
The Service Shop terior visible to the 
“by. 
For many years the Klumpp seeseiatal 


organization has maintained 


n auto- a large service shop where re- 
hookup, frigerators, washing machines 
in their and other appliances can be re- 
how the paired. Two men are kept busy 
ipes for in this shop handling such work, 
irposely including delivery. A third man 
so that makes bottle gas deliveries, 
ee how and services and sells bottled 
can be gas appliances. Through such 
out to varied activities, the Klumpp 
Jlations store is weekly contacting nu- 
to aver- merous home owners. With ser- 
> home. vice men alert to new sales op- 
, minor portunities in the appliance 
) swing field, many an owner of old ap- 


if the pliances is persuaded that it is 
better for him to buy a new 
unit than to continue spending 
money for repairs on old ma- 
chines. However, when old ap- 
pliances are worth repairing the 
service men do not hesitate to 
inform the owners to that effect. 


Did Big Job in Wartime 


There is a section in the 
shop where many of the parts, 
such as gaskets, are displayed 
openly. Handy bins, too, are 
used for other parts. During 
the war years this shop was 
often 50 washing machines be- 
hind on repair orders, although 
long work days were maintained 
to turn out as many repairs as 
possible. 

Appliance owners have not 
forgotten the fine wartime ser- 
vice on repairs which the store 
gave them. Many a new appli- 


0 fo a 


Here is part of the firm's lineup of 
ranges featured in the store's show- 
room. Plenty of customers stop here. 
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The service men work on a washing machine before a gasket display board. - 


ance sale today is made because 
war service customers now give 
Klumpp’s first “look’’ whenever 
they happen to be in the market 
for new appliances. 


Keep Card Index File 


“We keep a card index file of 
all service shop customers as to 
the kind of repairs made and the 
date,” reports Mr. Klumpp. 
These cards are very valuable as 
a reference when the customer 
considers buying -a new appli- 
ance. He can glance’ back 
through the records, with our 
assistance, to see how much he 
has paid on repairs over the 
years. This sometimes convinces 
him that it is time to buy a new 
appliance.” 

When it comes to showman- 
ship the store is not lagging. 
Both father and son realize that 
the right type of advertising 
and display pays well in extra 
sales, so they avail themselves 
of almost every good merchan- 
dising opportunity along this 
line. 


Make Contacts at Fairs 


During the past year the ap- 
pliance dealers of Beatrice held 
a very successful Appliance 
Show at the Beatrice Audi- 
torium, and Klumpp’s had a 
very complete booth. It is the 
store’s policy to exhibit at this 
show every year. Thousands of 
people attend such a show, pick 
up appliance products folders, 
ask questions and watch demon- 
strations. The firm organiza- 
tion makes some sales at the 
shows, and in addition gets a 
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fine prospect list which later 
yields extra sales. 

The annual three-day Gage 
County Fair is held at Beatrice, 
thousands of farm people at- 
tending. The Klumpp store ex- 
hibits annually at this event and 
finds that it yields satisfactory 
sales and prospect lists. Washer 
demonstrations at this fair al- 
ways attract many farm women, 
an increasing number of whom 
are installing modern appli- 
ances, especially washing ma- 
chines. 


Radio Program 


To reach all parts of its trade 
area, too, the store uses a five- 
minute radio program six days 
per week over station KWBC, 





Beatrice. The program com- 
prises music and commercials. 
The hardware store uses prin- 
cipally appliance and_ general 
hardware commercials on this 
program. The slogan, “The Big- 
gest Little Hardware Store in 
Southeastern Nebraska — With 
Over 20,000 Items,” used for 
this program is also carried in 
most of the firm’s newspaper ad- 
vertising. 


In the Public Eye 


Both radio and newspaper ad- 
vertising have been responsible 
for developing many contacts 
with prospective customers. The 
fact that the store is kept in the 
public eye at all times is of de- 
cided assistance in building ap- 
pliance business. 

“Due to our contacts with so 
many homeowners, we know 
many who are in the market for 
used appliances,” says Mr. 
Klumpp. “We place some of 
these appliances with such peo- 
ple, and also advertise our used 
items. Such ads bring in so 
many prospects, that we have 
been able to move most of our 
used stock without having it on 
the floor too long.” 


Future Looks Good 


Despite increasing competi- 
tion, the firm sees a promising 
future in its appliance division. 
Backed by good lines, a rigid 
allowance policy and good ser- 
vice, this store believes it has a 
formula for continuing to make 
profitable sales. 


One of the store's two service men does a job on a refrigerator. 
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Here is a portion of the 
store's appliance display, 
the story of which is taken 
outside by five salesmen. 


Incentive Pay Plan Helps Store 


Gross Close to a Million 


A COMPREHENSIVE 
pay incentive plan at the Stamp- 
fer Farm & Home Store, Du- 
buque, Iowa, which covers 32 
employees, helps this firm attain 
annual sales of close to $1,000,- 
000, according to W. E. Strait, 
manager. 

This store is located in a four- 
story, former factory building 
on a secondary street. It caters 
to farmers and homeowners 
seeking hardware, paints, elec- 
trical goods, appliances, farm 
machinery, toys and other hard- 
ware store lines. 

The 32 employees working un- 
der the plan include both store 
and outside salesmen, practical- 


Covering outside and inside salesmen, this plan 
ties in with periodic surveys made by the firm 
to determine the market for major equipment 


ly all of whom have an oppor- 
tunity to earn extra pay much 
of the time. 

The appliance division em- 
ploys five outside salesmen, all 
of whom work on a straight 
commission. They receive 5 pct 
on sales up to $50, 6 pct on sales 
$50 to $100 and 8 pct on sales 
which total more than $100. 

When a salesman passes his 
quota he receives an additional 
1 pet on total sales every three 
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months. When an outside ap- 
pliance salesman turns in a tip 
on a tractor or other farm ma- 
chinery sale, he receives an extra 
commission if the sale is made. 

Ray Torborg, who has been 
with the firm for a number of 
years, is supervisor of sales. He 
checks the appraisals made by 
outside salesmen on trade-in ap- 
pliances. This protects the com- 
pany on such transactions and 
reminds them not to allow too 
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much off on a trade-in allowance 
just to make a sale. 

Mr. Torborg reports that the 
Stampfer store is now engaged 
in making another “business ex- 
pectancy” survey of the Du- 
buque area. Shortly after the 
war, Mr. Torborg, at the direc- 
tion of Mr. Strait, visited 400 
farms in the Dubuque area, ask- 
ing each owner what he planned 
to buy in the way of appliances, 
farm machinery and other major 
needs during the coming year. 

The survey required three 
months to complete. From the 
figures gathered, Stampfer’s dis- 
covered that the 400 farmers in- 
terviewed planned to buy $775,- 
000 worth of merchandise. 

With this information, Stamp- 
fer’s concentrated on these pros- 
pects and obtained a large share 
of their business. The new sur- 
vey will cover more farms, and 
igs expected to produce a very 
valuable “want” list of the farm 
area 

It was the information gath- 
ered in the first survey in 1946 
that prompted the Stampfer 
store to step up its outside sell- 
ing program until it now has 
five men on appliance sales alone, 
and two on farm goods 

“This is an excellent way to 
learn what the farmer wants,” 
says Mr. Strait. “Furthermore, 
our salesmen have a purpose in 
making every call, to get infor- 
mation from farmers. And they 
sell many pieces of equipment on 
first call, too.” 

Annual bonuses, based on 
profits and length of service, are 
given to those employees who 
have limited sales opvortunities. 

In addition to the five outside 
appliance salesmen, the firm has 
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This neat display of 
television receivers 
adjoins the section 
devoted to kitchen 
appliances and is 
suggestive of a 
theater stage. 
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two farm salesmen. These men 
have trucks of their own, loaded 
with farm goods which the trade 
needs regularly. The firm pays 
for the operation of the trucks 
plus a base salary of $150 per 
month against a 5 pct sales com- 
mission. These trucks carry 
paints, greases, oils, dairy equip- 
ment and similar items. If either 
of these salesmen turns in an ap- 
pliance tip which results in a 
sale, he receives a 1 pct commis- 
sion from the appliance sales- 
men. 

There is hardly a farmer in 
the Dubuque area who is not 
contacted one way or another at 


least once a month through the 
intensive Stampfer sales, service 
and advertising program. Tele- 
vision sets, milk coolers, farm 
freezers, ranges, washers, trac- 
tors, and machinery parts are 
just some of the products which 
the farmer can get through this 
company. 

The Stampfer store broadcasts 
market quotations every day at 
10 a.m. over station KDKH, and 
also has a western program fea- 
turing Louise Massey over sta- 
tion WKBB six days per week. 
Through these two radio pro- 
grams, plus newspaper and di- 
rect mail advertising, the trade 
area is fairly well covered. 

On the second floor of the 
Stampfer Farm & Home store 
is a large auditorium having two 
model kitchens. This auditorium 
and its facilities are used by 
many women’s clubs, especially 
farm women groups. A home ex- 
tension agent for the University 
of Iowa frequently gives talks 
and demonstrations here for 
farm and town women. Model 
kitchen setups receive consider- 
able publicity through these 
meetings, with the store obtain- 
ing many customers and pros- 
pects during the year. On the 
first floor of the store there is a 
large customers’ rest nook, with 
wicker chairs, magazines and 
free telephone service. 





Hunting Window Attracted Sportsmen 


An interesting sporting goods window was offered the people of Ligonier, Ind., last 

fall by Galbeck Hardware. The background of the display consisted of traditional 

rail fencing, to which some guns were attached. In one corner of the window was 

a group of cornstalks, while autumn leaves garnished the floor merchandise displays. 
It was a window which pulled in business. 
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The tilted panel background on the wall section of this display with its 
indirect lighting helps attract considerable attention to the cutlery. 


New Display Steps Up Sales 
Of Cutlery 50% 


Waren Lawlor’s 


Hardware, 1118 O St., Lincoln, 
Neb., remodeled and moved its 
cutlery section to an up front 
position, sales showed a 50 pct 
increase in that department. 
Large raised lettering points out 
that the section displays “Fine 
Cutlery.” 

Tom Vance, display manager, 
attached plywood panels to the 
wall over which he placed acous- 
tical board squares, fastening 
them with screws. With this 
arrangement wooden display 
strips may be used for showing 
cutlery at any point on the acous- 


Bigger and better display space up front 


enables quicker service and exposes more. 


merchandise for customers’ examination 


tical boards. Says Mr. Vance, 
“Usually the task of remounting 
merchandise fastened on a wall 
or background is considerable be- 
cause damaged wall surface must 
be repaired. With this arrange- 
ment, however, we can change 
the strip displays, repaint the 
background and shift the group- 
ings with a minimum of work. 
The acoustical squares also give 
the department a finished appear- 
ance, pleasing to our patrons.” 
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Two glass cases in front of the 
wall units are used to show easily 
damaged or pilfered items. To 
make them more clearly visible 
tilted panels are used in the 
lower portion of the cases. Neat- 
ly lettered placards offer cutlery 
specials. 

Indirect lighting helps attract 
attention to the cutlery display 
and the story of the department 
is carried outside by radio and 
newspaper advertising. 
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Fixtures are of fir plywood with “platinum blonde” stain finish applied to make it 
resemble the best quality birch surface stock. Knotty pine is also used effectively. 














Grossman's new Malden store where 
hardware and related lines are sold 
in a 3,000 sq ft area, all of which are 


visible behind an all-glass front which tools, 








> buying, 
from a package of tacks up to 
and including complete low-cost 
homes, is the present keynote of 
Grossman’s appeal to the buying 
program. But this program could 
not begin to function without 
the comprehensive and_ well- 
rounded stocks of all types of 
hardware that are carried both 
in the main store of L. Grossman 
Sons, Inc., in Quincy, Mass., and 
the. 16 branches spread over New 
England. 
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stretches across the building. 


Representing a _ substantial 
proportion of the business, is the 
firm’s newest branch in Malden 
where the hardware departments 
are in the most modern setting 
of all. 


The Store Interior 


There, the showroom interior, 
housed in a two-story, 60 by 181- 
ft building, is attractively fin- 
ished in knotty pine walls with 
bleached mahogany trim and a 
dado of ashes of roses plaster- 
board. Show and sales rooms 


occupy a 3,500 ft area in the 
front of the building, all of it 
visible through the _ all-glass 
front which stretches across the 
entire building. Lights are of 
the newest quick-starting type 
with the fixtures set close to the 
insulated tile ceiling. The floor 
is done in a blending pattern of 
asphalt tile. 

The hardware department fea- 
tures display racks and cabinets 
on the walls and an unusual ar- 
rangement of display counters. 
All around the walls, displays of 
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Appliance platforms are set on casters to give mobility and thus permit a variety of 
display arrangements, including window displays. Power tool displays are similarly made, 


top | Buying Paces Sales Program 
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tools, kitchen and _ plumbing 
equipment, paint and other hard- 
ware items are so placed that 
customers can not only look at 
them but handle them. 

Fixtures were deliberately 
made out of fir plywood to prove 
that fir can be an interior finish. 
“Platinum blonde” stain finish 
has been applied to make the 
plywood look as though it is the 
best quality birch surface stock. 

Treatment of displays is car- 
ried out in a number of varia- 
tions. Two complete bathrooms 
with all fixtures and fittings are 
set up with waist-high tiled 
walls, showing several types of 
tiling. These are on roller casters. 

Modernistic display counters 
for power tools are also on roller 


‘ 


In this department store for builders’ supplies, 
hardware is essential in furthering the sales pro- 
gram which includes "easy-to-buy" credit ar- 
rangements—a rotating budget plan—incentive 
bonuses—seasonal promotions—companion sales 


casters and roller platforms are 
used for heavy items such as 
refrigerators, hot water heaters, 
etc. This allows for effective 
grouping of displays and makes 
them readily adaptable to any 
special requirements such as 
moving them up to the show win- 
dows. 


Everything on Display 
The remainder of the Malden 


building, in the rear of the store, 
is given over to the larger and 
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heavier items of building ma- 
terials such as doors, windows, 
flooring, shingles, and roofing 
materials of all types. Access 
to this 16,000 sq ft section is 
through two double doors and 
everything is displayed so that 
customers can easily inspect the 
materials. Directly at the right 
of the entrance door, carefully 
arranged bins and shelves back 
up the plumbing display in the 
main store with all the heavier 
items that cannot be advanta- 
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geously displayed in the show 
room. 

Purchasing for the Grossman 
organization for all the 16 
branches is done in the main 
store in Quincy. The other 
branches, however, handle the 
items most saleable in their par- 
ticular areas and are able to 
call on the main store for any 
item stocked there when they 
need it. 


"Easy to Buy" Policy 


Present sales policy is based on 
making it “easy to buy from 
Grossman.’ With the realization 
that credits and payments are a 
very important part of sales, a 
comprehensive and liberal credit 
structure has been set up that 
over nine out of every 10 people 
applying for credit receive it. 
Standard monthly charge ac- 
counts are available, but 60-day 
credit is also allowed with no 
carrying charges and the ac- 
count can be extended to 90 days 
with a small charge for the last 
30. 


Another sales aid is the rotat- 
ing budget plan. This is a month- 
ly payment charge account hav- 
ing two or three unusual fea- 
tures. In the first place, the 
carrying charges are nearly 40 
pet lower than the average carry- 
ing charges for this type of 
credit. The rotating feature is 
another unusual idea. 


As soon as the customer has 
made a number of payments on 
the original budget purchase, 
he is free to add to his purchases 
up to the amount of his first cost 
with no further red tape and 
no increase in the monthly pay- 
ments or carrying charges. Sales 
of expensive power tools are 
especially aided by this plan. 

Retail customer advertising, 
using a distinctive format is con- 
stantly carried in local papers 
where Grossman branches are 
located and the Boston daily 
and Sunday papers, particularly 
those with good country and sub- 
urban circulation, are also used 
for wider coverage. 

Promotional] sales are used ex- 
tensively and are widely featured 
in the advertising. These take 
the form of Inventory Sales, 
Dollar Days, and seasonal pro- 
motions such as the spring 
March of Values, Carnival of 
Values in the summer, and Dis- 
covery Sales centering around 
Columbus Day in October, and 
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“Give Lasting Christmas Gift” 
sales in December. 

During the winter months, an- 
other saies aid is an advertising 
campaign to make and supply 
free keys for anyone who wants 
them. This is done on the basis 
that customers brought into the 
store for a small free item, and 
particularly such a useful item 
as a duplicate key, will purchase 
merchandise while waiting for 
the key to be made. 

The company also has a sys- 
tem of incentive bonuses for its 
sales force. Certain items, either 
in the higher profit brackets or 
in categories that are unusually 
hard to move, are designated as 
“bonus” items. A salesman sell- 
ing these receives a special bonus 
for doing so. The lumber sales- 
men are also encouraged to sell 
hardware items by giving them 
double credit for the amounts 
involved in any hardware sale. 

“What goes with” is a “must” 
for the salesmen. If any item 
is called for by a customer, a 
salesman is instructed to offer 
him associated items such as 
brushes, sandpaper, and turpen- 
tine with paint; builders’ hard- 
ware with doors and windows, 
and complete application mate- 
rials with any floor covering. 

Customer service is also very 
important in the Grossman mer- 


chandising policy. Among the 
services offered are free trans- 
portation from the main store at 
120 Granite St. to Quincy Square. 
A simple request at the reception 
desk will get anyone who wishes 
a prompt ride to the Square. 
Red telephones throughout the 
store are prominently labeled 
with the invitation for anyone 
who is not pleased with the ser- 
vice he is getting to pick them 
up and ask for the president’s of- 
fice to make this complaint. 


Still Continuing 


Progress that carried Gross- 
man’s in 60 years to a 16-branch 
business is still continuing. 
Originally started in Quincy, 
Mass., by Louis Grossman and 
then carried on under the leader- 
ship of his four sons, Reuben, 
Jacob, Joseph, and Sidney, the 
branches spread to Atlantic, 
Ayer, Billerica, Falmouth, Fitch- 
burg, Ipswich, Malden, New Bed- 
ford, Sagamore, Taunton, Welles- 
ley, Whitman, Plymouth and 
Salem, New Hampshire, and 
North Kingston, Rhode Island. 
The third generation of the 
Grossman boys along’ with 
Charles and Dan Seigal, past 
and present manager in Malden, 
are keeping pace with bringing 
modern business and merchan- 
dising methods. 
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Builds Own Fixtures—They Help Build Volume 


This display island, 4 by 6 ft, was made “at home” by the Dahl Hdwe. Co., Boone, 
lowa, and is used effectively in the gift department for displaying pictures. This 
department is one of the most popular in the store. Part of the firm's gift service 
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is to gift wrap purchases and on each a sticker, "A Gift From Dahl's” is attached. 
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UNLIMITED 
MARKET FOR 
MYERS NEW 
CENTRIFUGAL 
PUMPS 


EASY SELLING — to home-owners, farmers, institutions, 
industries —for sprinkling, irrigation, drainage, water 
circulation, air conditioning and many other services. 
Low-Head and High-Head models in three types and 
a wide range of capacities. Built in three different 
materials to handle most every kind of liquid. 


EVERYBODY'S A PROS- 
PECT FOR MYERS NEW 
WATER SOFTENERS 





EASY SELLING —in rural, suburban or urban areas 
alike. Unique design eliminates gravel bed, providing 
44% greater softening capacity. Patented AUTORINSE 
valve assures efficient operation with least personal 
attention. Filters, Purifiers and Nevutralizers also avail- 
able to solve other water problems. 





Myers Dealers Know There’s 


tuovwte Abhliig ahead! 


Here’s Myers five-way formula for build- 
ing bigger, healthier business — five 
factors that keep sales clicking for every 
Myers Dealer... 


1. Quality that scores higher with every 
class of buyer. 


2. Completeness of line that suits every pur- 
pose, purse and preference. 


Constant pre-selling through effective 
advertising that reaches deep into every 
desired market. 





Conti Dealer Aid Program that pro- 
vides every practical sales tool — many 
at no cost, 


New-product development that antici- 
pates the trend—and sets the pace for 
competition. 
Five mighty good reasons why a Myers 
Dealership assures smooth selling ahead! 
Write for full details. 


PLENTY OF DEMAND 
FOR MYERS NEW 
DEEPLIFT EJECTOS 


fF ae pe orndregn, 


EASY SELLING — 
Wherever well 
lifts run from 100 
to 300 feet. Can 
be installed over 
well, off-set or in 
crooked wells. 
Sizes to meet 
every need, all 
using same basic 
parts. Highly sim- 
plified design 
permits easy 
servicing. De- 
pendable under 
all conditions. 


Always EASY SELLING Today’s Most Complete, Most 
Wanted Line of Pumps and Water Supply Equipment! 


THE F. E. MYERS 
& BRO. CO. 
Dept. S-44, Ashland, Ohio 
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Phone Sales Rise 25% 


Promotional piece in the form of a statement 
puzzled recipients until they opened the envelope 


and found invitations to order by telephone. 


Deca and volume 
are good at the Fisher Hardware 
Co., 23822 E. Colfax Ave., Den- 
ver, Colo., but Maurice H. Fish- 
er and his wife decided to at- 
tract even more trade by making 
a strong bid for telephone orders. 
An imitation monthly statement, 
inviting phone orders, was mailed 
to over 3,000 people in their 
trading area, resulting in a 25 
pct increase in such trade. 

The firm mailed window en- 
velopes of the type it cus- 
tomarily uses for monthly state- 
ments to the list of over 3,000 
people—including 1800 charge 
account customers, hundreds of 
fishing license buyers and other 
names in its records. Since the 
envelopes arrived in the middle 
of the month, instead of early in 
the month, people were curious 
as to why a statement should be 
received at such a time. This 
curiosity caused rather prompt 
opening of the envelopes. On the 
inner side of the envelope where 
it could be seen through the win- 
dow was the message, “Thank 
You! Your Business is Appreci- 
ated,” printed in the same brown 
ink used for the company’s name 
and monogram. 


The Message 


On regular statement forms, 
9 by 6% in., in black type, which 
carried the addressee’s name and 
address, was a printed message 
in place of the usual description 
of merchandise ordered. It is 
shown at the right. 

In the words of Mr. Fisher, 
whose store has. outstanding 
sporting goods and gift displays, 
“We used this trick statement to 
stimulate phone calls, for many 
people did not realize that we 
deliver to all parts of our trad- 
ing area. We may use this idea 
again since it helped increase 
telephone orders by 25 pct. The 
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Many promptly followed the suggestion 


frank statement was mailed in 
the middle of the month to make 
people curious. They wondered 
why a statement at that time and 
so were very anxious to look at 
it. Our very good delivery ser- 
vice backed up the comments in 
the statement.” 





able phone trade the store en- 
joyed visits from some of the 
statements’ recipients, who vis- 
ited the Fishers to comment on 
the clever idea and then stopped 
to purchase considerable im- 
pulse merchandise. Some even 
bought lines not of the impulse 





Besides attracting consider- type. 








4S 2322 EAST . Haduratee Compa ; 





. . ae 
Mr. Heurice H. Fisher, : OASOLINE 
2322 East Colfax Ave., eo ENERGY 
Denver, Colo. e DISPOSITION 
. CALL 
FR - 2791 
TERMS 
DATE — INVOICE NUMBER | CHARGES | CREDITS | BALANCE 





. .» JUST A FRANK STATEMENT .. - 


Addressed To:—Mrs. Chairman of the Board 
of the Home 


FR. 2791 ‘*"iiswu”" SAVE 


GASOLINE, TIME, ENERGY, DISPOSITION and MONEY. 


Naturally, we'd like to have you visit our store, Dress as you 
would for a chat with a neighbor. Avoid the usual preparation 
for a formal expedition down town. 


— BUT — 


If it isn’t convenient to visit us, our Telephones, Prompt Delivery 
and Charge Account facilities offer you top brand Housewares. 
Cleaning Supplies, Paint. Kitchen Gadgets. Hardware. Garden 
Supplies, Toys, Gifts, Sports Equipment — with a minimum effort 
from complete stocks at SAVING PRICES. 


Use Your Charge Account 
& 
Our Delivery Service 














Here's the direct mail piece that helped boost phone orders 25 pct. 
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FLAVO-MATIC COFFEE MAKER. 
Fully automatic. Keeps coffee 
hot without re-perking. Grace- 
ful spout pours perfectly. 
Gleaming aluminum. Mokes 8 
cups. Retail (tax and cord in- 
cluded) $10.95. 


TRIG TEA KETTLE. An all-time 

housewares favorite and top 

volume producer month in and 

month out. The original trigger- 

operated tea 
50. 


PROFIT PAGE 


Now’s the time to start cashing in 
on this fall’s big housewares mar- 
ket, and get the jump on the holi- 
day trade, too. Feature a com- 
plete selection of fast-moving 
WEST BEND merchandise and 
let our productive advertising 
help ring your cash register. 


kettle. Retail 





ELECTRIC CORN POPPER. No 
shaking. No stirring. No stick- 
ing. Quick-heat popping well 








SERVING OVEN. Reheats rolls 
for serving. Moistens or crisps 
baked good All 

inset. Holds 2 dozen rolls. 
Retail $2.95. 





13 PIECE OVENETTE. Saves fuel. Serves as ex- 
tra oven. Bakes or roasts on top of the range. 
includes cover with heat indicator, steel base, 
baking rack, cake pan, pie pan, casserole 
pan, 7 muffin cups. Ideal for small apart- 
ments. Complete set retails for $5.95. 
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ELECTRIC BEAN POT AND 
CASSEROLE. Slow bakes elec- 
trically. Makes dozens of good 
dishes. Separate 95-watt “sim- 
mer-heat” electric base. Re- 
tail (complete) $6.50. 


SERV-IT PLATTER. Goes right 
in the oven for broiling or 
roasting. Then serves siz- 
zling hot at the table. Tri- 
ple-thick aiuminum. Retail 
(with handles and table pad) 
$6.95. 


concentrates heat to explode 
every kernel. Retail (tax and 
cord included) $6.95. 


SERVING HUMIDOR. Porous 
stone humidifier keeps baked 
goods moist and fresh. Just 
right for family size cakes. 
Sparkling spun aluminum. Re- 
tail $2.65. 
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Right — Trollen's 
downtown branch in 
which all farm goods 
are shown. In circle 
—Outside of marine 
store, one block 
from the main shop- 
ping area of the 
town. 
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Warertner the partm 
sportsman wants a dozen live The n 
minnows at 60¢, or cabin cruis- by 84 
ers priced at $1,500 to $50,000, and b: 
he can get them and a variety street 
of other sporting goods and Bot 
services at Trollen Marine, Hud- the s 
son, Wis., a division of Trollen’s —wit! 
Ace Stores in that city of 3,500 attenc 
population. made 

Trollen’s Ace Stores operates public 
two establishments in Hudson. The 
One, a complete hardware store, mn. 
with first floor and basement de- last 

began 

ep. t after 

ware 

Display of milking machines, ventilators firm i 
and animal vacuum cleaners on the first erly 


floor near entrance to the basement of Bigel 
the downtown branch. ‘ 
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partments, is located downtown. 
The marine store, measuring 22 
by 84 ft also occupies first floor 
and basement quarters on a side 
street near the downtown area. 
Both stores were opened at 
the same time—Nov. 10, 1949 
—with more than 3,000 people 
attending. Coffee and home 
made goodies were served to the 
public at the marine store. 
The Trollen firm bought the 
H. C. Cuddelbach Hardware 
last summer and immediately 
began a remodeling program, 
after affiliating with Ace Hard- 
ware Corp. Heading the Trollen 
firm is Martin E. Trollen, form- 
erly vice-president of Brown 
Bigelow Co., St. Paul, Minn., 


O O 


Interior of the down- 
town branch, looking 
toward front. En- 
trance to farm 
goods basement is 
at the front near 
the left wall. 


Sales to Farmers and Sportsmen 


Farm and marine divisions of Wisconsin firm 

furnish tools and equipment for farmer, towns- 

people, yachtsmen, anglers and other types of 
trade patronizing hardware stores. 


nationally known advertising 
firm, Gifford Nelson, who was 
with the Nelson & Suennen store 
at Hudson for many years, and 
Loren Rawlings, secretary. 


Excellent Location 


To properly appreciate the 
large marine store and its pos- 
sibilities at Hudson, it is neces- 
sary to realize that Lake St. 
Croix on which Hudson is lo- 
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cated is really part of the Upper 
Mississippi River system, that 
it is one of the largest and most 
picturesque inland lakes in the 
northwest, and that it is but 20 
miles from St. Paul and Min- 
neapolis. 

Hudson is in the excellent 
Wisconsin and Minnesota sum- 
mer tourist region which at- 
tracts hundreds of thousands of 
visitors from many states dur- 
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ing the late spring and summer 
months. To serve this vast po- 
tential market, Trollen Marine 
was established. 

Rudy Koller, Ace Merchandis- 
ing Service, Geneva, IIl., laid 
out both units and _ provided 
many of the fixtures. A knotty 


pine motif prevails on the first 
and basement floors of the large 
marine store. 

The entrance to the basement 
is lined with knotty pine, attrac- 
tively stained, creating an out- 
door atmosphere. The floor of 
the basement is red asphalt tile. 





TROLLEN MARINE 


HUDSON, WISCONSIN 


We are pleased to have this opportunity to introduce ourselves and our busi- 
ness. It is hoped that this will help to establish a pleased 





and allow us to serve you 


Trollen Personne! and Background 





WALTER NADEAU A sportsman and conservationist of long standing. Active in the 


development of the St. Croiz Valley Rod aud Gua Club. 


ART MOEN of Stillwater. The past 25 years has painted, repaired and serviced all types of 


power boats on the St Croix River 


Location of Trollen Marine: 


On southwest corner of Locust and Third Streets (across from Post Otfice) in Hudson, 
Wisconsin. There is always plenty of parking space near the store. 


What We Carry In Stock 
Gunes and amm on Chns-Craft Boats 
Complete line of fishing tackle 
Camping and outing supplies Tonke rowboats 


Athletic equipment Canoes - Duckboats 


Bicycles - motorbikes - parts 
Toys - special gift items, et 


Trollen Ace Stores 


We have two stores in Hudson - the sports and marine store just mentioned and « modern 


hardware, appliance and farm store at 607 Second Street 


Boat Harbor: 


Work i# progressing on our small boat harbor on the Hudson Riverfront. There we will have 
modern and convenient dockage, storage and service facilities for all types of boats. It is 
planned to have the harbor open for business in the spriag of 1950 


Sports Equipment Service and Repair 


In addition to the outboard-and inboard motor service and general boat repair and condition. 
ing to be available at the harbor, we have « modern shop at the sports store for the repair of 


sods, reels, guas and other sports equipment. 


Live Bait: 


Available the year around at the sports store and will also be carried at the harbor on the 


MARTIN TROLLEN Founder of our organization and posressor of twenty-live years of 
experience in manulacturing and product selection of « nationally known firm 

BOB NORD Graduate of the U. of Minnesota in forestry and fresh ‘water fieheries. Active in 
federal aud state conservation work and sports equipment manulacturo since 1931. 


Chris-Craft outbuard motores 


Shepard outboard cruisers 
Complete marine s 


t with you 


This announcement 
was used to call at- 
tention to the estab- 
lishment of the Trol- 
len Marine Division. 








« 


Part of the farm store basement. 
Note large stock of pails near 
the stairs. In oval—M. E. Trol- 
len, head of the firm, is at ex- 
treme right; Gifford Nelson, vice 
president, third man from right; 
Loren Rawlings, secretary, at ex- 
treme left. The ladies and other 
men are wives and members of 
the store personnel. 


The west end of the large base- 
ment is given over to a show- 
ing of appliances, because Mr. 
Trollen and his associates wish 
to take advantage of the marine 
store traffic insofar as appli- 
ances are concerned. Many a 
sportsman who comes into the 
large basement department to 
purchase a small boat or large 
cruiser can also be sold appli- 
ances, including oil space heat- 
ers for summer cottages. 

Considerable space in the 
marine store is given to cruisers. 
Most of the stock ranges from 
$1,500 to $5,000, although two 
large $50,000 cabin cruiser jobs 
have been sold for spring de- 
livery. 


Winter Sales Important 


Bob Nord, manager of the 
marine store, reports that the 
winter months offer consider- 
able sales opportunities on many 
marine and sporting goods 
items. For example, Trollen 
Marine sold about 200 pairs of 
rowboat oars during the first 
two months of 1950, in addition 
to several cruisers and other 
marine equipment. 

A sports department as large 
as Trollen’s requires an efficient 
service shop. Guns, motors and 
most types of sports equipment 
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BOOTHS 79-80 


iy aS National Builders’ Hardware 
i Exposition 


SEPTEMBER 18-21 


There you'll see the latest developments 

in locks and installation aids. Also, we'd 
like to sing the praises of the Distributors, 
Architects and Builders who have given the 
WESLOCK line such a fine reception 
throughout the nation. 


Come in and see us! 


MANUFACTURING Co. <@ @ 
1420 So. Evergreen Avenue WESLOCKS 
Los Angeles 23, California ae ie No. 230 key 


lock with No. 256 
Moderne escutcheon 
on No. 78 maple mount. 
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can be repaired in the repair 
department which includes Wal- 
ter Nadeau and Art Moen, men 
with wide experience in sales 
and service. 

The service department has a 
special water tank for testing 
outboard motors. It also has a 
large minnow tank with aerated 
water, with minnows available 
in numerous sizes for winter as 
well as summer fishing. Mr. 
Nord has his own minnow 
hatchery which he operates in 
spare time. Thus the marine 
store is assured of a continuous 
supply of minnows all months 
of the year. 


Letter Detailed Services 


A special letter to all sports- 
men in the area as well as to 
boat owners, lake resort oper- 
ators and other residents was 
mailed several months ago, de- 
tailing the numerous services 
offered by Trollen Marine. This 
letter, listed brand names, store 
personnel, and special depart- 
ments. 

The first floor of the marine 
store contains several fixtures 
which were designed especially 
for the management by Rudy 
Koller. One is a display setup 
for hockey sticks and similar 


oO: oO 


Appliance display 
room in basement of 
marine store. Rear 
portion of basement 
is given over to 
boats, outboard mo- 
tor service shop and 
minnow tanks. 


cr “ee 


= 
Floor plan of the marine branch. 


equipment. It is 6 ft in length 
and 3 ft, 6 in. high. It has six 
display bins on each side, is 
made of plywood and can be 
used all year around for display 
of sports items. Golf clubs, 
skis, marine equipment and 
many other items fit into the 
bins and can be kept in order 
very easily. 

The second interesting display 
feature is an extensive fishing 
rod arrangement which flanks 
the basement entrance. It is 
also built of plywood, is 15 ft 
long, 7 ft high and contains 
space for a showing of 50 fish- 


ing rods, including long fly rods. 
The base at the floor level is 24 
in. wide and it slopes upward 
to a narrower width. Doors at 
either end of the display permit 
the storage of extra stock. 

A large amount of wall area 
is given to the showing of guns 
and ammunition, fishing tackle 
and wheel goods. Separate sec- 
tions for girls’ and boys’ toys 
are also maintained. Two spe- 
cial glass cases in the girls’ toy 
section hold the doll and toy 
animal display stock. The cases 
have indirect lighting, fit neatly 
into the display scheme and at- 


Boats are displayed in the basement of the marine store. 
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CHROMEDGE’ 


Sink- lok Frame 


grips edges of coverings 
permanently watertight 


Here at last is a sink frame that really clamps down 
firmly, securely and permanently on edges of coverings 
around the sink—a frame that seals joints watertight to 
stay! The frame overlaps the covering a full quarter-inch 
so edges can’t work loose or curl up. The joint stays neat 
and sanitary as long as the covering material lasts! 


Yet the Sink-Lok Frame is one of the easiest of all frames 
to install! It is a simple T-type frame anchored from 
underneath the sink-top. No intricate scribing, cutting or 
fitting is needed. No special tools are used. No rabbeting 
or mortising of the counter top is required. In addition, 
the frame supports the sink bowl itself, and the sink can 
be removed at any time without marring or damaging 
either the frame or the sink-top material. 


Sink-Lok Frames are available for flat-rim sinks of any 
size, with either round or square corners, for installation 
on wood or plywood sink-cabinet tops from 5” to 1” thick, 
covered with any material up to 14-inch thick. Also avail- 
able for most vitreous china sinks. Write for complete 
information and prices. 


B 
& 


*T.M Reg. U.S. Pat. Off. 


Metals Co. 


Columbus 16, Ohio 
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No. A-725 Frame 
and Lug, for 
standard fiat-rim 
sinks installed on 
5” to ¥,” ply- 
wood tops cov- 
ered with mate- 
rial up to ¥/"° 


No. B-725 Frame 
and Lug, for 
standard flat-rim 
sinks installed on 
1,” to V” ply- 
wood tops cov- 
ered with mate- 
rial up to Y,” 


U.S. Pat. 


No. 2440741 


0 


be 1/4"4 


b-1/"—4 Hyer 


h—172"—4 HYy"4 


No. C-726 Frame p 
and Lug, for 
vitreous china 


: 
sinks. 




















the new 
automatic 
gripping 
front chuck 


STANDARD EQUIPMENT 
ON THE OSTER 


$46 Zi 99 
THREADING MACHINE 


Top speed for chucking plus top 
speed for threading means low 
costs and more profit to YOU on 
every pipe job. 

That's what you get with the 
Oster “Pipe Master” and it’s new 
“AUTO GRIP” speed chuck. 
Here’s how it works: 


Operator spins handwheel until 
chuck jaws strike pipe. Then he 
starts the machine. The chuck’s 
jaws take hold INSTANTLY! 


The TOUGHER the pull—the 
TIGHTER the grip. It’s all grip 
and no slip with “AUTO-GRIP”. 


Better get all the facts NOW! 
Write: 


THE OSTER MANUFACTURING CO. 
2028 EAST GIST STREET + CLEVELAND 3, OHIO 


_-——=or#—_§ 
To Present Owners of Oster 
No. 422 POWER VISE STANDS 


You can equip your machine 
with the new “AUTO-GRIP” 
speed chuck! 

Liberal allowance on your pre- 
sent chuck. Ask your Oster 
Distributor or write us. 

















Minnow storage tank, with aerated water, from which live bait is sold. 


tract a great deal of attention 
from both children and their 
parents. 

Trollen Marine also owns a 
10-acre strip of land on the 
riverfront where a boat harbor 
is being constructed. Buildings 
there will be formally opened 
early in spring. The boat har- 
bor, representing an investment 
of about $75,000, will give Trol- 
len Marine additional facilities 
for selling and servicing boats, 
with the accompanying train of 
other sporting goods sales. 

At the boat harbor site two 
buildings are under construc- 
tion. One is a 40 by 80-ft struc- 
ture which will house a _ boat 
display room, paint shop and a 
machine shop. Cabin cruisers 
have motors with ratings of 60 
to 160 h.p., and the Trollen boat 
harbor shop will be set up to 
service such motors. In addi- 
tion the paint shop will handle 
remodeling and refinish jobs for 
small and large boats and 
cruisers. 

The other building is a 50 by 
100 ft and will be used almost 
exclusively for dry storage of 
boats of all types, although most 
of the storage will be rowboats. 

As to the hardware division’s 
store, its sales and service pro- 
gram for farmers includes dairy 
milker service which takes in 
more than 400 farms in the re- 
gion. The man in charge of the 
farm service truck is well ex- 
perienced in handling milker 
service, and well knows other 
dairying farm problems. 


Under the milker program, 
the service man must visit the 
400 accounts a number of times 
each year, inspecting milking 
equipment and aiding the farm- 
er with his milk problems. 

Trollen’s Ace Stores have 
combined this milker service 
program with one which also 
sells merchandise to the farmer 
such as barn equipment, ventila- 
tion aids, milk house and other 
dairy supplies. 


A Profitable Source 


“Through this farm service 
we are able to contact just 
about every farmer in the area,” 
says Mr. Nelson. “Our sales 
and service man knows these 
farmers and their problems and 
he is acquainted with their farm 
and home needs. We get many 
extra appliance and other sales 
through this source.” 

The man who handles the 
farm sales and service has a 
special truck equipped with at- 
tractive signs on both panels, 
advertising some of the farm 
items sold. The salesman is 
paid on a salary and commission 
basis, because while many of his 
service calls are routine, they 
also have sales possibilities. 

The farm service truck is out 
in rural regions practically every 
day that weather conditions per- 
mit, points out Mr. Nelson. The 
salesman makes 10 or more calls 
per day, and on the truck car- 
ries certain pieces of merchan- 
dise which farmers need. 

For example, Trollen Ace 
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Stores sell a line of barn equip- 
ment, and every milker customer 
who is serviced under the store’s 
program needs new or additional 
barn equipment items from time 
to time. The service man some- 
times sees a farmer who is build- 
ing a new barn, and a call on 
such a prospect often results in 
a large order for barn equip- 
ment, and other types of mer- 
chandise. Traveling through 
rural areas and watching devel- 
opments, such a salesman is in 
an excellent position to see sales 
opportunities as they develop. 

Proper ventilation in barns, 
henhouses and other farm build- 
ings is being strongly advocated 
by many farm associations, 
agricultural colleges and other 
groups; therefore the Trollen 
farm service man is pushing 
this line. A chicken house ven- 
tilator sale can range upward 
from $69 while a dairy barn 
ventilator sale may start at $179. 

Another item which the Trol- 
len service man sells is an 
animal vacuum cleaner priced 
at $89.50. The old time farmer 
never thought of cleaning his 
milking cows, but modern milk 
sanitation standards require it, 
and thus a good animal vacuum 
cleaner is an important piece 
of equipment on many dairy 
farms in this region. 

As in other parts of Wisconsin 
where dairying is highly special- 
ized, Hudson area farmers re- 
ceive from $500 to $1500 month- 


(Continued on page 120) 





HARDWARE HUMOR 
By Hardware Age 
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“You aren't going to carry all that stuff 
are you? Buy a wheelbarrow." 
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The new display racks designed for 
Worthington QD Junior V-Pulleys and 
This is Worthington-Goodyear FHP V-belts .. . 
are scoring high in the profit column. 
what you call More sales from less inventory .. . 
more profit from less space . . . that’s the 
secret. The Pulley display takes up just 
RACK e 11% sq. ft. of counter space—in back are 
“ng storage shelves. And the belt display, 
occupying only 1% sq. ft., carries a suffi- 
cient assortment to handle over 70% of 
p FHP requirements—no dead stock. 
From only 3 sq. ft. of counter space, 
a7 dealers are averaging $324.00 gross profit 
Profits based on four turnovers. 

Contact your local Worthington jobber* 
and send the coupon for more informa- 
$324.00 gross profit tion on the bigger profits with Worthing- 

from 3 sq. ft. ton FHP Profit-Maker assortments. 
*If you are a jobber, you’re welcome, too, 
to investigate the profits in Worthington- 
Goodyear. 











A Complete V-Pulley and V-Belt Business in 
Less Space Than V-Belts Alone Usually Need! 


WORTHINGTON 


FORCTIONAL~ HORSEPOWER 
V-PULLEYS 


Worthington - Goodyear SerVomatic — “help- 
yourself” display. “Space Miser” packaging 
reduces belts as long as 100 in. to overall 
packaged lengtirof 15 in. Sizes clearly marked. 
Clear-vision inventory strips. 


Worthington “Profit-maker"’— compact, 

binati d-storage rack 
cuts inventory cost 75% dve to inter- 
changeable feature of QD Jr. hub and 
pulleys. 
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Worthington Pump and Machinery Corporation | 
MVD Sales Division, Dept. N853, Buffalo, N. Y. 


New, Convenient, Please tell me how | can make higher profits 
Correct Way to with Worthington V-Pulleys and Worthington- | 


Good V-Belts. 
Measure V-Belts re 
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About everything an artist would buy is shown here with the exception of large easels. The 
display discs above the shelving show pallettes, color, brushes, rules and drafting supplies. 


Modern Display 


Doubles Art Supplies Volume 


A RTISTS’ supplies 
have long been handled by Omer 
De Serres, Montreal, Canada, re- 
tail and wholesale hardware con- 
cern, but it was not until earlier 
this year that they were really 
given adequate display. By plac- 
ing them with the wallpaper de- 
partment displays, instead of in 
a small portion of the big retail 
paint department, the company 
more than doubled its volume in 
artists’ supplies and has every 
reason to believe they will de- 
velop into an even more impres- 
sive total for the retail division 
of the firm. 
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Greater attention to artists’ needs in new setup 
in wallpaper department helps Canadian store to 
more than double trade to artists and students 


“The schools in Montreal are 
delighted to find a place on the 
ground floor of an easily accessi- 
ble store where they can pur- 
chase most of their artists’ ma- 
terial requirements. In addition 
to Canadian goods we carry im- 
ports from the United States, 
England and France. The wall- 
paper wings, adjoining the ar- 
tists’ supplies display are used 


mostly for inexpensive papers or 
for the previous years’ patterns 
which we are discontinuing. The 
shadow boxes on the top of the 
wings are used to feature other 
papers and help increase the sale 
of them,” says Roger De Serres, 
president of the company. 

To add color to the depart- 
ment the asphalt tile flooring is 
red, green and grey. 
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The Great Seal of the 


Virginia Company - 1621 


(FSO Vtiihttit 
RIM KNOB LATCH SETS 


IN GREAT DEMAND FOR THE INTERIORS OF TODAY’S MOST GRACIOUS HOUSES 


There is an old saying, “That 
if you cater to MONEY you will make MONEY” 


A 


— meaning, if oan 
you can offer to 
those who have 
the means to pay, 
something that 
they particular- 


ly want for their 





gracious way of 
living, you are 
automatically in the“chips”. It is true! 
And here is a Skillman item, that 
assures you a larger profit and one 
that definitely fills a decided demand, 
especially among women who are 
anxious to add beauty and richness 
to their already lovely interiors. We 
guarantee that when this lock is 
used for remodeling, or in a new 
residence, it will cause more admi- 
ring comment than any other fur- 
nishing used and more satisfaction 


to the lady of the house than any 


CD 


SKILLMAN HARDWARE MANUFACTURING CO 
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SPECIFICATIONS 


This Rim Lock Set, No. 871 
x 3584 x 951 PB, is equipped with a pleasant, 
full 2“ knob, large enough to comfortably fit 
the grasp of a man’s hand. The case size, 57g 
x 3% inches is large enough to give a rich dis- 
play of lustrous brass, protected—like all other 
Skillman products — with a new and superior 
clear synthetic coating to protect its beauty for 
many years to come. A colonjal-style drop key 
plate and a 4%“ long key are further refine- 
ments offered. These sets are completely rever- 
sible. Life-long satisfaction by clients is assured. 


NEW JERSEY 


in her home. Skillman offers this 
tstanding, authentic Early American 
Colonial design 
made of cast 
brass, The dis- 
tinctive homes 
now using this 
superb latch 
compose a 
Blue Book list- 
ing of cherished 
and exceedingly attractive architec- 
tural achievements. These homes, in 
themselves, have created the de- 
mand, “where can it be bought — 
who makes it?” Homeowners “who 
know” and who cherish, treasure, 
and can pay for such a masterpiece 
as this are waiting! Wise hardware 
consultants and architects who spec- 
ify this set not only satisfy complete- 
ly their clients, but themselves, both 
esthetically and financially. When 


stocked or specified it sells itself! 


Cz 


e USA 




















Naw Baar eat 
Dipe and. at Hake 


The new low-priced, light- 
weight Beaver Model “E” is a “junior 
edition” of the heavy-duty Beaver Model A— 
which has, for the past 20 years, been the 
recognized leader in the field of portable pipe 
and bolt machines. 

The Model “E” uses the same dieheads— 
the same dies—the same patented inter- 
changeable wheel-and-roller or knife cutoff 
devices—the same reamer arm and cone— 
as the Models A and B. This will be a great 
advantage to thousands of shops now 
equipped with the Beaver Model A or B be- 
cause it eliminates the necessity of carrying 
in stock duplicate dies and parts—thereby 
preventing endless confusion and needless 
expense. And remember, there are 195 
different kinds and sizes of dies instantly 
available for Models A, B or E. 

Although designed primarily for hardware 
stores and small piping contractors, BIG 
contractors will find the new Model “E” 
useful on jobs requiring extreme portability. 

A pipe machine is no better than the serv- 
ice back of it and our 50 years of experience 
in this field, and our reputation for high 
quality and friendly service, is your best 
guarantee of complete satisfaction. 


WRITE FOR BULLETIN E 


BE! BR 


234-300 DANA AVENUE + WARREN, OHIO, U.S. A. 
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Compact Displays Tell the Moderate Cost 
Modernization Story 


These three panels, used first in a window of the Stambaugh-Thompson Co., Youngs- 
town, Ohio, and later in the store itself, suggest dozens of sales for low cost home 
modernization. Prices were plainly marked for each bathroom, kitchen or builders’ 
hardware item and color cards for paint were supplemented on one panel with data 


as to prices for paint of different types and in a variety of sizes. 


Many sales were 


made by reason of the customer pointing to an item, handing money to the sales 


clerk and saying, "I want one of these.” 


Impulse sales were greatly increased in 


these items by display of these panels. 





Inexpensive Revolving Panel Display 
Encourages Impulse Sales 


VERSATILE, inexpensive, 
homemade revolving dis- 
play panel is being successfully 
used at Hoblin’s Hardware, 
Bronxville, N, Y., for encourag- 
ing impulse gales of tools, mail- 
boxes and other merchandise. 
This display, shown in the ac- 
companying photograph and 
sketch, serves to increase the 
display capacity of a given wall 
area and, since it can carry a 
small supply of some types of 
merchandise, does not have to be 
restocked after each sale. 


Display Construction 


The display, as the sketch in- 
dicates, consists of two standard 
wall display panels, mounted 
back to back. A hollow brass rod 
is sandwiched between the two 
panels and nests in an upper and 
lower curtain rod socket. These 
sockets are attached to two brack- 
ets, which in turn are affixed to 
an adjustable standard. The 
sockets are positioned on the 


bracket at a distance from the 
wall that will permit the panel 
to revolve in the sockets in easy 
fashion. 

In the accompanying photo- 


The panel shown in operation 
in the store. 
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Sketch of panel showing its 
construction details. 


graph, the revolving display on 
the left consists of two pieces of 
plywood, back to back, to which 
the mailboxes are attached. The 
display to the right consists of 
two standard wrench wall display 
panels of the type frequently sup- 
plied by manufacturers. Sugges- 
tions for the use of this display 
for other merchandise, such as 
cabinet or builders’ hardware, 
are illustrated in the sketch at 
top of this page. 


This Pet Supply Display 
Builds Sales 


A neat dog supply section near the front 

door at Waterloo Hardware Co., Water- 

loo, lowa, contains a wide variety of 

items that interest dog owners. There 

are dog harnesses, dog foods, powders, 

play accessories and even dog books 
for adults and children. 
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Hitch your business fo 


STAR BRITE 


THE SHINING CABINET HARDWARE 


LINE THAT GIVE 
* STARRED for quality. 


SOLD THROUGH 
WHOLESALERS 


S YOU EVERYTHING 


design and precision fit. 


#215 
ORNAMENTAL HINGE 
For flush doors 
Overall sizes: 

2%" x 2/4" 
“STAR-BRITE™ 


Chrome, nickel 
and brass 


Complete 
with screws 





#285 

CHAIN DOOR FASTENER 
Wrought steel; non-welded chain 
Size of plate: 4" x 15%" 
“STAR-BRITE" 

Nickel 
and brass 
Complete 
with 





#275 

SCREEN HANGER 
Wrought steel 
Size: Eye plate, 
sed x 1%" 

Hook plate, 
1%" x ¥," 
“STAR-BRITE" 
Cadmium plate 


Complete 
with screws 








SASH LOCK 
Wrought steel 
Overall size: 

1%" 1 2," 

“STAR-BRITE" 
Chrome, nickel 
and brass 
Complete 

with screws 


#216 


SEMI-CONCEALED HINGE 
Raised knuckle 

¥,"' offset 
“STAR-BRITE" 
Chrome, nickel 

and brass 


Complete 
with screws 





#225 


SURFACE BOLT 
Length size: 


fe 
_~ 3" to 16" 
Bor size: %"" 
Faz “STAR-BRITE" 
Nickel 
e 


and brass 
Complete 
with 
screws 


#200 
CUPBOARD TURN 
Wrought steel 
Overall size: 
s Sea 
“STAR-BRITE” 


Chrome, nickel 
and brass 


Complete 
with screws 





#277 STORM SASH HANGER 

Hook Plate: I'/4"'x 154" Eye Plate: 114" x 2!/,"" 
“STAR-BRITE" Cadmium Plate 

| doz. pr. to box; 36 doz. to carton 
Complete with screws 


STAR MET 


KVAe) Butler Street, 


#297 

CONCAVE KNOB 
“STAR-BRITE™ 
Chrome 

| Dozen to Box 
with Screws 

36 Doz. to Carton 


AL PRODUCTS Co. 


al 17, N. Y. 


Brookly 




















JOHNSON XLO Music Spring Wire is packaged for 
easy handling and attractive display. "The wire of 
a thousand uses" is a must item for the up-to-date 
hardware store because it is a constant answer to 
the need for high carbon wire in small quantities. 
The modern hardware man is always prepared to 
respond to the customer who wants quality, high 
tensile wire. 

Johnson XLO Music Spring Wire is drawn with 
micrometer precision. The wire range—from .003" 
(38,026 feet to the pound) up to .200" (9 feet to the 
pound). Packaged—'/4 Ib., 1/2 Ib. and 1 Ib. 


JOHNSON 


STEEL AND WIRE CO., INC. 
WORCESTER 1, MASS. 


NEW YORK PHILADELPHIA CLEVELAND DETROIT AKRON CHICAGO 
ATLANTA HOUSTON TULSA LOS ANGELES TORONTO 











Diversified Activities 
Spur Sales to Farmers 
And Sportsmen 


(Continued from page 115) 


ly for milk production. From 
such income, numerous farmers 
have purchasing power to equip 
their farms with articles which 
are needed for more efficient 
production. 


Brings in Farmers 


“Our farm sales and service 
program, in addition to making 
sizable sales right on the farm 
premises, is also bringing more 


| farm trade to our store for 
| other items,” says Mr. Nelson. 


“When a farmer gets satisfac- 


| tory products and service from 
| our farm contact man on dairy 


and barn items, he will take the 
trouble to come to our store for 
farm hardware and_ general 
hardware items. And, in fact, 


| our farm contact man _ plugs 


these items to all farmers on 
his routes.” 

Merchandise for farmers oc- 
cupies excellent display spots at 
the Troilen store. On the first 
floor of the 40 by 110-ft estab- 
lishment—near the entrance to 
the basement store—is an at- 
tractive display showing milk- 
ers, chicken house and_ barn 
ventilators, animal vacuum 
cleaners and other dairy equip- 
ment. 


Wide Variety 


An unusually large pail stock, 
including milk, stock, watering 


| and other pails, are stored at a 


wall section where the types of 
pails and sizes can easily be in- 
spected by farmers. Farm hard- 
ware articles such as chains, 
pulleys, tractor hitches and 
other items are neatly displayed 
on a wall section. Many farmers 
tell the management they like 
to come to Trollen’s for such 
merchandise because of the wide 
variety in choice. Poultry and 


| stock remedies, woven wire fenc- 


ing, traps and steel goods, are 


| also articles which farmers like 
| to buy in the farm basement. 


A sizable floor covering stock 
is carried in the basement where 
it attracts quite a few farmers. 
Some farmers lay their own 
floor coverings, thus the base- 
ment location of the _ store’s 
stock makes the most of the 
farm traffic. 
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luncheonette Used to Build 
Traffic and Good Will 


(Continued from page 93) 


trains for the city. Throughout 
the day sandwiches, cotfee, lunch- 
eon plates, as well as other re- 
freshment, are served. The 
junch counter is supplemented by 
asun deck eating terrace at the 
rear of the store which over- 
looks the Saugatuck River. The 
dividends of this counter are 
three-fold. 

First and economy-wise, Nat 
Greenberg, owner of the hard- 
ware store, estimates that the 
counter saves each of his 25 em- 
ployees on the average of an hour 


f each day by providing them a 


handy spot to have that mid- 
morning cup of coffee, or late 
afternoon snack. 

Second, during the noon hour 
rush, from 11 until 2, when many 
of the store’s employees are at 
lunch and the selling staff is cur- 
tailed, customers who cannot be 
waited on immediately are urged 
to have a cup of coffee and en- 
joy themselves while waiting to 
make their purchases. At such 
times a lunch counter turns what 
might have been ill-will into 
good-will. 

Lastly, the food counter is 
bringing into the store a new 


noon hour lunch group who are . 


attracted by a well prepared 
meal. Many of these customers 
will take a few minutes to shop 
the store. 





HARDWARE HUMOR 
By Hardware Age 


*C MARDWARE 











MODEL 161 
Magnifying Lens 


3 weighs 


Profits ! 


i 


Health-o-Meter 


For more than 30 years Health- 
o-Meter Bath Scales have been 
the popular favorites every- 
where. Wide acceptance by the 
medical profession plus use in 
thousands upon thousands of 
homes proves conclusively that 
Health-o-Meter Bath Scales are 


the preferred personal weighing X 


instruments. That kind of lead- 
ership is the result of one thing 
—our determination to always 
build precision weighing instru- 
ments that perform accurately for 
the longest possible time. 

The popularity of Health- 


CONTINENTAL SCALE CORPORATION 


5701 S. Claremont Avenue e 


i’ A 
MODEL 187 
"Magnifying Lens 


ZZ 
MODEL 134 
Airplane Dial 


Kat Seales 


o-Meter Bath Scales can mean 
profitable business for you, too. 
Make the three top-selling 
Health-o-Meter Scales your line 
of bath scales—the line with a 
ready market built through 
years of consumer acceptance. 


Chicago 36, Illinois 
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businesses. These persons will 
have to file yearly social security 
returns if their annual net in- 
come from self employment is at 
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Reports on Events Affecting the Hardware Business 


(Continued from page 10) 


Congress May Still 
Kill Copper Impost 

There still is a good chance 
that copper prices may drop 
slightly before the end of the 
year. 

The peacetime import duty of 
2¢ per lb became effective again 
last July 1, but there’s strong 
pressure in Congress for sus- 
pending the tax in order to en- 
courage Chilean imports of the 
product. 

Mining-state congressmen are 
understandably opposed to a 
suspension of the tax. However, 
the need for copper has become 
so great since the Korean war 
started, particularly among East- 
ern manufacturers and fabrica- 
tors, that a return to free im- 
ports seems likely. 


OUTLOOK: At the same time 
Congress votes “free” imports 
of copper, look for a similar 
move to suspend the tax on im- 
ports of scrap metal. A parallel 
situation exists here with re- 
gard to ferrous and nonferrous 
scrap. The demands of war pro- 
duction make it imperative that 
steel-makers and other smelters 
of metal be given free access to 
materials without ham-stringing 
tariff schedules. 


Social Security Now 
Covers Store Owners 


Among the far-reaching 
changes recently written into the 
Social Security law is a provision 
for covering proprietors (sole 
owners and partners) of retail 
hardware stores and wholesaling 


least $400. First returns from 
this group will cover earnings in 
1951. 

Here—in summary form—are 
the major provisions of the new 
program: 

About 10 million persons not 
previously covered are brought 
into the program. Among these 
are employees of nonprofit and 
religious institutions, steadily 
employed farm workers, and em- 
ployees of cities and states not 
already covered by retirement 
systems. 

To settle the old argument of 
who is an “employee,” Congress 
adopted the Republisan-spon- 
sored common-law concept (mas- 
ter and servant) of employer 
and employee. 

But individuals in the follow- 
ing categories are classed as 
“employees” if they perform any 
of the services listed: 

(1) City and traveling sales- 
men engaged on a full-time basis 
in soliciting orders for their 
principals (except for side-line 














GOLDBLATT 


Mason Tools 


Give You... 
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WINDMILLS 


ONE SOURCE FOR 

ALL NEEDS — Buy all your 
masonry tools from 
Goldblatt — one order, 
one shipment, one billing. 
Easy, convenient. 


* Greater Profits ° Faster Turnover — ATTRACTIVE DEALER 
DISCOUNTS — Goldblatt sells 


ge . Satisfied Customers % Repeat Sales direct to dealers — is able to 
& eee ‘ offer attractive dealer discounts. 


SEND TODAY FOR FREE CATALOG — Write for 
your copy of Goldblatt’s illustrated catalog de- 
scribing the most complete line of the finest 
masonry tools and equipment. 


Goldblatt Tool Co. 


1920 Walnut St. Kansas City 8, Mo. 





FIRST CHOICE OF THE TRADE FOR 65 
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profit ant Te as sisees 
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s, and em- ‘a *Every home of Lakewood, the world’s 
states not largest project (just outside Los Angeles) 
retirement ry is equipped with AJAX Door Grilles. 

& Smart buyers proved that this is the one 
yument of door grille that combines smart appear- @ ALL FINISHES 
' Congress ¢ ance and low cost installation. AVAILABLE 
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DEEP WELL 
PUMPS 


SHALLOW 


WELL PUMPS 


PUT IN A WATER SYSTEM DEPARTMENT 


JURCE FOR 

uy all your 

tools from 

one order, AND CASH IN ON HIGH DOLLAR VOLUME SALES 

rie billing. Display Aermotor water pumping equipment in your store easier. Now they have accumulated savings to buy water 
convenient. and reap new profits. Farmers, home owners want running systems. So sell them dependable, inexpensive Aermotor 


water. They know abundant water puts weight on meat 
animals, increases farm production, makes housework 


pumping systems. Large dollar-volume items that net you 
a handsome profit. 


FARMERS LOOK TO HARDWARE DEALERS FOR SALES AND SERVICE 


Farmers know from past experience they 
can rely on your recommendations. Show 
them the wide range of Aermotor sizes, the 
dollar-saving features of Aermotor water 
systems. Backed by manufacturers estab- 


lished over 60 years. Your water system dis- 
play will bring new prestige, liberal discounts 
on water system sales, extra profits on all 
water-using items. Some territories open for 
live dealer representation. Write for details. 


'AERMOTOR COMPANY 


Dept. 8009, 2500 Roosevelt Road 


FOR 65 YEARS Chicago 8, Illinois 
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ALL OVER 
AMERICA 





| or dry-cleaning 
their principals. 


| protect himself 





SB” coaster BRAKE 
IT’S THE SIGN 


OF 
BIGGER SALES 


Manufacturers, jobbers and bicycle deal- 
ers, all over the nation, are enthusiastic 
about the new Bendix slogan “Ride A Bike 
It’s Fun — Double the fun with a Bendix 
Coaster Brake.” In National Magazines, 
Comic books, Boy Scout and 4-H Maga- 
zines, Bendix advertising is at work— 
selling the need—that sells the Bicycle— 
that helps you sell more and more Bendix* 
Coaster Brakes. Alert dealers find it pays 
to tie in with this big advertising and pro- 
motion campaign. They are displaying the 
colorful counter card, shown above, iden- 
tifying themselves as local headquarters 
for Bendix Coaster Brakes. The bicycles 
they sell are equipped with Bendix Coaster 
Brakes and their replacement stocks are 
adequate to meet the ever growing de- 
mand. Sign up with Bendix for your 
Coaster Brake requirements. It’s the sign 
of bigger sales all over America. 

*REG. U.S. PAT. OFF, 





ECLIPSE MACHINE DIVISION of 


AVIATION CORPORATION 


ELMIRA, NEW YORK 


Export Sales: Bendix International Division, 
72 Fifth Avenue, New York 11, N. Y. 





sales activities) from wholesal- 
ers, retailers, contractors, or op- 
erators of hotels, restaurants, or 
similar establishments. 

(2) Agent-drivers or com- 
mission drivers engaged in dis- 
tributing meat products, vege- 


| table products, fruit products, 


baking products, beverages 
(other than milk), or laundry 
services, for 


(3) Full-time life insurance 


| salesmen. 


The Way to Handle 


| GI Credit Sales 


How can the hardware dealer 
in extending 
credit to a husband—or wife— 
who enter military service? 

Here’s some advice gleaned 
from a Congressional committee 
now studying the matter of in- 
stallment contracts signed by 
service men: 

Any man or woman entering 
military service (Army, Navy, 


| Air Force, or Marine Corps) is 
| absolved from making his “time 


payments” while in uniform. 
But if the GI was a co-signer 


| (with spouse) toa purchase con- 


tract, the wife—or husband— 
who remains in civvies is legally 
bound to keep up the payments. 


| Take the case of John Smith, | 
| who’s buying a refrigerator “on 
| time.” If he is the only signer 
| to the installment contract, he 
| need not keep up the payments 
| while he is Private John Smith. 
| But if Mrs. John Smith signed | 
| the contract along with him, she 
| is fully liable for all the pay- 
ments falling, due while Pvt. | 


Smith is in the Army. 

The House Veterans Affairs 
Committee doesn’t think there 
will be many hardship cases un- 
der such circumstances. They 


rely on the fact that the average 


retailer is only human, and 
won’t insist on payments if he 


finds Mrs. Smith hard-pressed 


for funds. 


Business May Get 


‘Break’ on Inventories 


Hardware men forced to re- | 
place low-cost inventories with | 
high-cost goods may be due for | 
| tax relief soon. 


Legislation on President Tru- 


man’s desk at press time permits 


business firms to use LIFO (last 








TWO 
STEPS TO 
SMOOTHER 
PROFITS! 











Divergent corrugations, saw style, drive across 
or with grain. Available in tempered cold rolled 
steel, galvanized and solid brass. 
DEPTH: %”, %”. Ya", 0", %", %", 1" 
TIONS : 2, 3, 4, 5, 6, 7, etc. 
—SPECIAL SIZES TO ORDER 


IN BULK: In kegs of 50 or 100 Ibs., and a 
of 500 or 1000. 








ost Popular Wood Joiner- 


— For Everyone! 


OW NATIONALLY ADVERTISED! 
See your jobber —or write direct! 
we p 


1 ty tee 


‘ 
uINS OF Connyucatt? 





*REG. U. S. PAT. OFF. 





Independent Metal Strap Co., Inc. 


4FN 207 


232 Third St., Brooklyn 15, N.Y. 
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in, first out) accounting on such 





inventories back to 1940, even 
though they did not elect to do 


so at the time they paid taxes. WE oe 3 eR 
A Bureau of Internal Revenue 0 W/ . E S$ 


ruling has prohibited the use of 


LF scot busines for KITCHENS 49, / 





nounced such intention at the 
time of paying the tax. Retro- 
active relief back to 1940 would 
be possible under provisions of 
the bill (H. R. 3278) approved Now ... every kitchen can be modern, 
by Congress. convenient, uncluttered ... with smart, new 
space-saving K-Veniences! K-Veniences 
Dingell Bill Augurs work the same storage magic in kitchens 
Well For the Angler that they work in closets .. . provide a place 
for everything from dust mops to dish 
toration projects will be forth- towels ... keep utensils out of the way, yet 
coming next year. in easy reach. Finished in gleaming 
President Truman’s signature chromium... easily and quickly installed 
last month on the so-called Din- with a screwdriver. 
gell bill means that the 10 pct 
federal tax collected on sales of 
rods, reels, creels, artificial lures, 
baits, and flies after July 1, 
1951, will go into a special fund. 
That fund will be earmarked 
for restoration of fish preserves — 
° sappearing 
in the same manner that the tax San Sock 
on some firearms is set aside for Holds 14 utensils, glides in and 
restoration of game preserves. out at a touch! Easily attached 
Each state’s share will be under cupboard shelf. 
based upon the number of an- 
gling licenses sold as compared 
with the total for all states, and 








New federal funds for fish res- 








. drive acrosa HH upon the percentage depletion of - ; 
fed cold rolled the area of each state to the area ° 

of all the states. ° 
%”, 1° But no state can receive less . 
r, etc. than 1 pct, no more than 5 pct Sh 4<— Towels slide out for easy selec- 
: of the total. In addition, Alaska t tion! 4-bar model can be 
ihe.. end oil can get as much as $75,000; mounted under shelf. 

Hawaii, $25,000, and Puerto 

Rico and the Virgin Islands $10,- —_ 7 - = 
Joiner 000 each. > —= : 2g _ : oe ee oe on 


+ #550 Swinging Towel Hanger—4 





, = 9 « swinging arm clamps hold towels © 
Suburbs Stealing a 2 securely. 
The Play From Cities Towel Rack :: = > __; Feature K-VENIENCES . .. the com- 
Th plete line...the quality line... 
ree bars for your - f 15 THE oo: 
Choose a suburban area for ‘shite Bidens te a or over 15 years, name in 
° . : . S household fixtures! 
7] opening up a new hardware busi- either side wall of a 
' ness or establishing a branch of any cupboard. 
f/ERTISED] the old one. This advice is based 
2 direct! on preliminary census reports © Attractive new counter diapley 


which show that the suburbs are has Kitchen K-Veniences on 
growing at a faster rate than both sides . . . takes less than 
the city to which they are ad- 2 sq. ft. of space .. . sells 
jacent. More specifically, taking K-Veniences faster! 

the nation’s 12 largest cities and 
their metropolitan areas, sub- 
urban residents now comprise 45 
S. PAT. OFF. pet of the area total compared 2 
with 40 pct in 1940. Moreover, “oT KITCHEN K-VENIENCE DISPLAY 
the suburbs gathered in seven ‘ : 

out of each ten new residents Witte Fv pategs and 


within the area. VIO OTE W. descriptive literature! 


(Resume reading on page 11) GRAND RAPIDS 4, MICHIGAN 
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ORDER NOW!: 


SERRATED EDGE 


KNIFE SETS 


New wider choice of Sets, 
attractively packaged for gift 
giving. Every knife cuts swift 
and smooth — the Serrated 
Edge never dulls! Prepare 
now for increased Christmas 
business with these popular 
gift items. 


NEW! 
No. 1450 
WALL 
RACK 


Five popular 
Burns knives 
for kitchen use, 
in a polished 
wood wall rack. 
Retail about 


$4.50 


NEW! 
No. 1800 ~ 
STEAK 
SET 


Durable, lovely ; 
Pakkawood handles” 
and Burns keen-cutting blades 
delight any hostess. 


To retail about $8.00 


Write for catalog showing complete 
line of sets at $2.50 to $10.00 retail. 


\ 


BURNS MFG. CO., Syracuse, N. Y. 
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WHAT'S NEW 


Latest Information on New Hardware Merchandise 





(Continued from page 13) 


ployed, it is fitted with five 
anchor studs. Dewey & Almy 
Chemical Co., Cambridge, Mass. 


General Utility Kit 


Cummins 20 piece utility kit 
provides tools for polishing, 


| sanding, drilling, cleaning and 
| buffing. Power unit is the Model 


160 Cummins electric drill. All 


the items come packed in a steel 
carrying case. The 115 volt AC 
motor has a capacity of 2200 rpm 
no-load speed. Jacobs hex key 
chuck makes changing of acces- 
sories fast and secure. Cummins 
Portable Tools, Division of Cum- 
mins Business Machines Corp., 
4740 Ravenswood Ave., Chicago 
40, Ill. , 


Garbage Receiver 


Funnelip Sani-Can, model 14- 
WE has rim on inner pail elimi- 
nating accumulation of hidden 
spillage; protecting floors, lino- 


leum and rugs. Features vitre- 
ous porcelain enamel finish on 
seamless inner container; safety 
hinge; easy tip-toe operation; 
foam rubber sealed cover. Sani- 
tary Receiver Co., Inc., Dunkirk, 
mM. 2. 


Nylon Squidding Line 

Surf King nylon squidding 
line made for full wet test per- 
formance. Line tight braid of 
coreless construction resists 
abrasion of sand and rocks in 
surf. fishing. Triple-stretch 
process employed to _ reduce 


elasticity to minimum. Packed 
in transparent plastic slide-top 
utility boxes. Sunset Line & 
Twine Co., Petaluma, Cal. 


Auto Wash 


Carbryte concentrated clean- 
ing powder to which water is 
added forming a suds that cuts 


sinsevis? 
id 
er sh 


dust, road grime and grease 
without harm to auto paint. 
Carbryte dries to a streakless 
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SOCKET COMPLETELY 
Role) 440) 


squidding 
test per- 
braid of 
resists 
rocks in 
ple-stretch 
reduce 


APPROXIMATE WEIGHT 
344 10 3% LBS. 





FEATURES 
] Blade and front strap a single BLADE AND STRAPS 


unit. No weld. FORGED FROM HIGH 
2 Blade and straps forged from 
High Carbon Steel. CARBON STEEL 


3 Back strap electrically welded to 
blade. 


4 Straps are pre-formed. 


5 Blade and lower section of socket 
carefully heat treated. , 
6 Uniformity in lift and balance of 
every tool... hang and balance 
never change. Pre-forming of 
straps the guarantee. 
7 Handle is driven to the point of frog. 
8 Unequalled strength insures maxi- 
mum value. 


FRONT STRAP AND BLADE BACK STRAP 
TESTS PROVE IT THE STRONGEST ONE PIECE OF STEEL ELECTRICALLY WELDED 


WELDED SHOVEL EVER MADE 


slide-top 






C ames 
Co) hah Your Yobber 


C 1774 ») 






PARKERSBURG, W. VA AMES BALDWIN WYOMING CO. NORTH EASTON, MASS 
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‘COMPARE and 
YOU'LL SWITCH TO 


Flexiseal's superiority to or- 
dinary glazing compounds or 
putty is so apparent that you 
can tell it from just opening a 
can. Look at it! Note Flexiseal's 
extreme whiteness and _bril- 
liance of color. Feel it! Note 
how fine, smooth and "buttery" 
it is. Smell it! Note the cleanli- 
ness of Flexiseal's odor. Every 
can of Flexiseal's the same be- 
cause every batch must be labo- 
ratory tested and approved 
before filling. 


Flexiseal Glazing Compound 
is used for wood, steel and 
aluminum sash, painting, filling 
cracks, nail holes, boat seams, 
etc. — inside or out. 


CHECK THESE IMPORTANT 
FLEXISEAL SELLING FEATURES 


Vv Easily ape Flexiseal 


sets quickly with a tough 
surface skin, but remains 
pliable underneath. 


V Hexiseal has longer string. 


V Flexiseal adheres tena- 
ciously. 

V_ Has longer life than putty. 

V Won't crack, crumble, blis- 


ter, wrinkle or stain. 


Flexiseal is priced right to give 
you a Good Profit. 


Order from your Jobber or 
write for literature and your 
nearest jobber's name. 


LANDEN PUTTY 
MALDEN 


WORKS 
MASS. 


DOD 








WHAT’S NEW 





high lustre without wiping. 
Packaged in 1 lb. packages, 16 
Ib. galvanized pails, 100 and 
200 lb. drums. Speco, Inc., 7308 
Associate Ave., Cleveland, Ohio. 


Minute Mops 


Minute Mop has two new mops, 
model 300, illustrated with a 
built-in wringer retailing for 
$3.45 and the Hydro-Matic 400, 
retailing for $4.30, an automatic 
wringer type sponge mop. Lat- 
ter has a lever setup near the 
handle center enabling user to 
squeeze water from the sponge 
mophead. Hydro-Matic enables 
user to rinse and wash the mop 


free of grease and grime without 
immersing hands in water. Min- 
ute Mop Co., Chicago, IIl. 


Plastic Salad Bowls 


Lustro - Ware plastic salad 
bowls. Large 11 in. size for mix- 
ing; smaller matching bowls for 


individual servings. Almost un- 
breakable, hot water will not 
harm them. Large size retails 
for 59 cents, 6 in. size for 15 
cents. Columbus Plastic Prod- 
ucts, Inc., 1625 W. Mound St. 
Columbus, Ohio. 


Screw-Holder Driver 


Klipxon screw driver equipped 
with a screw holder in the form 
of a spring clip which can be 


slid back up the shaft when not 
needed. Klipxon grips the screw 
through sense of feel and light 
pressure. Features Amberyle 
handle, deep flutes for easy grip 
and square shank of chrome 
Vanadium. Tool available in two 
bit diameters and many lengths. 
Retails for from 60 to 92 cts. 
Vaco Products Co., 317 E. On- 
tario St., Chicago 11, IIl. 


Motoroller Accessory 


Motoroller may be equipped 
with water tank, spray bars and 
cocoa mats for compacting bi- 


tuminous concrete and other ma- 
terial which requires drums to 
be wet to prevent adhesion. 
Accessory No. 8 retails for 
$47.50. Gabb Mfg. Co., Windsor 
Locks, Conn. 
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Cutcontrol Saw Blade 


Cutcontrol safety saw blade | 
has 8 cutting teeth; either 
chrome vanadium steel or Car- 





boloy tipped. Blade features: 
blade rigidity reducing vibra- 
tion, operators hand cannot be 
pulled into blade, kick-back 
safety, cuts all types of wood, 
produces chips, sharpens simply 
on a special attachment which 
fits any bench grinder. Cut- | 
control limits amount of wood 
removed by each tooth. PTI, 
Inc., 401 Broadway, New York 
City 13. 


Lawn Sprinkler 

Swingin’ Spray oscillating 
garden sprinkler covers a lawn 
area up to 2000 sq. ft. Adjust- 
ment allows use for smaller | 
areas. Made of stainless steel 





and aluminum with brass bush- 
ings. Retails for $9.95. Melnor 
Metal Products Co. 


White Steel Tape 


Evans White-Tape features 
black markings on white steel 
with bold numerals. High car- 
bon steel blade is tempered, 
bonderized, enameled and baked. 
Die-cast case has_ sure-grip 
edges; heavily chrome plated. 
Measures inside and out. Auto- 
matic brake prevents creep but 
does not touch surface or tape. 
Replacement blades available at | 


YOUR CUSTOMERS LOOK FOR THESE 
ELECTRICAL CONVENIENCES IN YOUR STORE 


#25450 
Push Button 


r 


#25004 
Door Opener 








ie 


SHOWN AT RIGHT: New Push Button Profit Deal. 


oo 


=KEIL= 


Since 1876, Keil has 
been bringing you 
Electrical Specialties, 
famous for the Keil tra- 
ditions of quality that 
mean service, good 
packaging, and de- 
pendable performance. 





TRINE, continuing Keil traditions, brings you its 


NEW VERSATILE TRANSFORMER ... 


a new 


type of transformer with a universal feature that 
allows it to be mounted anywhere, and eliminates 
the need for carrying extra stocks. 


#25505 
Floor Tread 


#25355 
Door Trip 





“Reliance” 
Door Opener 


! 


Door Spring 


#25308 





Ten best-selling 


styles seen at a glance! Introductory working stock of 15 assorted boxed 


units packed with display. 


Complete assortment, 25 pieces. 


Push two 


i i con 0 
displays—one for windows, one for counters—and double profits! 


Get all the details from your wholesaler today! y 
JOBBERS! Write for catalog sheets and samples. 


MANUFACTURING CORP. * NEW YORK 61 
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Manufacturers of KEIL Electrical Specialties and Mail Boxes 
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THEY WANT ‘EM 
| 


Sportsmen, 

Country Home and 

Farm Owners say the 
“Hudson Bay” is the 
Greatest Light Axe Ever! 


Used by Hudson Bay trappers on long 
trips in rough country, the Collins Hud- 
son Bay Axe is the ideal combination of 
light weight for convenience, plus power 
for man-sized cutting jobs. 

* 

Head: Two pounds of keen-edged, 
deep-biting steel—4-inch cut. Handle: 
23 or 27-inch tough hickory — long 
enough for two-hand swing — short 
enough to pack or carry at belt. Retails 
at $3.40. Belt sheath at $1.30. 


Twin in 

Popularity i 

for Camp, Cottage 

or Trail is the Handy 
Cutting Collins Machete! 


For bushing out trails, or clearing 
around camp or cottage, there's no finer 
one-hand edged tool than the easy-to- 
handle, keen cutting machete. 

* 

Blade: Forged steel—I7-inch, nearly 
Yg-inch thick at back — ground. and 
polished. Handle: Tough, black plastic, 
firmly riveted. Retails at $2.00. With 
decorated sheath, genuine cowhide, 
sewn seam and belt loop — the two 
retail at $4.75. 


YOUR JOBBER 
P OR WRITE FOR DETAILS 


Nx Siare 1 


AXES and MACHETES 


The Collins Company, Collinsville, Conn. 
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45 cts. for 6 ft. Retails for 98 
cts. 6 ft. length, $1.19, 8 ft., 
$1.49, 10 ft. Evans & Co., 57 
Branford St., Newark, N. J. 


Small. Lantern 


Dietz Comet lamp for use in 
home in emergency, or dark gen- 
eral use. Comet is¢made exact- 
ly like the larger Dietz lanterns. 
Holds a half pint of kerosene 
that burns for..12 to 15 hrs. 
Features 4 candle power, 2 in. 


O32 LIGHTS UP THE Hig 








For Boys, Girls and Grownups 


A Practical DIETZ Lantern at the Price of a Toy 
wick, clear globe. Finished in 


red enamel. R. E. Dietz Co., 225 
Wilkinson St., Syracuse 1, N. Y. 


Norris Cookware 


NorrisWare copper’ bottom 
stainless steel cookware features 
vapor seal covers permitting 
waterless cooking. Covers have 
a hemmed edge. Improved line 
equipped with a hanger that 
slips into the end of the handle. 
Hanger snaps out and stays in 
position for storage. Square 


bead provides added strength. 
Egg poacher that fits 9 in. and 
larger fry pan available. Made 


of chrome plated wire; four 


stainless steel egg cups. Norris 
Stamping & Mfg. Co., 5215 §&. 
Boyle Ave., Los Angeles 58, Cal. 


Bolt Die 


Ridgid OOR-B bolt die pipe 
tool consists of a ratchet drive 
ring and handle with 10 die 
heads fitted with %4 to 1 in. but- 
ton dies, both National Coarse 
and National Fine Thread avail- 
able. Set equipped with patented 
carrier. Button dies easily re- 
versed. No adjustment for 
standard threads, easy adjust- 
ment for under or oversize 
threads. The Ridge Tool Co., 
Elyria, Ohio. 


Tubular Lock Sets 


Tubular lock sets made of 
heavy steel, rust proofed parts 
with solid brass trim; no die 
cast parts. Key-In-Knob set 
with removable plug simplified 
rekeying. Latter set is supplied 
with automatic releasing button 
or vestibule action. Button-In- 
Knob bath and bedroom sets 
have matching passage and 


closet sets. No screws in roses. 
Safe Padlock & Hardware Co., 
Lancaster, Pa. 
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Gas Heater 

Silent Sioux gas heater, GH 
1050, equipped with twin radia- 
tors and vertical tube through 


combustion chamber. Gas input | 
is 70,000 BTU per hr. Unit | 


burns all gases in cast iron re- 


movable burner. Vented unit, | 
has built-in draft diverter. Con- | 
trol provides 100 pct shutoff, | 


pressure regulator and manual 
control. Thermostatic control; 
three way rheostat controlled 
floor level forced air circulation 
optional. Silent Sioux Oil Burner 
Corp., Orange City, Iowa. 


Handwarmer Fluid 


Jon-E’ handwarmer fluid pro- 
vides maximum performance, 


clean burning and long periods fF 


between refilling. May be used 


for cigar and cigarette lighters. 
Aladdin Laboratories, Minne- 
apolis, Minn. 


Paint Brushes 


Certified paint brush line em- 
bodies the quality, construction 
and specifications associated 
with Whiting-Adams but is con- 
servatively priced. Line identi- 
fied by an all-gold handle stamped 
with Certified Whiting-Adams. 
Top grade Chinese hog bristle 
used in brushes. Line consists 
of varnish, enamel, oval, wall, 
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te oo it’s awfully good netting of 
course, but I think Pa overdone it a little.” 


BRAND 


‘WIRE NETTING 


No matter how much—or how little—they use, your customers 
will like Cortland Brand Wire Netting. And that means more sales— 
and more profits—for you. 


Cortland Brand's outstanding features—its heavily galvanized 
finish . . . easy handling . . . uniform mesh. . . and extra strength— 
have made it a profitable, best-selling netting. Made from finest 
corrosion-resisting, open-hearth steel, it meets U. S. Department of 
Commerce, National Bureau of Standards’ specifications. 


CHEG stock ... then order CORTLAND Brand Wire Netting today. 


HEXAGON POULTRY NETTING Available in 1”, 1'2” and 2” mesh. 
20 gauge wire. Standard widths—1I2” to 72”. Furnished in bales of 150 
linear feet. Galvanized before or after weaving. 


ANIMAL PEN NETTING Heavy grade hexagon netting galvanized after 
weaving for heavy duty purposes. Includes*Fox, Mink, and Crab-Pot Net- 


ting. In %”, 1”, 112”, 2” and 3” mesh. Wire gauges from 14 to 19. 
Standard widths from 12” to 72” and in roles of 150 linear feet. 


HARDWARE CLOTH Standard and heavy grades. Uniformly woven, heavily 


galvanized and available in standard widths and meshes. In 100 linear 
foot rolls. Also All-Welded Wire Cloths in 2”, %” and |” mesh. 


Ge eR. | 


WIRE SCREENING * NAILS 2 BRADS - HARDWARE CLOTH 


WICKWIRE BROTHERS, INC. 
Cortland, N.Y. 

















MEET 


LEIGH SIMMS 


of Wm. Simms Hardware Co. 


Minneapolis, Minn. 





...and read what he says 
about KLEAN-STRIP: 


® “We were looking for a good 
paint and varnish remover and we 
bought Klean-Strip. I tried it and 
convinced myself it was really good. 
As soon as our customers tried it, 
they began to come back and ask 
for it by name, again and again. 
‘“Klean-Strip’s one-minute demon- 
stration kit sells more customers 
every day. They can see for them- 
selves that it breaks away the old 
finish instead of just dissolving it 
like other removers. Everybody likes 
Klean-Strip because it leaves a 
clean surface, ready for refinishing 
without expensive after-wash or neu- 
tralizing—and no danger of fire. 
“Our volume of Klean-Strip has 
amazed us. I can truthfully say that 
we have tripled our remover busi- 
ness. It has also increased our store 
traffic and been a material aid to 
paint sales. Klean-Strip brings back 
more customers than any other 
single specialty paint item we carry.” 











DEALERS: For free sample 
of Klean-Strip, write 
W. M. BARR & CO. 
2342 §. Lauderdale 
Memphis, Tenn. 


LEAN-STR 


Clean © Safe ® Easy to Use 
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WHAT’S NEW 





stucco, flatting brushes and sash 
tools. Whiting-Adams Co., Inc., 
690 Harrison Ave., Boston 18, 
Mass. 


Paint Cleaner 


Dirtex cleans all washable 
surfaces, leaves no streaks or 
film. Requires no rinsing or 
wiping dry. Harmless to hands 
and surfaces. Mildly ammoni- 
ated pink granules turn water 
into a_ green solution with 
slight, soapless suds that float 


ages 


anaes 


SAVOGRAN 


Mo Rinsing 


CLEANS | 


7 " 
Kind to Hands 1 if 0 Magic! 
ie 4 


dirt away. Red, white and black 
| packages retails for 25 cts. The 


Savogran Co., 25 Huntington 


| Ave., Boston 16, Mass. 


Long Steel Tape 


Master Longboy steel tape, % 
in. wide, rewinds automatically 
with pressure on center plate. 


| Made now in 50 ft. lengths and 
| will be available in 100 ft. 
| lengths. Formed steel case, cov- 


| 


ered with fabricoid, is sealed 
against dust. Tape made of high 
carbon spring steel, _ nickel- 
plated. Tapes replaceable, gradu- 
ations black. The 50 ft. model 
retails for $11. Master Rule 
Mfg. Co., Inc., Middletown, N. Y. 


Huffy-Convertible 


Huffy-convertible tank model 
20-in. bike features: Double 
strength, two sided full coverage 


chain guards; ball bearing 
wheels heavily dished; chrome 
truss rods. Wheels equipped with 
larger molded rubber semipneu- 
matic tires on the removable 
wheel assemblies. Models in red, 
maroon, dark blue and light blue. 
Retails for $54.95. Huffman 
Mfg. Co., Dayton, Ohio. 


Electric Water Heater 


V’Co Fast Way portable elec- 
tric water heater raises the tem- 
perature of a gal. of 59 deg. tap 


or well water to 100 deg. in less 
than two minutes. Heat water 
for bathing, washing, shaving, 
cleaning milk pails, cream sep- 
arators, etc. Maker offers sam- 
ple to dealers who have not han- 
dled the item up to now. V’Co 
Electric Appliance Co., 11 E. 
Hubbard St., Chicago 11, IIl. 
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TUBULAR FIBERGLASS 
FISHING ROD BLANKS 
AND KITS 


| 
. we would all three like to see 
Please | 
| 
| 


you of the hardware world. 
come in and meet .. . 


LEE 
HARTER 





VIRG 
JACKSON 


*814 


GRAND CENTRAL PALACE 





PACIFIC LAMINATES 
1550 Newport Ave. 
Costa Mesa, Calif. 
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| out streaking or 


| wall materials. 
| hour. 
| or $4.69 per gallon. 
| win-Williams Co., 101 Prospect 


| diameter and 25 in. 


WHAT'S NEW 





Storm Jacket 


DriClad storm jacket made of 
vinyl-type water-proof material. 


SELL ROEBLING BRONZE 


INSECT WIRE SCREENING. . . 


Action-free jacket has extra wide | 


collar, snap fasteners, detachable 
parka hood and pocket size pouch 


pack. Weighs 7 oz. and is packed | 


in three color carton. Retails for 
$5.45. DriClad Division, W. Shan- 
house Sons, Inc., Rockford, IIl. 


| Interior Wall Paint 


Super-Kem-Tone ready-to-use 
paint provides deep colors which 
apply as easily as pastels with- 
lap marks. 
Paint is washable, water-re- 
pelient and dirt-repellent, re- 
sisting ink and crayon. Has a 
velvety finish with a slight angu- 
lar sheen. Applies well on wood, 
brick, metal and other interior 
Dries within an 
Retails at $1.49 a quart 
The Sher- 


Ave., Cleveland, Ohio. 


Price Correction 

Villa French Fried potato 
cutter retails for $3, instead of 
the $2 price published in the 
Aug. 10th issue. Burns 
Co., Syracuse, N. Y. 


H yKon Reelift 


HyKon Reelift handles large 
cable reels up to 2000 lbs. When 
mounted, reel revolves on the 
axle with ease and cannot get 
away or upset. Broken flanges 
cause no difficulty. No matter 
what the condition of the reel, 
it can be handled with the Hy- 
Kon Reelift. One man can 
mount 1000 Ib. reel, two men 


| can put up a ton or more. Model 


RL 25 handles reels up to 36 in. 
overall 


Mfg. 





tops for service—tops for sales 


SELL ROEBLING GALVANIZED 
STANDARD HARDWARE CLOTH... 


for longest wear...for repeat orders 


ROEBLING Bronze Insect Wire 
Screening is a product your customers 
want because’it lasts longer... complies 
with commercial standards CS-138-49. 
Comes in Bright and Antique Finish; 
100-foot rolls and all standard widths, 
in sturdy cartons . . . Roebling Galvan- 
ized Standard Hardware Cloth is uni- 
form in weave. Hot-dip galvanizing 
welds joints and affords top rust-resist- 
ance. Meets U. S. Bureau of Standards 
requirements CS-132-46. Comes in 
100-foot rolls, firmly strapped with 
steel bands; 2x2, 3x3, 4x4 and 8x8 
mesh; full range of widths. 

Mail coupon today for all the facts. 


FOR WOVEN WIRE SCREENS... 


WOVEN WIRE 
FABRICS DIVISION 


ROEBLING, NEW JERSEY IR 


Woven Wire Fabrics Division ; = 
John A. Roebling’s Sons Co., Roebling, N. J. 
Gentlemen: Please send me full information 
about your Bronze Insect Screening and Gal- 
vanized Hardware Cloth. 














BECAUSE IT’S PRICED RIGHT... BECAUSE IT’S EASIER TO 
INSTALL... BECAUSE IT’S LIFETIME WARRANTED... 
BECAUSE IT’S PROFITABLE 


Be Careful =< 


SELL 


DEXTER 





the 
lifetime 


lock 


NATIONAL BRASS COMPANY [iitisentesesesis 


Manugiecticrerd of America’ trad lubuher Lock Knoxville, Los Angeles, Milwaukee, New 


York, Omaha, Philadelphia, St. Lovis, San 
Francisco, Syracuse, Tampa. 


In Canada: Dexter Lock Canada Ltd. 
Guelph, Ontario 
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HUSKY BIG BEARING 


IER TO BETWEEN KNOB AND 
SOLID BRASS! ROSE, FOR HEAVY 
ED AND LOOK | DUTY SERVICE! 
. AT THAT : ogo 
; “JEWELER’S : ag , ' 
‘| ‘ Oe M SK NO POT METAL! 
TABLE | simisu : — ALL WORKING PARTS 


COLD ROLLED STEEL! 


> LARGEST HOLE 
TO BORE 'H," 
INSTALL IN 6 MINUTES! 


MY, 


@ Say 
Co WET 


DEXTER EXCLUSIVE 
ARMORED CYLINDER! 











Use Dexter Bit Guide for In one hammer blow, Insert Dexter lock, posi- 
uniform boring of locks cut all four sides of 14.” tion the ‘knobs, attach 
and latches. Largest face plate mortise, with the tie bolts... and the 
hole required, '5/5”. Dexter Marking Tool. job’s done! 


WRITE FOR DESCRIPTIVE LITERATURE ON 
Dexter Locks and Latches, Builders, Cabinet, Screen Door and Shelf Hardware 
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Rack Up More Sales - Rake in More Profits 
ot) REEVE Shure Sell 
GARDEN TOOL 

DISPLAYE 





The new improved REEVE Shure Sell 
Garden Tool Displayers are being wel- 
comed by hardware men everywhere 
as the most practical, economical and 
sales-producing advancement in gar- 
den tool displayers in the past 10 years! 
Easy to Install... Last a Lifetime... Steel 


for Strength . . . Riveted Construction for 
Durability .. Durashine for Gleaming Beauty! 


SHOVEL 
DISPLAYER No.418 
Holds 6 long handled shovels, 
spading forks, cultivators, lawn 
edgers or similar tools. 


RAKE— PITCHFORK 
DISPLAYER No. 420 
Holds 8 rakes or pitch- 
forks in a neat step- 
down row. 


HOE DISPLAYER No. 417 
Slanted single bar with 8 
slots for hoe display. 


Flexible, Interchangeable 


Items above are slotted for 


&) use on steel rails...Or 
OK Za may be screwed direct 
‘v to wall. Displayer rails 


\ 
supplied as shown. 
WOOD CABINETS ARE NOT FURNISHED 


“D” HANDLE TOOL DISPLAYER No. 09 


— Used in pairs these steel 
SBA brackets provide space 
saving displayers for 
posthole diggers, forks and other tools best 
displayed at floor level. 
Send now for brochure giving 
full description. 
Our New Catalog Just Off the Press! 
Send for it today! Hundreds 
of new improved items from 
ticket holders to large display 
units. 


REEVE 


REEVE COMPANY 


Serving America’s Retailers since 1913" 


2220S. Grand Ave. Los Angeles 7, Calif 











WHAT'S NEW 





width. Model RL 31 up to 42 in. 
diameter and 31 in. overall 
width. Shipping weights 60 and 
85 lbs. respectively. HyKon 
Mfg. Co., Alliance, Ohio. 


Jet Water System 


Meteor packaged jet water 
system delivers 500 gals. of wa- 
ter per hr. A fresh-water pump, 


the 1% gal. storage tank serves 
as an air cushion to maintain 
even pressure whenever a faucet 
is turned on. Tank pressure is 
in 20-40 lb. range. Retail price 
is equal to or lower than most 
comparable reciprocating 250 
GPH shallow-well systems avail- 
able. Barnes Mfg. Co., Mansfield, 
Ohio. 


Florence Gas Ranges 
Embassy ‘gas range line has 

added four 40 in. models. Fea- 

ture Vita-Flame giant griddle 





| 


| burner and cast aluminum grid- 


dle; white porcelain-lined roast- 
ing pan with poultry rack, choice 
of chrome or titanium porcelain 
lamp case. Florence Stove Co., 
205 School St., Gardner, Mass. 


Sports Shirts 


Tapatco sports-designed shirts 
feature double shoulder yokes; 
pleated back; two large button 
flap pockets; specially formed 
collars and interlined cuffs for 
comfort. Made in 914-0z. pure 
wool, six colors; 7-0z. rayon and 
virgin wool in six colors, and 
15-oz. virgin wool in t*vo colors 
of buffalo plaid. The American 
Pad & Textile Co., Greenfield, 
Ohio. 


Metal Cleaner 


Kwick Krome cleaner, a paste, 
cleans all metals, marble, por- 
ceiain terrazo and enamelware. 
Will not scratch surface. Paste 
remains on surface during rub- 
bing action. Removes _ insects 
from auto grillwork and glass. 
Available in 12 oz. jar, for 49 
cts., 1 qt. size can, $1.35 to $1.50 
and 1 gal. at $3.60 to $4. John 
H. Marrs, 4500 W. Thomas St., 
Chicago 51, IIl. 


Rifle Rear Sight 


Special rear sight, R Series, 
for Remington rifles, similar in 
appearance and identical in 
sighting qualities to Marble’s 
flexible rear sight, but not 
flexible.. Can be folded down to 
the tang. Made in four models 
and retails for $5. Each sight 
is complete with Discs No. 1 
and No. 2 having different aper- 
tures. Marble Arms & Mfg. 
Co., 395 Delta Ave., Gladstone. 
Mich. 


Oval Roaster 


Three-in-One Bluestone oval 
roaster serves as a covered unit 
or as two open roasting pans. 
Equipped with side handles, it 
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supe FIRE PROFIT MAKER/ 


Use in 


\NDUSTRY 
MAINTENANCE 
MILLWORK 
BUILDING,» 


PORTER-CABLE 


SANDER 


a Yew 4=-INCH BELT SANDER FOR LARGE AREAS... 


It’s the newest member of the fast moving Speedmatic family of quality tools—and 
a “can’t miss” profit item. The Model 500 Sander answers a big need in four important 
fields — industry, maintenance, woodworking, building —for an easy-to-use sander 
that turns difficult, large area surfacing work into a quick, easy job. BALANCE is 
the reason — balance and a powerful motor that spells s-p-e-e-d! 


WHAT IT DOES: Smooths the roughest sur- 
faces to a velvet finish—polishes sheet metal — 
removes stock in heavy cuts—removes saw and 
cutter marks; soiled spots, digs, and scratches; paint 
and varnish — rounds glass edges — burrs, chamfers, 
rounds corners. In fact, it “eats up” every job re- 
quired of a large area sander. And it does these jobs 
without gouging, without dust — and with amazing 
speed and ease of operation. 


WHAT IT FEATURES: 1. Greater maneu- 
verability through perfectly balanced weight distribu- 
tion —low center of gravity —firm rest on broad 
belt. 2. Improved dust collecting system with low 
position bag that keeps out of way and can be moved 
to right or left of handle. 3. Air cooled motor with 
silent chain transmission. 4. 25 sq. in. of working 
area for uniform, gouge-free, large area surfacing. 
5. Plastic front and rear grips that won’t chip or 
peel — will keep cool. 


Place your order for Speedmatic Model 500 Sanders today —they're real business getters 


PORTER - CABLE Machin 


f SPEEDMATI 


In Canada: Strongridge Ltd., St. Catharines, Ont 
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2629 N. Salina St. 
€ Co. Syracuse 8, New York 
fom 10) / 40m alta, if 


The BALANCED Line 

















You profit by CLEVELAND'S 


policy of Specialization 





Keeping “expert” in producing only Cap Screws, Set Screws 
and Milled Studs is assurance that Cleveland’s policy of 
Specialization brings you Top Quality Fasteners you can be 
proud to sell. We concentrate on making a few items well 
... It’s important, too, that by specializing we can make 
the much abused word “Service” really mean something .. . 
It pays you to stock and sell Cleveland Top Quality Fasteners. 


THE CLEVELAND CAP SCREW COMPANY 


2917 East 79th Street, Cleveland 4, Ohio 
Warehouses: Chicago, Philadelphia, New York 











WHAT'S NEW 


holds 4 lb. fowl or 7 lb. roast. 
Designed for small families, it 
measures 12%4 by 8% by 5 13/16 
in. Roast can be prepared, stored 
in the refrigerator and reheated 
in the same unit. Retails for 79 
cents. The Federal Enameling & 
Stamping Co., Pittsburgh, Pa. 





Ben-Hur Freezers 


New line of farm and heme 
freezers, 8.5, 12.5, 16 and 20 
cu. ft., featuring more storage 





capacity in less floor space, and 
carrying the Ben-Hur R.O-P. 
tag. Tag signifies record of 
performance during testing at 
factory. Models equipped with: 
separate freezing compartments, 
slamless fingertip lift covers, 
taperproof cold controls, Quik- 
Sight temperature indicators, 
hermetically sealed fiberglas in- 
sulation and refrigeration unit. 
Ben-Hur Mfg. Co., 634 E. Keefe 
Ave., Milwaukee 12, Wis. 


Maintenance Enamel 


Dixon maintenance enamel line 
for all types of surfaces, is com- 
prised of 16 colors. Engineered 
to withstand abrasion, vibration, 
chipping, water and weather, 
enamel drys to a hard, non-fad- 
ing gloss. Joseph Dixon Crucible 
Co., Paint Sales Division, Jersey 
City 3, N. J. 
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Globe Bank 


Accurate relief map in five 
colors, 15 in. in circumference 
rotating on regulation meridian 


ilies, it Fea 
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red, stored bit a of 
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Drawn Aluminum 


MAILBOX 


MEANS NEW PROFITS 
FOR YOU 


@ Sturdy drawn-aluminum construction. 
@ Beautiful, satin-etched, non-reflecting finish. 
@ Ultimate in authentic modern designing. 


; 5 in. high. 
— Stands 1% in mi @ Truly leak-proof. Special wall-free mounting. 


Weighted base. Coloring system 


pace, and 


and natural boundries conform 
to standard map making proce- 
dure. Bank takes coins, paper 
money. Turn lock opening hid- 
den in base. Individually boxed, 
12 per carton. Commonwealth 
Plastics Corp., Leominster, 
Mass. 


@ Highly-tooled, precision workmanship. 

© Pilfer-proof, fool-proof, rust-proof, handy. 

@ Cannot stain house walls—made to last. 

Here's a truly modern mailbox that anyone 
would be proud to have. Adaptable to any style 
of home. Advertised nationally in consumer 
magazines, NEVARUST means sales for you. 
Distributed nationally 


through recognized hardware jobbers. 


B&M METAL PRODUCTS CORP. 


r R.O.P. 
ecord of 
esting at 


Jacuzzi Water System 
Jacuzzi Aquamat,  one-unit 


stainless galvanized steel pres- 
sure tank encasing the clase- 
coupled jet pump and 1/3 h.p. 
slow speed horizontal motor. 
Water system is 27 x 16 in. 
ion unit. Pumps 250 gal. per hr. from 
E. Keefe 


Ss. 


amel line 
; is com- 


Crucible 
, Jersey 


depths to 22 ft. Delivered as- 
sembled. Retails for $89.50. Ja- 
cuzzt Bros., Inc., Richmond, Cal. 


All Purpose Board 


Utila board with five suction 
cups to prevent tilting and slip- 
ping. Smooth sanded hardwood, 
board is 11 x 14 in. Design 
makes an over-hanging ledge 


Wea ‘ , | 
- 14 FACTORY STREET + CEDAR GROVE, N. J. 
water system with a 10 gal. 
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You Never Make 

a Mistake — but 

ALWAYS A PROFIT 
When you Sell 


MARBLES auipment 


No. 45 Ideal $3.50 and $4.00 


MARBIES Somwneees STYLES 


Wrist, Pin-on 
and "Pocket 
Models. 

Guaranteed 
dependable. 


$1.50 to 








Sheard Gold 
Front $1.75 


we Flat Top Rear $2.00 


Pete 
Peat $2 Gp ceteectese 


Seater 


Standard Front 
$1.25 


sigh, Terr. 
a. ise ~ — ecreer Leaf $2.00 


Jointed Brass or Steel Rifle Rod $1.50 
we ee) 
One Piece Rod $1.25 For Revolver 60¢ 
Order from your Wholesai-- 
Catalog on Request (A-244) 


MARBLE ARMS & MFG. CO. 
540 Delta Avenue Gladstone, Michigan 
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WHAT'S NEW 





that fits with its hinged stop on 
cabinet, table or shelf. Good as 
surface for cutting, slicing or 
chopping of food. Retails for 
$2.49. General Slicing Machine 
Co., Inc., Walden, N. Y. 


Kitchen Accessories 


Decoware in a Tulip design 
includes 15 pieces of  litho- 
graphed all metal kitchen acces- 
sories in yellow or red. Consists 
of four piece canister set, three 
different type bread boxes, cake 
safe, match safe, salt and pep- 
pers, waste basket, step-on ref- 
use can, dust pan and jumbo 
basket. Retail prices range from 
89 cents for canister set, to 
$1.29 for 10 qt. refuse can. Con- 
tinental Can Co., Inc., 100 E. 
42nd St., New York City 17. 


Dormeyer Toaster 


Toastmaker keeps toast hot 
without burning. Features an 
electric toast timer, compensat- 
ing thermostat to assure uniform 


| color without pre-heating; chek- 


it lever gives two shades of toast 
at one setting. Opens to permit 
tray to be cleaned. Retails for 
$19.25. Dormeyer Corp., 4316 N. 
Kilpatrick Ave., Chicago, Ill. 


Latch, Lock Sets 


Harris new line of tubular 
latch and lock sets for residen- 
tial use feature: Baked-on plastic 
coating over the brass finish of 
all exterior parts, all inner steel 
working parts zinc-chromated, 
extruded brass tubular latch bolt 
operating through an improved 
type of duel-spring action. Line 
offers traditional front door 


handle sets; a choice of inside 
sets including the French-shank 
design; and screen door sets 
with 2-in. knobs. Knobs secured 
with Dardelet screws. Harris, 
Inc., Columbus, Ohio. 


Air Light line 


Assortment of quality lines, 
each made up of plastic bobbers, 
25 Ib. test twisted Nylon line and 
an imported Norwegian Mustad 
hook. All properly tied and put 
up as a kit so sinker and float 


are matched. Lines individually 
carded in four sizes: Air Bob, 19 
cts., Air Cast Jr., 25 cts., combi- 
nation casting and still fishing; 
Air Cast Sr., 35 cts., combination 
casting and still fishing. Air 
Float, 29 cts. Plastic bobbers 
made of non-fading colors. Air 
Light Products Co., Omaha, Neb. 


Band Saw am | 


Darra-James cast iron band 
saw with accurately machined 
rubber-crowned wheels. Saw cuts 


to the center of an 18 in. circle 
and up to 4% in. depth of cut. 
Features upper and lower adjust- 
able brass blade guides with blade 
backing wheel. Ground cast iron 
table tilts to 45 deg. Toolkraft 
Corp., Springfield, Mass. 

(Resume reading on page 13) 
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“VANKEE™ 


Push Drill No. 45 


Fast—that’s the way 
the NEW “Yankee” 
No. 45 Push Drill 
works. Designed to 
speed drilling in 
wood or plastics. 
Ideal tool for crafts- 
men, hobbyists and 
handymen, Order 
NEW “Yankee” No. 
45 Push Drills from 
your jobber .. . dis- 
play- them in this 
colorful Merchan- 
diser ... then watch 
them MOVE FAST. 














"YANKEE" 
No. 45 Push Drill 


Rugged, depend- 
able drill comes 
complete with mag- 
azine handle and 
eight drill points — 
1/l6th to 11/64ths. 
Improved chuck 
locks drill points in 
place. Flange on 
handle makes handy 
thumb rest. 


lay three No. 
ush Drills in 
eye-catching 
5M Merchan- 


diser. It’s your on- 
the-spot salesman 
that stops customers 


+ mokes sales. 


NORTH BROS. MFG. CO. 


Philadelphia 33, Pa. 


“YANKEE” TOOLS | STANLEY | THE TOOL BOX 
NOW PART OF OF THE WORLD 
ow US Pot. OM, 








TO HELP YOU SELL 


New Displays and Other Dealer Sales Helps 





(Continued from page 13) 
tive physical properties of dif- 
ferent types of fasteners. Rus- 
sell, Burdsall & Ward Bolt & 
Nut Co., Port Chester, N. Y. 


Universal Display 


Home Cleaning Center dis- 
plays all models of the Universal 
cleaning equipment at _ once. 


Photo prints on display show 
how attachments may be used. 
Landers, Frary & Clark, New 
Britain, Conn. 


Garden Tool Display 


Display features the Snap-Cut 
pruner, lighter, lady’s model of 
the Snap-Cut; improved Ezy-Cut 
grass shear, standard Ezy-Cut 
and a new shape serrated blade 
hedge shear. Unit occupies 1 sq. 
ft. of space. Pruning guide 
prominently displayed. Seymour 
Smith & Son, Inc., Oakville, 
Conn. 





Miniature Dishwasher 


Youngstown’ Kitchens Jet 
Tower, Jr., miniature working 
model of the 27-in. automatic 
dishwasher. Loaded with tiny 
plastic dishes, this miniature 
employs the jet tower water ac- 
tion principle spinning whirling 
streams of water. Jet-Tower Jr. 
is used as a demonstrator for 
window displays and as a toy. 
Youngstown Kitchens, Mullins 
Mfg. Corp., Warren, Ohio. 


Axe Display Stand 


Axe display stand with tubu- 
lar steel legs features an axe on 
each of its four sides with space 
inside to hold a reserve stock. 
Holds single and double bit 
axes. Occupies 18 sq. in. of floor 
space. Panel hooks hold axes 


with edges close to steel plate 
display panels. True Temper 
Corp., 1623 Euclid Ave., Cleve- 
land 15, Ohio. 


Nylon Home Sewing 


Nylon home sewing two color 
bulletin provides data to aid 
sewer achieve best results with a 
wide variety of nylon fabrics. 
Illustrated with informative 
sketches. Nylon Division, E. I. 
Du Pont De Nemours & Co., Inc., 
Wilmington, Del. 
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Gillespie Window Display 
Three sectional two color win- 


dow display featuring the Bull 
Dog line—paint removers, Hold 


Tite and brush cleaner. Gillespie 
Varnish Co., Jersey City, N. J. 


Bar Solder Display 


Machine-cast Castomatic bar 
solder advantages featured on 
a lithographed easel-back poster, 
16x22 in. Included on poster is 
a pocket for distribution of 
literature. Available on request. 
Federated Metals _ Division, 
American Smelting & Refining 
Co., New York. 


Darra-James Catalog 


Darra-James power tool cata- 
log and price list is available. 
Includes specifications and illus- 
trations of all the tools in the 
line. The Toolkraft Corp., 
Springfield, Mass. 


Luminous Knives 


Glo-Knife pocket knives with 
handles made of an unbreakable 
luminous plastic which glows for 
several hours after short ex- 
posure to light. Two patterns 
available—single blade Switch- 
back knife, retails for 98 cents, 
and four blade camp knife, re- 


t 
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Coburn #500 Swing-Over Garage Door Hardware Set. Fur- 
nished in a complete package, ready for easy installation. 


oor 
Hardware 


Coburn Fire Door Hardware. Closes fire doors automatically in case of fire. 
Manufactured to specifications of National Board of Fire Underwriters. 


IS A PROFIT-MAKER FOR YOU 


A profitable market, both on new and remodeling jobs, is 
waiting for you. Coburn Sliding Door Hardware features low 
installation cost, convenient operation, and long, trouble-free 
life. With Coburn, you're able to offer a complete line of door 
hardware for:garage, barn, overhead, straight-sliding, sliding- 
folding, around-the-corner, roundhouse, folding partition 
and fire doors. 


Write today for Catalog #200 Sliding Door Hardware and #210 Fire Door Hardware 


COBURN PRODUCTS 


A Product of WICKWIRE SPENCER STEEL DIVISION OF THE 
COLORADO FUEL AND IRON CORPORATION 


Sales Engineering — 56 Sterling Street, Clinton, Mass. 

Executive Office — 500 Fifth Avenue, New York 18, N. Y. 

Sales Offices — Atlanta * Boston * Buffalo * Chicago * Denver * Detroit * Philadelphia 
Pacific Coast — The California Wire Cloth Corp., Oakland 6, Calif. 
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Why these 


fad 


Handy-Pack 


Bolt Cartons 
are preferred. 


By Hardware Jobbers jecause the 
rugged Handy-Pack is a better product 
and an easier product for jobber salesmen 
to sell. Retailers go for the Handy-Pack... 
jobber sales go up. 


Rugged open 
drawer 


By Hardware Stores pecause the cover 


can be used as a rugged open drawer in bolt 
cabinets. No opening cartons everytime you 
make a sale. And you never have broken 
cartons, spilled or mixed bolts. 


@ Handy-Packs contain the same 
small lot quantities of bolts that 
have been standard for years. Cut 
thread carriage and iodides bolts 


® have nuts attached as always. 


Certified 
Reshippable 


Hove 
O€ 


Sealed with 
nylon tape 


By Industrial Distributors because 
these rugged cartons can be handled or even 
dropped without breaking. They can be 
stacked fast and efficiently. They save time 
and labor in the warehouse. 


RUGGED HANDY-PACK 
CARTONS are made 
of corrugated board... 


with a certified bursting strength from 125 
to 200 Ibs. per sq. in. depending on bolt size. 
The cartons are packed in wooden boxes... 
can be ordered in carload or less-than-carload 
lots. Every carton is sealed with nylon tape 
---is certified reshippable. Tying and wrap- 
ping are dhetiasial Cen you reship them. 
Once you try rugged Handy-Packs, you'll 
never again want bolts in ‘paper’ cartons. 
Enjoy ali the advantages of the rugged 
Handy-Pack by sending your bolt orders to 
Buffalo Bolt Company. 


WRITE for this free circular on quantities 
and weights of Handy-Pack Cartons. 


BUFFALO BOLT COMPANY 


North Tonawanda, N. Y. 


Sales Offices in Principal Cities. Export Sales Office: 
Buffalo International Corp., 50 Church Street, New York City 


PRODUCERS OF CIRCLE ® PRODUCTS — BOLTS * NUTS « RIVETS AND SPECIAL FASTENERS 
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tails for $1.50. Both feature: 
high carbon steel blades, solid 
brass linings, and solid nickel- 
silver bolsters. Both displayed 
on cards treated with Day-Glo. 
Camillus Cutlery Co., Camillus, 








We Es 


Arms-Ammunition Displays 


Western-Winchester flexible, 
year-round, full color display 
units include 10 circular intér- 


changeable panels. Base units 
devoted to center fire with illus- 
trations of deer, elk or bear; 
shot shell with ducks, quail or 
pheasant; rim fire with pest 
hunting, plinking and_ target 
shooting. Window _ streamers 
provided for each base unit. 
Western Cartridge Co., Winches- 
ter Repeating Arms Co. East 
Alton, IIl. 


Kromex Merchandiser 


Plastic and chrome shelf ar- 
rangement with samples of the 
entire Pantry Partners line. Dis- 
play units include: Bread kabi- 
net, kanister set, range set, spice 
set, chef set, salt and peppers, 
kakovers and waste basket. Kro- 
mex Corp., 880 E. 72nd St, 
Cleveland. 
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Paint Brush Display 


Paint brush display rack, 
topped with slogan, “Better 
Brushes for Better Painting” 


>» SHeRwin-WHLIAMS 


ES 
TER BRUSH 
BioR BETTER PA 


includes brushes for non-profes- 
sional users in 27 sizes and seven 
assorted styles. Rack is 19 in. 
high, 26 in. wide and 18 in. deep. 
The Sherwin-Williams Co. 


Contractors’ Action Plan 


An A-B-C procedure booklet 
to help plastering contractors 
make more money. Action Plan 
details a program to gain more 
profitable business for the 
plastering trades. Kit has guides 
for sales promotion and hiring 
salesmen. Keystone Steel & 
Wire Co., Peoria 7, Il. 


Cory Promotion 


Selling program for the Cory 
electric knife sharpener is based 
about the theme: Bring In Your 
Knives and Sharpen Them Free. 
Kit includes: three sharpeners, 


ELECTRIC 
KMIFE SHARPENER 


Foncricas Mowat Kitrhan A axlaney 
\} 


Sharpens every knife 


Cond Fh nf —— 


self-demonstrating counter dis- 
play, store streamer and invita- 
tion postcards. Kit is No. 1426 
promotion and is available free 


HARDWARE AGE, SEPTEMBER 7, 1950 


NEW! PORT-O-OVE 
The oven of a HUNDRED uses that is 
setting new sales records everywhere! 


Shipped nested. Retails about $1.49 


SINGLE LOAF PANS 
5% x9%x2% 


BISCUIT PANS 
9x 14x1% 


PPING PANS 
x 10x 2% 12 x 17 x 2% 
10 x 14x 2% 16 x«l7 x 2% 


LE ROASTERS 
No. 2~ 8x 12x6 No: 6-11 x 16% x8 
No, 4-10x 15x7 No. 7~13 x 188 
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No. AVG Victor Stop-Loss — designed 
by experts, built to highest standards. 
Sturdy construction, effective action...a 
trap that catches and holds. For muskrat, 
marten, raccoon, skunk, and mink. 


ANIMAL TRAP COMPANY OF AMERICA 
Lititz, Pa. * Pascagoula, Miss. 


It pays to sell 


VICTOR 


the TRAPS that trappers know 
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with the three sharpeners. Cory 
Corp., 221 North LaSalle St., 
Chicago 1, III. 


Towel Package 


Package Masslinn non-woven 
rayon and cotton disposable 
napkins and guest towels with 
design on product showing 





covering. 


cellophane 
Bull’s eye trade mark in black 
and gold imprinted on front; 
Masslinn name in white with 


through 


rayon-cotton listed by nanue. 
Wide gold panels run on bottom 
and right side of package. Sales 
points on back of unit. Chicopee 
Mills, Inc., 47 Worth St., New 
York City 13. 


Shelf Piece 


Arvin salesmaker No. 2000, 
shelf piece for mass-displaying, 
is of masonite and metal tubing 
with vinylite background. Unit 
is 6 ft. high with shelves 30 in. 





wide and 10 in. deep. End units 
can be put back to back to form an 
island or at right angles around 
a corner of pillar. Display pack 
includes: window streamers, 
window cards, silk banners, 
illuminated and fluorescent iden- 
tification signs, continual mo- 
tion, rainbow radio display and 
folding chair for TV demon- 
stration. Arvin Industries, Inc., 
Columbus, Ind. 





Container Carton 

Speed -e-Freeze paperboard 
carton packages six aluminum 
containers for freezing foods or 
storing same. Aluminum print- 
ing with blue and green is em- 
ployed on carton sides. Cartons 
have full tuck top with auto- 
matic lock bottom. Containers 
made by Bernardin Bottle Cap 
Co., Inc., Evansville, Ind., car- 
tons by American Coating Mills, 
division of Owens-Illinois Glass 
Co., Chicago, IIl. 





Mortite Display Box 

Mortite display box, retailing 
at 98 cts., with a stand-up cover 
available again. This box, stock 
No. M-1, can be sold as a unit 
of four Junior boxes or the 
Juniors sold at 29 cts. each. 
Mortite is pliable weatherstrip- 
ping which can be pressed into 
place. J. W. Mortell Co., Kan- 
kakee, Il. 





(Resume reading on page 14) 
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I | GUN CASE 
» RACK 
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This profit-making rack 
keeps Boyt Gun Cases out 
where customers can feel 
and see their fine quality. 





rboard 
minum Boyt Gun Cases, in can- 
ods or eS z vas, plastic, leather, are 
print- ; designed for rifles and shot- 
is em- Sous ‘ guns, rifles with bolt action 
yartons ss - Sieg and peep sights, rifles with 
auto- ‘ scopes. Write Boyt for com- 
trainers plete dealer information. 
le Cap 
- Car- ; oa arn 
| Mills, a | G 
EARN DIVIDENDS 


Glass 
nAME vOUR TAPE... i) FOR A LITTLE SPACE 


GET MORE FOR YOUR MONEY 
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cover “1 : , lod ~@ 

, stock bh oat ; . j : NEW! 

a unit ; ) \ ae ATTRACTIVE! 
‘dake ZI Yu | “STAY SHARP” 
strip- an ; SELF DISPLAYING UNIT 
Po | \” BOOSTS KITCHEN 


Kan- 1 
* o. ones KNIFE SALES 


Get one on your counter and 

EVERY ORDER watch how much faster kitchen 

knives sell. Each box contains 

12 assorted ‘Stay Sharp” Kitchen Knives, hand honed 

blades, made of the finest tempered steel, set in gaily 
colored handles. 


“Tested Quality for 100 Years” 


Write for FREE Catalog showing complete line of 
R. Murphy Knives. 


“The tape with the yellow core’ made by OKONITE ;, Sean . ———e 

SOLD.ONLY THROUGH RECOGNIZED WHOLESALERS eee ee ee 
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MooreJoinsSummersHdwe.Co. 


As Vice-Pres. General Mer. 


P. W. Moore, president of 


Montgomery & Crawford Co., - 


Inc., Spartanburg, S. C., 
hardware wholesalers, has re- 
signed from the company to 
accept the position of exec- 
utive vice-president and gen- 


eral manager of the Sum- 
mers Hardware & Supply 
Co., Johnson City, Tenn., 


wholesalers. 

Mr. Moore had been presi- 
dent of Montgomery & Craw- 
ford for six years, prior to 
which he was sales director 
for the Stratton & Terstegge 
Co., Louisville, Ky., for near- 
ly 25 years. 


NAME COHANE VICE-PRES. 
FOR PENETRAY AND 
VERD-A-RAY CORPS. 
Harry E. Cohane has re- 

cently been appointed vice- 

president in charge of sales 
and merchandising for the 

Penetray Corp., and the 

Verd-a-Ray Corp., Toledo, 

Ohio. Mr. Cohane has an ex- 

tensive background in admin- 

istrative work and sales and 
merchandising. He was pre- 
viously general sales mana- 





HARRY E, COHANE 
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P. W. MOORE 


ger. His new responsibility 
includes the marketing of the 
complete line of Penetray 
infra-red heat lamps. 
Prior to his association 
with Penetray and Verd-a- 
Ray, he was with Colgate- 
Palmolive-Peet Co., in home 
office sales, administration 
and advertising and later as 
a leading district sales super- 
visor in the Chicago area. 





HDWE. WHOLESALERS 

ASSOCIATION MOVES 

Thos. A. Fernley, Jr., exec- 
utive secretary of The Na- 


tional Wholesale Hardware 
Association 505 Arch St., 
Philadelphia, Pa., has an- 


nounced that the headquart- 
ers of the association will be 
moved to 1900 Arch St., Phil- 
adelphia, on Sept. 11. The 
new phone number will be 
LOcust 4-8434. 
CLINTON MACHINE CO. 
NAMES SALES MGR. 


Charles W. Hamilton has 
recently been appointed sales 
manager of the Clinton Ma- 
chine Co., Clinton, Mich. Mr. 
Hamilton succeeds, Don 


Thomas, president of the 
company, as he has been di- 
recting sales in addition to 
being president and chairman 
of the board. 

Mr. Hamilton was formerly 
in charge of distributor, 
manufacturer and _ govern- 
ment sales for Novo Engine 
Co., Lansing, Mich. The com- 
pany has also purchased a 
large new modern plant in 
Maquoketa, Iowa, which 
triples its manufacturing ca- 
pacity. The plant has 120,- 
000 sq. ft. of floor space, all 
under one roof. The struc- 
ture is fireproof. 
MASTERLINE TRADE NAME 

FOR LITTLE GIANT 


Masterline is the trade 
name announced by Little 
Giant Products, Inc., Peoria, 
Ill., for its line of trailing 
axles. 

Model A, 11,000 lb. capa- 
city, is to be known as the 
Little Giant Freight-Master; 
Model B, 13,000 lb. capacity, 
Little Giant Cargo-Master; 
Model C, 15,000 Ib. capacity, 
the Little Giant Load-Mas- 
ter; Model D, largest trailing 
axle, capacity of 18,000 lbs., 
Super Load-Master. 








EDWARD BILEK 


EDWARD BILEK HEADS 
LUX CLOCK SALES 


The Lux Clock Mfg. Co., 


Waterbury, Conn., has ap- 
pointed Edward Bilek as 
sales manager. Mr. Bilek, 


who joined Lux as assistant 
sales manager in 1949, had 
formerly held that position 
with Lehn & Fink Products 
Corp., and was_ previously 
associated with American 
Druggist Magazine. His 
offices are located at 1107 
Broadway, New York City. 


Contact Area Program Planned for Joint 
Manufacturers’-Wholesalers’ Convention 


The American Hardware 
Manufacturers’ Association 
has announced that it plans 
to have Contact Area regis- 
trations for the Atlantic City 
Hardware Convention to be 
held on Oct. 8-12, 1950, at 
the Marlborough - Blenheim 
Hotel, where all meetings 
will be held. 

Both associations have is- 
sued advanced registration 
forms with the deadline for 
receipt of the forms being 
Monday noon, Sept. 25, 1950. 
Registration at the conven- 
tion will begin at 10 a.m. on 
Sunday, Oct. 8, and will con- 
tinue until 4 p.m., but only 
for members of the two as- 
sociations and for manufac- 


turers’ agents included in 
the advance registration. 
The semi-annual joint con- 
vention will mark the 56th 
annual gathering of the Na- 
tional Wholesale Hardware 
Association and the 99th 
semi-annual meeting of the 
American Hardware Manu- 
facturers Association. 


The Advance Registration 
Directory will be available on 
Sunday, Oct. 8. Thomas A. 
Fernley, Jr., 505 Arch St., 
Philadelphia 6, is executive 
secretary of the NWHA and 


Dr. Arthur L. Faubel, 342 
Madison Ave., New York 
City 17, is secretary-treasurer 
of the AHMA., 
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GARDNER PITTS DIRECTS 
A. S. HARRISON SALES 
The appointment of Gard- 

ner Pitts and Alfred Olsen 

as sales manager and assis- 





GARDNER PITTS 


tant sales manager, respec- 
tively, for the A. S. Harrison 
Co., South Norwalk, Conn., 
has been announced. 

Mr. Pitts joined the com- 
pany in 1945, following army 
service in India, as manager 
of department store sales. In 
connection with his expanded 
duties as sales manager, Mr. 
Pitts will continue the super- 
vision of the company’s de- 
partment and retail store ac- 
tivity. 


Mr. Olsen has specialized 


in the management of dis- 
tributor sales and will con- 
tinue his interest in this seg- 
ment of the company’s sales. 





PERFECTION APPOINTS 
EXPORT MANAGER 


Perfection Stove Co., 7609 
Platt Ave., Cleveland, has 
announced the appointment 
of Donald W. Milestone, as 
export manager. He replaces 
L. B. Tuttle, who has retired 
after 14 years as head of Per- 
fection’s export division. 

Mr. Milestone has been em- 
ployed by Perfection for over 
three years in a variety of 
departments. 
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When Perfection began 
manufacturing gas and elec- 
tric ranges last year, he was 
named gas and electric range 
service manager, a post he 
held until his newest appoint- 
ment. 





GEORGE HINE BUYS 
VARMAC MFG. CO. 


Varmae Mfg. Co., Santa 
Monica, California, has been 
acquired by George Hine 
Products Co., Santa Monica. 
The Hine Company are na- 
tional distributors for Har- 
nell black spun glass rods, 
blanks and kits. Varmac com- 
ponents will be used exclu- 
sively on Harnell completed 
rods, introduced by the Hine 
Co. Sales territories of the 
two companies will be con- 
solidated where possible. 

According to Hine officials, 
uhe Varmac name will be re- 
tained and no changes in per- 
sonnel or sales policies are 
contemplated. 








Pritzlaff Merchandise Fair 
Attended By 1600 Dealers 


The Merchandise Fair held 
by the John Pritzlaff Hard- 
ware Co., wholesalers of Mil- 
waukee, attracted an attend- 
ance of more than 1600 deal- 
ers, their families and sales- 
people. The Fair, which fea- 
tured exhibits of 135 manu- 
facturers, was held in the 
large Milwaukee auditorium. 
This was the first time the 
Pritzlaff company has held 
a merchandise exhibit in the 
auditorium. Previously such 
exhibits were held at the com- 
pany’s plant. 

Buying at the Fair was 
heavy, but not panicky, with 
chief accent on housewares 
and other merchandise suit- 
able for the Christmas sell- 
ing season. Heavy interest 
was also indicated in major 
appliances and space heaters. 

Herb Lendved, Pritzlaff 


merchandise manager, re- 
ported that this large scale 
exhibit had proved so success- 
ful that it would probably be 
repeated on an annual basis, 
if world conditions permit. 

In addition to viewing the 
exhibits, all visiting dealers 
participated in daily door 
prizes and other merchandise 
prizes. The exhibits were 
open from 9 A.M. to 9 P.M., 
and visitors were served 
lunch and supper in the audi- 
torium as guests of the Pritz- 
laff company. Fred C. Pritz- 
laff, 89-year-old president of 
the company, attended the 
Fair each day, visiting with 
the attending dealers and 
manufacturers. 

On the evening prior to the 
opening of the fair, one man- 
ufacturer sponsored a pre- 
sentation of appliances. 





General view of the Merchandise Fair held recently by John Pritzlaff Hardware Co. 
in the Milwaukee auditorium. About 135 manufacturers were represented. 
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YOU'LL SELL 
MORE 
“WIPE-ON” 


NEW FALL PROMOTION 


New low-cost Assortment! 


Available now! You get both popu- 
lar Wipe-On sizes, plus valuable pro- 
motional materials, at only $10.00 
inventory investment 


Get ALL the facts! See your distributor now! 
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Atlantic City Special Train Schedule 
Issued By Central States Hdwe. Clab 


The Central States Hard- 
ware Club, Inc., Permanent 
Club Room, Suite 359 La 
Salle Hotel, Chicago 2, IIL, 
will hold its 10th annual din- 
ner party Sunday, Oct. 9, at 
the Traymore Hotel, Atlantic 
City, N. J., prior to the open- 
ing of the joint meetings of 


Ly. Chicago, Special....... 2:45 p.m. (CT) Sat., Oct. 7 
Lv. Englewood............ 3:00 p.m. (CT) Sat., Oct. 7 
ee Serer 5:12 p.m. (CT) Sat., Oct. 7 
PPE a ccsccavens 11:57 p.m. (CT) Sat., Oct. 7 
Lv. Wheeling—Train No. 702 7:55 p.m. (ET) Sat., Oct. 7 
Ar. Pittsburgh ......<...- 10:00 p.m. (ET) Sat., Oct. 7 
Lv. Cleveland—Train No. 38 8:40 p.m. (ET) Sat., Oct. 7 
Te, 11:35 p.m. (ET) Sat., Oct. 7 
Lv. Pittsburgh—Special .. 1:00 p.m. (ET) Sun., Oct. 8 
Ar. Atlantic City......... 9:00 am. (ET) Sun., Oct. 8 


Lv. Atlantic City—Special. 3: 


Br. PIMUBIER: 2.0 00:0:06%6 11: 
Re 1 42: 
RS eae 7 
Lv. Pittsburgh—Train No. 39 

5 
er re 8 


Lv. Pittsburgh—Train No. 701 


the American Hardware Man- 
ufacturers Association, the 
99th semi-annual and the 
56th annual of the National 
Wholesale Hardware Associa- 
tion. The train schedule of 
the Atlantic City special on 
the Pennsylvania Railroad is 
as follows: 


45 p.m. (ET) Thu., Oct. 12 
52 p.m. (ET) Thu., Oct. 12 
. (ET) Fri., Oct. 13 
:45 a.m. (CT) Fri., Oct. 18 


:30 a.m. (ET) Fri., Oct. 13 
:30 am. (ET) Fri., Oct. 18 


5:08 a.m. (ET) Fri., Oct. 13 


WE. WROGUEE: . 00000 ssccws 7 


730 a.m. (ET) Fri., Oct. 13 








NICHOLSON FILE ADDS 
TO SPEAKER’S AREA 


Nicholson File Co., Provi- 
dence, R. I., has announced 
several changes in the terri- 
tory of Paul H. Speaker re- 
cently appointed area man- 
ager. Mr. Speaker’s territory 
will now include all of New 
Mexico, Oklahoma and Tex- 
as. Fred Cagle who covers 
Arkansas, Louisiana, Missis- 
sippi and western Tennessee 
will also call on Mr. Speaker 
for consultation regarding 
merchandising problems. 
Nicholson File feels that this 
arrangement will further 
improve the service to dis- 





PAUL H. SPEAKER 


tributors and hardware 
wholesalers in these terri- 
tories. Mr. Speaker joined 
Nicholson File Company in 
1944, 





U. S. RUBBER PROMOTES 
NILS W. SWENSON 


The appointment of Nils 
Walter Swenson as assistant 
manager of branch sales for 
the mechanical goods divi- 
sion, United States Rubber 
Co., was announced recently 
by W. A. Tipton, branch 
sales manager. 

Mr. Swenson was formerly 
manager of mechanical 
goods sales for the company’s 
Buffalo, N. Y., branch. He 
will make his new headquar- 
ters at the company’s New 
York offices in Rockefeller 
Center. 





ALUMINUM FOIL SALES 
MOVES TO LOUISVILLE 


The general sales division 
of the Reynolds Metals Co., 
2500 S. Third St., Louisville, 
Ky., is being reorganized and 
the foil sales division has re- 
cently been moved from Rich- 
mond, Va., to Louisville, Ky. 
Sales executives of the alum- 
inum foil group are directed 
by Clarence Manning, vice- 
president and member of the 
board. 
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A. R. MURPHY 


NESCO APPOINTS 3 
DISTRICT MANAGERS 


The appointment of A. R. 
Murphy as St. Louis district 
manager of the housewares 
division of Nesco, Inc., Mil- 
waukee, Wis., was announced 
recently. Mr. Murphy suc- 
ceeds T. Stran Jones, who 
has been appointed eastern 
district manager. Mr. Mur- 
phy, with the exception of 
several years of Army ser- 
vice, has been Nesco’s house- 
wares representative in Ne- 





RAY THOMAS 





T. STRAN JONES 
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braska, Kansas, and Missouri 
since 1937. 

Also announced was the 
appointment of Ray Thomas 
as Chicago district manager. 
Mr. Thomas, for the past 
year and a half, served as 
Nesco’s housewares represen- 
tative in Wisconsin and Up- 
per Michigan. 

T. Stran Jones has been 
named as eastern district 
manager of the housewares 
division with headquarters in 
New York. 

Mr. Jones has been with 
Nesco since 1903 and takes 
over his new position after 
17 years’ service as St. Louis 
district manager. 





SAVAGE ARMS EXPANDS 
SALES ACTIVITIES 


The Lawn Mower Division 
of Savage Arms Corp., has 
expanded its sales activities 
and made some changes in 
territorial representation, ac- 
cording to A. W. Schenck, 
sales manager. Charles W. 
Adams will continue in 
charge of Western sales in 
the territory from Denver, 
Colo., west. 

Additional states have been 
added to the territories of J. 
A. Leahey and Fred Wil- 
liams. Paul A. Shepherd, for- 
merly representing only the 
arms division, will now serve 
Savage in the sale of both 
sporting arms and lawn mow- 
ers. His territory will cover 
the states of Nebraska, Kan- 
sas, Oklahoma, Arkansas, 
Texas (except El Paso), Mis- 
souri (except St. Louis) and 
Louisiana (except New Or- 
leans and Monroe). 

The Savage Arms Corp.’s 
Lawn Mower Division has 
recently issued its new price 
list for the 1950-51 lawn 
mower season. 





SOL PREDEGER ELECTED 
MAJESTIC VICE-PRES. 


Sol Predeger has been ap- 
pointed vice-president of Ma- 
jestic Radio & Television, 
Inc., Brooklyn, N. Y. Mr. 
Predeger is director of pur- 
chases for Majestic and also 
for Garod Radio Corp. 

He has been associated 
with the two companies for 
a period of 13 years as direc- 
tor of all purchasing activi- 
ties. Mr. Predeger has also 
served in a similar capacity 
with Fada. He has served 
various companies, including 
Halson Radio, for over 20 
years. 


The Best Trim Paints 
Are NOW BETTER! 


Kygron (greens) and Kybrun (browns), 
—the famous Kyanize trim paints are 
now better than ever through new tested 
formulations. 
Perfected alkyds, — they dry fast and 
hard, won’t fade, check or crack. They 
hold their gloss and their color. 
Developed primarily as trim paints, they 
are really ‘‘all-purpose’’ in usefulness— 
superb for porch and terrace furniture, 
boats, canoes, — anywhere! There are 
six shades of Kygron 
and four shades of 
Kybrun. Write for 
color cards. 








WHAT DOES Sno Smcovtiecieg 
MEAN TO YOU? It means greater con- 


sumer demand...greater acceptance...more 
customer satisfaction and repeat business. 


To your customers, it” means better, high 
quality, easier-to-use paint Kyanize 
Paint! Hundreds of Kyanize advertisements 
in leading national magazines have sold 
Self-Smoothing Kyanize to your customers, 
in your own shopping area. 














NATIONALLY ADVERTISED 
htyanize 


PAINTS 


BOSTON VARNISH COMPANY, 
EVERETT STATION BOSTON 49, MASS. 
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Passonno-Hutcheon to Use Tint-A-Matic 
Cube Colorants and to Make Tinting Bases 


Passonno - Hutcheon Co., 
Cleveland, has been licensed 
to use Tint-A-Matic concen- 
trated cube colorants and to 
manufacture Tint - A - Matic 
tinting bases. This is the 
first license to be issued since 
Rahr Color Clinic Marketers 
assumed the sales agency for 
Tint-A-Matic American and 
Canadian licenses. It is ex- 
pected that additional paint 
manufacturers will be li- 
censed shortly. 

Passonno - Hutcheon plans 
to market house paint, flat 
wall paint, semi-gloss fin- 
ishes, gloss paints and enam- 


els, floor enamels and brick 
and cement coatings in Tint- 
A-Matic base lines. The ad- 
dition of the cube colorants 
to these bases will give a 
range of more than 100 col- 
ors. 

The colors included in the 
Tint-A-Matic range were se- 
lected on the basis of an 
extensive coast-to-coast sur- 
vey conducted by Rahr Color 
Clinic. In this national color 
clinic survey some 180,000 
people were asked which were 
the most preferred colors for 
interior and exterior for 
1951. 








FREEMAN COOLERATOR 
MIDWEST SALES MGR. 


Harry N. Freeman, for- 
merly Coolerator credit man- 
ager, has been appointed 
district sales manager by 
the Coolerator Co., Duluth, 
Minn. 

Mr. Freeman will direct the 
sales of Coolerator electric 
ranges, refrigerators, and 
family-size freezers through- 
out the upper Midwest ter- 
ritory, with headquarters in 
St. Paul. 





ELECT GERALD TWIST 
VICE-PRESIDENT FMC 


Food Machinery & Chemi- 
cal Corp., San Jose, Cal., has 
announced that Gerald F. 
Twist was elected a _ vice- 
president of the corporation 
at a board of directors’ meet- 
ing. 

Mr. Twist is manager of 
FMC’s Peerless Pump Divi- 
sion with major plants lo- 
cated at Los Angeles and 
Indianapolis. He became as- 
sociated with FMC in 1930. 
Later he joined the Atlas Im- 





GERALD F. TWIST 
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perial Diesel Engine Co., of 
Oakland, Cal., where he even- 
tually became executive vice- 
president and a director of 
the organization. 

In 1947, Mr. Twist rejoined 
FMC and took charge of the 
company’s newly acquired 
subsidiary, the Stokes & 
Smith Co., of Philadelphia. 
Two years later he was made 
manager of the Peerless 
Pump Division with head- 
quarters at Los Angeles. 





S. B. DWORKIN FORMS 
MANUFACTURERS AGENCY 


S. B. Dworkin, for the past 
five years sales manager of 
the Rochester Can Co., has 
resigned to establish himself 
as manufacturers’ represen- 
tative. 


Mr. Dworkin will handle 
hardware and housewares 
lines and will travel New 


York State (excluding metro- 
politan New York), contact- 
ing wholesalers and depart 
ment stores. Offices have 
been established at 60 Yar- 
mouth Rd., Rochester 10, 
i ee 





SEATTLE P&K ELECTS 
STAN CLARK PRES. 


Seattle Pot & Kettle Club 
has recently elected Stan 
Clark president. Other officers 
include: Jesse Fetterman, 
first vice-president; Stan 
Brand, second vice-president; 
Stan Bunker, recording secre- 
tary, and Bob Walters, ‘trea- 
surer. 





GAMBLE-SKOGMO NAMES 
REGIONAL DIRECTOR 


B. C. Gamble, president, 
Gamble-Skogmo, Inc., 15 N. 
Eighth St., Minneapolis, 
Minn., has announced that 






sales director B. M. Hel- 
goe has been named re- 
gional director, a newly cre- 
ated company position. 

Mr. Helgoe will supervise 
all regional activities, coor- 
dinate home office policies 
with action in the regions, 
and maintain liaison between 
regional managers and com- 
pany management. 

He joined Gamble-Skogmo 
in 1932 as a clerk in the West 
Bend, Wis., store and later 
served as store manager at 
Minot, N. D., and Billings, 
Mont. For several years he 
was supervisor of retail op- 
erations in Wisconsin and 
Colorado and for six years 
has headed the sales promo- 
tion and advertising depart- 
ments, a position he will con- 
tinue to hold in addition to 
his new duties. 





PHOENIX APPOINTS 
GENERAL SALES MGR. 


William R. Sandberg has 
been appointed general sales 
manager of Phoenix Mfg. 
Co., Joliet, Ill., and Cata- 
sauqua, Pa., it was recently 
announced. 

Mr. Sandberg will super- 
vise sales and sales promo- 


WILLIAM R. SANDBERG 


tion for all four of the com- 
pany’s divisions—Horse Shoe, 
Flange, Forging, and Moldit 
(rubber products), each of 
which has its own sales 
manager. 

Mr. Sandberg was previ- 
ously director of sales and 
advertising for Harvill-Mid- 
West Corp., Chicago die-cast- 
ing firm. Prior to this he was 
for five years vice-president 
in charge of sales for Barnes 
& Reinecke, Inc., Chicago de- 
signers and engineers. 








Belknap Hardware & Mfg. Co., wholesalers, Louisville, Ky., 


Frank Strohm Belknap President for Hour 


had Frank Strohm, 89, as ite president for one hour, in honor 


of his 70th anniversary with the company. 


Behind him is an 


early picture of Belknap’s first location on the northeast cor- 
ner of Third & Main, where Mr. Strohm started working in 
1880. He is an assistant buyer with the company. 
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Lawn Patrol Power Mower 









4-Cycle Engine 
21-Inch Cutting Width 














.- 9107.50 


Plus Freight 










JOHNSTON LAWN MOWER CORPORATION 
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THOMAS DIRECTS SALES 
FOR RUTENBER ELEC. 
J. P. Rogers, vice-president 

and general manager of Ru- 

tenber Electric Co., Marion, 





CHARLES J. THOMAS 


Ind., has announced the ap- 
pointment of Charles J. 
Thomas as sales manager. 
Mr. Thomas has been ac- 
tively associated with the 
company since 1935. 





BEN-HUR PRESENTS NEW 
LINE; ANNOUNCES PLANS 


Introduction of the new 
line of R.O.P. (Record Of 
Performance) Ben-Hur farm 
and home freezers and pres- 
entation of an expanded. ad- 
vertising and promotion pro- 
gram, highlighted a three-day 


sales meeting held recently 
by Ben-Hur Mfg. Co., Mil- 
waukee, Wis., for its district 
sales managers. 

Particular emphasis during 
the meeting was made of the 
“R.O.P.” (Record Of Per- 
formance) tag which will ap- 
pear on all Ben-Hur Freezers. 
This is a replica of test charts 
made during extensive lab- 
oratory tests on every Ben- 
Hur freezer before ship- 
ment. 

The growth and progress 
of Ben-Hur in the freezer 
industry were trazed in talks 
by president Henry H. Uih- 
lein and vice-presidents Her- 
man A. Uihlein and A. B. 
Bechaud. 


The meetings were con- 
ducted by R. C. Graves, sales 
manager, and district sales 
managers in attendance were 
as follows: A. M. Andrews, 
Kelly Bogle, Richard Busch, 
Morgan Cobb, Ed Jackson, 
William Stone, James Struss, 
and Ralph Zickert. 





SANSON & ROWLAND 
ELECTS PRESIDENT 


Sanson & Rowland, Inc., 
505 Commerce St., Philadel- 
phia 6, Pa., has recently 
elected Aaron I. Sanson, III, 
president to succeed his late 
father. A. I. Voss was made 
a director. Following a stock- 
holders’ meeting, the direc- 
tors elected the following of- 
ficers: Earl H. Goodby, vice- 


president and_ treasurer; 
Richard W. Goodby, secre- 
tary, and James G. Pepper, 
purchasing agent. 





MARTIN-SENOUR HONORS 
GARMAN FOR SERVICE 


Earl M. Garman, treasurer, 
Martin-Senour Co., Chicago, 
who has spent 25 years with 
the company, was honored 
recently by officers and em- 
ployees at a luncheon. Mr. 
Garman was presented with 
25 red roses, a set of golf 
clubs, a desk clock and many 
congratulatory letters from 
friends and business asso- 
ciates. The treasurer of the 
71-year-old paint business 
worked up through the ranks 
after he was hired as an ac- 
counting clerk in 1925. 





SYLVANIA ELEC. OPENS 
PACIFIC COAST BLDG. 


Sylvania Electric Prod- 
ucts, Inc., 500 Fifth Ave., 
New York City, has opened 
a second Pacific Coast office 
building and_ distribution 
center in Emeryville, Cal., 
near San Francisco, to serve 
northern California, Ne- 
vade, Utah, and Hawaii. 
The building includes ware- 
house area as well as service 
facilities, darkroom. Howard 
Luray heads the photolamp 
division activities with Bur- 
ley T. Cram as service man- 
ager. 








Slaymaker Foremen Attend Baseball Game 
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Forty members of the Foremen’s Association of Slaymaker Lock Co., Lancaster, Pa., 
recently attended a night baseball game between the Phils and the St. Louis Cards at 


Shibe Park, Philadelphia, in a chartered bus. 


were guests of S. C. Slaymaker, company president. 


The men were given a box luncheon. 


They 


Left to right: officers of the asso- 


ciation: Amos Mowery, secretary; Edward W. Hite, treasurer; Elvin Barber, president; 
and Leroy M. Campbell, vice-president. 
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PLASTEX CORP. ELECTS 
BERLIN PRESIDENT 
F. G. Berlin was recently 
elected president of Plastex 
Corp., 2525 Military Ave., 
Los Angeles, Cal. 





F. G. BERLIN 


Mr. Berlin joined the firm 
three years ago as sales man- 
ager. 

Edward V. Alvarez, former 
vice-president and _ general 
manager, has resigned in or- 
der to devote his full time to 
the management of the ABC 
Die & Engineering Co., of 
which he is president. 





SUPPLEE-BIDDLE-STELTZ 
HOLDS ANNUAL PICNIC 


Supplee-Biddle-Steltz Co. of 
Philadelphia 5, Pa., recently 
held its annual picnic at the 
Westtown School, Westtown, 
Pa. The games were all un- 
der the supervision of Em- 
eral Conner, automotive and 
builders’ hardware buyer, as- 
sisted by Ernie Keller. The 
games consisted of block 
walking, milk drinking, ba- 
nana eating, paper rolling 
rope jumping, nail hammer- 
ing and swimming, boating, 
tennis and ping pong. The 
softball game played between 
the outside sales force and 
the inside office and _ stock 
employees was won by the 
sales force with score of 3 
to 0. Wm. Nugent, sales rep- 
resentative, captained the 
sales force team while the 
inside team was headed by 
Harry Bailey. 

Many of the young ladies 
had their fortunes told by a 
palmist and a caricature ar- 
tist was also on hand. The 
day was climaxed by a dinner 
held underneath the trees and 
various awards were pre- 
sented to long service em- 
ployees by Wm. Geo. Steltz, 
president. 
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Why you should be in business 


with Betty Crocker eco 


Betty Crocker is a “‘buy-word’’ for 
millions of American women. Twenty- 
seven years of service to homemakers 
have made her not only America’s best 
known homemaking authority, but 
America’s greatest single selling force. 
Her ever increasing influence on 
women’s buying habits moves millions 
of General Mills products into American 


homes every year . . . this same influence 
has already been a major factor in sell- 
ing millions of General Mills 'Tru-Heat 
Irons, Steam Ironing Attachments and 
Double Automatic Toasters. 

Take advantage of the selling power 
of this “super” saleswoman by featuring 
General Mills Home Appliances spon- 
sored by Betty Crocker. 





JOIN IN THE BETTY CROCKER FALL 


\. oneal AND CHRISTMAS SELL-A-BRATION 
“XS General Mills Appliances AND 


a GET THESE BUSINESS-BUILDERS FREE! 





- 


NEW 6-COLOR ALL PRODUCT DISPLAY. 
Ask your distributor how you can get yours. 


NEW POCKET-SIZED TRAINING COURSE 
used by dealers to brief sales people; sales 
people to show customers. 

NEW BETTY CROCKER FACT SHEET—Jam 
packed with information on America’s 
greatest single selling force. 

COLORFUL SPEC SHEETS on Automatic 
Toaster, Tru-Heat Iron and Steam Iron- 
ing Attachment give important selling in- 
formation in words and pictures. 
ATTRACTIVE CONSUMER FOLDERS for 
counter giveaways ...a generous supply 
in every promotional package. 

NEW CUTS AND MATS CATALOG— in- 


cludes radio commercials, copy and layout 
suggestions for complete ads. 


Re 





NEW General Mills Ad Campaign is 
BIGGEST EVER! Full color ads will appear regu- 


larly in the Saturday Evening Post, American Weekly 
and Woman’s Home Companion. Other ads will run in 
newspapers and leading farm publications... And there'll 
be extra commercial time on Betty Crocker’s daily radio 
program... PLUS commercials on Betty Crocker’s sen- 
sational new Television Show! 
















*Betty Crocker 
sa 
trade name of 
General Mills 





rvice em- 
eo. Steltz, 





General Mills Home Appliance Dept., 1620 Central Avenue, Minneapolis 13, Minnesota 
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RAAKE COVERS AREA FOR 
COLEMAN APPLIANCES 


The Coleman Company, 
Inc., Wichita, Kan., has an- 
nounced the appointment of 
M. G. Raake as manager of 





M. G. RAAKE 


a new major appliance sales 
territory consisting of west- 
ern Pennsylvania and Ohio, 
with headquarters in Colum- 
bus, Ohio. 

Mr. Raake has been with 
the Coleman organization 
since 1938 with the excep- 
ception of 1942-1945 when he 
was automobile and gasoline 
rationing officer for Kansas. 

From 1933 until 1936 he 
directed the major appliance 
division of Schlatter Hard- 
ware Co., Fort Wayne. Upon 
joining Coleman in 1936 he 
traveled western Michigan 
for the company. 

Since 1946 he has been in 
charge of sales of Coleman 
appliances to mass merchan- 
dising accounts and distrib- 
utors of the company’s ma- 
rine equipment. 





—— 


BORDEN’S CHEMICAL 
DIV. NAMES AGENTS 


The Borden Co.’s Chemical 
Division has appointed five 
new representatives to sell 
packaged glues. The chemical 
division salesmen will serve 
both wholesale and retail out- 
lets in the hardware, paint 
supply, building and marine 
trades. 

Western Connecticut, 
northeastern and central New 
Jersey, and Putnam, Rock- 
land, and Westchester coun- 
ties of New York will be 
served by R. L. Smith, 1305 
Virginia Ave., Bronx, N. Y. 
Northern Pennsylvania, New 
York State, except for New 
York City and vicinity, and 
northwestern New Jersey will 
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be supplied by R. W. Wil- 
liams, 1206 Culver Rd., Roch- 
ester, N. Y. 

J. K. Cullen, 336 Station 
Rd., Wynnewood, Pa., is the 
new agent for Delaware, 
scutheastern Pennsylvania, 
southern New Jersey and 
central and eastern Mary- 
land. Northwestern Ohio, and 
Michigan (except the north- 
ern Peninsula), will be cov- 
ered by R. W. Hartley, of 
1631 North Vernon Ave., 
Dearborn, Mich. The agent 
for western Pennsylvania, 
West Virginia, and eastern 
and central Ohio, is R. L. 
Glennan, Box 104, Middle- 
branch, Ohio. 





FRIGIDAIRE SALES 
NAMES BRANCH MGRS. 


Francis W. Hartigan has 
been appointed manager of 
the Twin Cities branch at 
Minneapolis-St. Paul for the 
Frigidaire Sales Corp. He 
succeeds Edmund B. Dorsee 
who is retiring after spend- 
ing 25 years with Frigidaire. 
Mr. Hartigan was previously 
general sales manager of the 
branch. 

Stuart H. Zoellner, for- 
merly general sales manager 
of the Pittsburgh branch, 
succeeds Philip K. Abry, man- 
ager, with 24 years of service. 





COOLERATOR APPOINTS 
MARKET RESEARCH MGR. 


Douglas’ Berguson has 
been appointed manager of 
the Coolerator market re- 
search department, it was 
announced recently by the 
Coolerator Co., Duluth, Minn. 


Mr. Berguson comes to 
Coolerator directly from the 
General Mills home appli- 
ance department, Minneapo- 
lis. Prior to that he was as- 
sociated with the Harold E. 
Wood & Co., St. Paul. 





WESTINGHOUSE NAMES 
ATLANTIC DISTRICT 
APPLIANCE MANAGER 


The appointment of J. V. 
Russell as district appliance 
manager of the Atlanta, Ga., 
southeastern district sales of- 
fice of the Westinghouse 
Electric Appliance Division, 
was announced recently. 

The promotion followed the 
appointment of the former 
southeastern district appli- 
ance manager, W. B. Creech, 
as assistant sales manager of 
the appliance division. 

Mr. Russell joined the com- 
pany in 1937 and has been in 
the appliance division’s south- 
eastern district organization 
since that time. In 1940 he 
was appointed sales promo- 
tion manager of the district. 





COTTER SPRING SHOW 
FEB. 5-6, CHICAGO 


Cotter & Co., hardware 
wholesalers, 365 E. Illinois 
St., Chicago 11, IIl., will hold 
its annual stockholders’ meet- 
ing and Spring Merchandise 
Show on Feb. 4-5. 


CALBAR 30 YEARS OLD 


Calbar Paint & Varnish 
Co., 2612-26 N. Martha St., 
Philadelphia, Pa., marks its 
30th anniversary this year. 





Cleveland Cap Screw Sixth Family Outing 
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About 1,000 attended the recent Cleveland Cap Screw 
Co., 2917-23 East 79th St., Cleveland 4, Ohio, sixth annual 


family outing at Euclid Beach Park. 


The afternoon was 


spent in participating in sports designed for the various age 


groups of children and adults. 


Registration included free 


rides on all the amusements, soft drinks, pop corn and bal- 


loons for the children. 


Mr. & Mrs. Albert Koch had the 


largest family in attendance, with 11 children. 


AMERICAN KITCHENS 
FIELD SALES MGR. 
G. F. Keeton has been ap. 
pointed manager of field sales 
for American Kitchens Am- 





G. F. KEETON 


erican Central Division-Aveco 
Mfg. Corp. 

Mr. Keeton, who has re- 
cently been vice - president 
and general manager of Tele- 
Appliance Co., wholesale dis- 
tributors in Wichita, Kansas, 
will supervise distribution ac- 
tivities and coordinate activi- 
ties of American Kitchens’ 
field selling organization. 

His headquarters are at 
the American Kitchens’ 
plant, in Connersville. 





U. S. RUBBER PROMOTES 
T. H. FITZGERALD 


The appointment of Thomas 
H. Fitzgerald as sales man- 
ager of reclaimed rubber for 
Naugatuck chemical division, 
United States Rubber Co. 
was announced recently. 

Mr. Fitzgerald has been as- 
sociated with U. S. Rubber 
for 27 years. He started at 
its Bristol, R. I., plant as a 
chemist in 1923. 

He joined Naugatuck 
Chemical in 1943 in the de- 
velopment department, spe- 
cializing in rubber chemicals 
and reclaimed rubber. Until 
his new promotion he was a 
technical sales representative 
for reclaimed rubber. 





WRIGHT & McGILL MOVE 
GLASS ROD PLANT 


The completion of the move 
of its Kansas City glass rod 
factory to Aurora—suburb of 
Denver—has been announced 
by the Wright & McGill Co., 
Denver, Col. This brings to 
four the number of Wright 
& McGill factories operating 
in the Denver area. 
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OMPLETED 
lack spun glass tubular RODS 


By popular demand of jobbers, dealers and fishermen, 
Harnell—the original black spun glass rod blank—is now 
available in a line of completed rods for all types of fishing. 
Harnell completed rods are being offered in addition to 
Harnell blanks, kits and accessories. Deliveries will be 
approximately October 1. 

See your jobber immediately or write direct for descriptive 
" literature and prices. 








See us at Booth 801, National Hardware Show, 
Grand Central Palace, New York, Oct. 2-6 


GEORGE HINE PRODUCTS CO. 


Exclusive Distributor 


1836 Berkeley St., Santa Monica, Calif. 


be 














A parlor powerhouse — you'll find that phrase best 
describes Preway space heaters, the oil-burning cir- 
culators that outperform all others in the industry. 
That’s strong language, but it’s factual — and it’s 
facts, demonstrable facts, that turn sales your way. 

From this approach — alert engineering — look at 
Preway’s patent-applied for Air-Activated Burner with 
Thermo-Zone Burner Ring, Preway’s exclusive Heat 
Miser, Preway’s Weather Wizard forced air blower 
— sales gold that you can easily convert into business 
profits. Each one of these features leads the industry, 
beats the best that others offer — and you can show 
your customers the reasons why. 

With all of this, plus a price that competition must 
meet, the Preway line gives you a golden opportunity 
to put the heat on the booming space heater business 
in your town. Get behind this fast-moving line — 
made by the fastest-growing company in the space 
heater field — one of the big three. Write today for 
full information. 


PRENTISS WABERS PRODUCTS Co. 


2950 SECOND STREET, N., WISCONSIN RAPIDS, WIS. 
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JAMES HEDDON’S NAMES 
MID-WEST SALESMAN 


James Heddon’s Sons, Do- 
wagiac, Mich., has announced 
the appointment of Ferd A. 
Lang to cover the widwestern 


FERD A. LANG 


states of Kansas, Iowa, Ne- 
braska and Missouri. 

Mr. Lang replaces the late 
M. T. Swift and is thor- 
oughly familiar with the ter- 
ritory, having worked in this 
area for the past 25 years. 


He started in the selling 
business in 1931 with Wilson 
Sporting Goods Co., and later 
joined Shapleigh Hardware 
where he served until form- 
ing his own company in 1946. 


MOHRHUSEN JOINS 
RAHR COLOR CLINIC 


Frederic H. Rahr, presi- 
dent of the Rahr Color Clinic, 
9 E. 56th St., New York City 
62, color merchandising con- 
sultants, recently announced 
the appointment of Arthur 
H. Mohrhusen as merchan- 
dising director. 

Mr. Mohrhusen recently 
resigned as general merchan- 
dising manager of Devoe & 
Raynolds Co., Inc. He will 
license paint manufacturers 
in the United States and 
abroad in connection with 
the new Tint-A-Matic paint 
coloring method. 


McDONALD MFG. OPENS 
SPENCER, IOWA UNIT 


The A. Y. McDonald Mfg. 
Co., Dubuque, Iowa, has op- 
ened a branch in Spencer, 
Iowa. All dealers in the area 
to be serviced out of this 
branch were invited in for an 
Open House and get together 
to see the new facilities es- 
tablished for their use. 

Robert Storm, who has 


been with the McDonald or- 
ganization for several years 
and has recently moved to 
Spencer, is resident manager. 
This new division is super- 
vised by R. E. Volkert, man- 
ager of the Sioux City zone, 
and is under the overall di- 
rection of John M. McDonald, 
Jr., of Dubuque, executive 
vice-president of A. Y. Mc- 
Donald Mfg. Co., in charge 
of branch house operations. 


HDWE. SQUARE CLUB 
ANNUAL CLAM BAKE 


Louis W. Appell, manufac- 
turers’ representative and 
chairman: of the publicity 
committee for the Hardware 
Square Club of New York, 
Inc., has announced that the 
annual Old Fashioned Outing 
& Clam Bake will be held 
Sept. 19, at Reinhard’s Park, 
Bayville, Long Island, at 5 
p.m. This stag affair is open 
to members and their guests, 
and will replace the usual 
Sept. business meeting. The 
park will open at noon for 
soft ball games, horseshoes as 
well as Gin Rummy and Ca- 
nasta tables. Swimming and 
fishing facilities will be avail- 
able. 


SEGAL LOCK TO ELECT 
STOCKHOLDER DIRECTOR 


Louis Segal, president of 
the Segal Lock & Hardware 
Company, New York. recent- 
lv proposed to stockholders 
that in the future at least 
one public director be elected 
from among the stockholders. 

Mr. Segal said that the 
qualifications necessary for 
nomination are that the can- 
didate be a stockholder of 
the comnvany, be at least 21 
vears of age, of good char- 
acter and associated neither 
with the present management 
nor any contending groups. 
A new public director will be 
elected each year at the com- 
panv’s annual stockholders’ 
meetings. 

The new director will be 
asked to maintain an inde- 
pendent position and attitude 
in regard to the affairs of the 
company. He will receive 
full director’s fees and travel- 
ing expenses. 


SHELDON & SCHATZ 
NOW WALTER SCHATZ 


The sales representative 
partnership of Sheldon & 
Schatz, Merchandise Mart, 
Chicago, has been dissolved 
and the activities will be 
continued under the name of 
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Walter Schatz & Co. The 
new organization, under the 
direction of Mr. Schatz will 
continue to handle the sales 
and distribution for: Ace 
Metal Forming Works, Asso- 
ciated Bag & Apron Co., B. 
B. Butler Mfg. Co., Mayon 
Plastic, Remco Industries, 
and Superior Household Mfg. 
Co. 

Walter Schatz & Co. will 
retain the present address of 
1155 Merchandise Mart, Chi- 
cago. 


WINCHESTER-WESTERN 
ADVANCE HELWIG 


Harold E. Helwig, who has 
held the National Rifle As- 
sociation master rating in 
small bore shooting for many 


WILCOX-GAY CORP. 
ACQUIRES GAROD 


Wilcox-Gay Corp., Char- 
lotte, Mich., recently acquired 
from Leonard Ashbach of 
Chicago 100 pct. stock fur- 
nished to Majestic Radio & 
Television, Inc., of New York 
in exchange for a controlling 
block of Wilcox-Gay stock. 
The acquisition includes the 
Garod Radio Corp., wholly 
owned subsidiary of Majes- 
tic. 


HAROLD E. HELWIG 


years, has joined the rifle and 
pistol shooting division of 
The Winchester Repeating 
Arms Co., and Western Car- 
tridge Co., divisions of Olin 
Industries, Inc., East Alton, 
Ill. He joined the Winchester 
sales department in 1938 and 
prior to his new appointment 
was with the Detroit and 
later the Pittsburgh districts. 


BLAISDELL PENCIL MOVES 
Blaisdell Pencil Co., for- 
merly located in Philadelphia, 


Pa., has moved to Bethayres, 
Pa. 








Sanset Line Sales Force Views New Lines 


At its recent annual sales convention in San Francisco, 
Sunset Line & Twine's national sales organization previewed 
Sunset’s new fishing lines, labels, transparent slide-top utility 
boxes, and sales and advertising program. 

In two all-day conferences at the Palace Hotel, L. E. Christ- 
enson, president, assisted by Art Agnew, general manager, 
and Jack Hoag, sales manager, outlined one of the packag- 
ing and advertising programs. Mr. Christenson told the sales 
representatives that in 1950-51 we will use color ads in lead- 
ing magazines, produce a full color consumer catalog and 
point-of-sale pieces to assist dealers merchandise Sunset’s 
new lines. Sales representatives spent a third day touring 
Sunset’s modern fishline plant at Petaluma, Cal., and visiting 
the new executive headquarters Sunset has established there. 
Seated left to right: Roland McCune, San Francisco; Don 
Ibsen, Seattle; Harry Johnson, Vice President, San Francisco; 
L. E. Christenson, President, San Francisco; Bill Stewart, Los 
Angeles; Jim Conrad, Los Angeles; and Frank Jackman, New 
York City. Standing from left to right are Jim Gillard, Seat- 
tle; Bob McCune, San Francisco; Roy Gwynn, San Francisco; 
Stan Phillips, San Francisco; Jack Hoag, sales manager, Peta- 
luma; Art Agnew, general manager, Petaluma; Joe Gouvea, 
plant superintendent, Petaluma; Jack Bentley, Chicago; Milt 
Chackley, Suffolk, Virginia. 
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EMERSON DISTRIBUTOR 
HOLDS DEALER SHOW 


A three-day dealer show- 
ing held by Emerson Radio 
of Ohio, Inc., 111 Eighth 
Ave., New York City 11, re- 
cently served the dual pur- 
pose of introducing the newly 
appointed Emerson distribut- 
ing organization and the new 
1951 Emerson television and 
radio line to dealers in the 
Northern Ohio area. 

The exhibit and reception 
was held in the company’s 
show rooms located at 4800 
Prospect Ave, in Cleveland. 
Murray Gennis, president, 
and Edwin Gennis, secretary 
of the new distributing com- 
pany, were assisted in con- 
ducting the show by Max 
Abrams, secretary-treasurer 
of Emerson Radio & Phono- 
graph Corp., the New York 
manufacturing company. 





NORLING ADVANCED BY 
G. E. APPLIANCES 


E. H. Norling has been ap- 
pointed manager of the re- 
tail development section of 
the General Electric Appli- 
ance & Merchandise Depart- 
ment, it has been recently 
announced. 


Mr. Norling joined the 
company in 1927 in the adver- 
tising and sales promotion 
division of the refrigeration 
department. He subsequently 
was a kitchen specialist, war- 


time expediter and sales man- 
ager of the sunlamp and 
heater section. He has been 
a member of the retail de- 
velopment section for several 
years. 








Embree Mfg. National Sales Meeting 





During an intermission at Embree Mfg. Co’s. national sales 


meeting in the company offices in Elizabeth, N. J., 


the fall 


promotion plans for Wipe-On plastic-base coating and LiFF 


floor restorer were discussed. 


A. Corrigan, Corrigan-Gane Co., Ardmore, Pa.; 
Rose Associates, Detroit. 


and Boyd Shepler, Don 


Left to right, seated: Robert 
Don Rose 
Standing: 


Julian Stark, New York; O. A. Petty, 2nd, Embree sales man- 
ager; Roy Saxon, Saxon Co., Los Angeles; and R. M. Kellogg, 


Embree assistant sales manager. 


GENERAL MANAGER FOR 
LOS ANGELES FAIR 


An announcement of the 
promotion of Woody C. Kling- 
borg to the position of gen- 
eral manager of Los Angeles 
Trade Fair, Inc., was made 
today by Charles Thomas, 
president of the Trade Fair 
wing of the Los Angeles 
Chamber of Commerce, 1151 
S. Broadway, Los Angeles 5, 
Cal. He will replace George 
Pascoe, former general man- 
ager of the show-manage- 
ment division, whose new du- 
ties will call for directorship 
of the Business Development 
Department of the Chamber 
of Commerce. 

A show-manager for many 
years, Mr. Klingborg first 
joined the staff of the Cham- 
ber in 1940 after three years 
in the mercantile claims divi- 
sion of Dun & Bradstreet. 





REESE PADLOCK NAMES 
NEW YORK SALESMEN 


Ralph Christman, 45 War- 
ren St., New York City, has 
been appointed sales repre- 
sentative in the New York 
Metropolitan area by the 
Reese Padlock Co., Lancaster, 
Pa. 









You Stock It 
We'll Sell It! 


and sludge accumulation. 
corrosion. 


Conserves fuel. 


(1) Helps remove soot. 


(3) Emulsifies water in fuel tank to help prevent rust and 
(4) Increases efficiency in oil burning furnaces, stoves and heaters. (5) 
Saves many fuel dollars for the consumer. 


RED DEVIL POWDER jus: sprinkle over fire in coal or wood burning furnaces, 
stoves, fireplaces—performs with equal efficiency. 
Red Devil removes soot from fire-pot to chimney top. 
Cuts down floating soot on premises. 


Absolutely harmless to metal. 


Vaporized on contact with fire, 
Helps prevent chimney fires. 





~ DOUBLE TROUBLE FOR SOOT! 
= DOUBLE SALES FOR YOU! 
RED DEVIL soot remover 


SAVES FUEL—GOES FURTHER 
.--DOES A BETTER JOB FOR LESS 


The demand for Red Devil Soot ;Remover is up 200% to 
500% and it's a renowned repeater! 
more calls—so order NOW from your jobber or write us. 


RED DEVIL LIQUID Just add to fuel in oil-burning furnaces, stoves, heaters. 


Does a 5-way job in oil burning units. 


You'll get more and 


(2) Cuts down gum 


FAIR TRADED AT JOBBER 
AND RETAIL LEVEL FOR YOUR PROTECTION 


Supported with localized advertising 

. tight in your own home area. 
Newspaper mats, 
along with radio and national news- 
paper advertising. 








envelope stuffers 





e PACK e 


RETAIL PRICE e 


LIST PRICE e 


YOUR COST . 


YOUR PROFIT 











PER CASE 
. Pint ‘ 12 . 97¢ ea. , $11.64 ‘ $ 6.98 sa $4.66 
LIQUID Pint 24 y 97¢ ea. 23.28 13.97 9.31 
Quart 12 $1.77 ea. 21.24 . 12.74 8.50 
* Gallon ° 4 ° 617 ea ° 24.68 ° 14.81 ° 9.87 
POWDER + 12 0z. . 24 40¢ ea. $9.60 « $5.76 $3.84 


Midwest “a Eastern from iit Chicago ‘ 


ORDER FROM YOUR BROKER OR JOBBER * 


MARINE ELECTROLYSIS ELIMINATOR c0., 617 Dearborn St., 


STOCKED BY ALL LEADING JOBBERS! 
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* IF UNAVAILABLE CONTACT 


Seattle 4, Wn. 


GUARANTEED SAFE — NON-EXPLOSIVE! 
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8,000 TO ATTEND SIPMHE 
SHOW, OCTOBER 10-12 


About 8,000 persons di- 
rectly interested in protec- 
tive packaging and materials 
handling are expected to view 
more than 100 exhibits at the 
Fifth Annual Industrial 
Packaging and Materials 
Handling Exposition, to be 
held in Philadelphia’s Con- 
vention Hall, Oct. 10-12. The 
show is sponsored by the So- 
ciety of Industrial Packaging 
& Materials Handling En- 
gineers. A packaging and 
materials handling short 
course, conducted by Com- 
munity College Temple Uni- 
versity, will be held starting 
Oct. 9 and will extend to 
Oct. 12. The theme is Mak- 
ing Profits from Problems 
Through Modern Packaging 
and Handling Operations. 





Mr. O’Brien began his 
career with Glidden in 1920 
as a chemist in the food di- 
vision in Chicago. He later 
became a director of the 


company, vice-president in 
charge of manufacturing and 
research, and chairman of the 
manufacturing and research 
committee. 





Wright Heads National Pot & Kettle Clubs 





Fred C. Wood, second from left, retiring president of the 


THOR OPENS BRANCH 
SALES OFFICE 


Thor Corp., recently an- 
nounced the opening of a fac- 
tory branch sales office at 
2801 Eighth St., N.E., Wash- 
ington, D. C., and the ap- 
pointment of Andy S. Hines, 
Sr., as its manager. 

The office will direct dis- 
tribution of Thor products to 
appliance dealers in the 
Washington metropolitan 
area. 

Before joining Thor, Mr. 
Hines served five years as 
Washington sales manager of 
Mid-Atlantic Appliances, 
Inc., appliance distributors. 

Howard L. Waller, former- 
ly office manager of Mid-At- 
lantic Appliances, Inc., was 
appointed assistant manager 
of the Thor branch. 











Associated Pot & Kettle Clubs of America, 1355 Market St., 
San Francisco, 3, Cal., was presented with a watch by the 
members. Third from left, Clark Wright, housewares man- 
ager, Meier & Frank Co., Portland, was unanimously 
elected president. Kenneth Dahm, manufacturers agent, was 
elected vice-president; James Stewart, manufacturers repre- 
sentative, treasurer; Curt Beste, secretary, and Joe Moylan, 


W. J. O’BRIEN RETIRES 
FROM GLIDDEN CO. 
The retirement of W. J. 


O’Brien, chemist and execu- 
tive of The Glidden Co., was 










COUNTERFEIT NOTES 


The Federal Reserve Bank 
of New York, New York City 
45, has announced that in the 
Second Federal Reserve Dis- 












announced recently. 

The retiring vice-president 
will remain on the Glidden 
Co.’s staff as a technical con- 
sultant and director. 





Vinton Co., publicity director. Clubs directors are: 


George 


Spencer, Portland; John Armenia, Spokane; Luster Williams, 
Salt Lake City; Albert M. Solen, Denver; Jack Palmtag, Los 


Angeles; E. R. 


Francisco. 





Sy oR THE BEST RESULTS. WHATEVER THE REQUIREMENTS 


use (LLBRONZe 


Job Specifed ALUMINUM PAINT 


You wouldn't let a customer buy 
housepaint for his car—nor can you 
with clear conscience let him buy 

just any aluminum paint regardless 
of his purposé! He depends on you 
to suggest the product scientifically 
formulated to best do the job. 


Steer him right! Put him on to Illbronze the 
line that offers 5 distinctly different 
Aluminum paints to do 5 specific jobs! 
Products tested and perfected by 
ILLBRONZE, pioneers and originators 


of ready-mixed chrome 
aluminum paints. 


ILLINOIS BRONZE POWDER CO., INC. 


2023 S$. Clark Street — Dept. HA, Chicago 
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and George Hall, San 


trict, new counterfeit Federal 
Reserve notes in the $10 and 
$20 denominations are ap- 
pearing in considerable vol- 
ume. 
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HARDWARE BRIEFS 








COLORADO 


W. L. Wiseman has pur- 
chased from H. C. Biggs, the 
H. C. Biggs Hardware & 
Lumber Co., Ignacio. Mr. 
Wiseman has been manager 
of the business there since 
19382. The Wiseman Hard- 
ware & Lumber Co., is the 
new name of the store. 





CONNECTICUT 


The C. E. French Co., 56 
Bridgeport Ave., Devon, 
Conn., will soon open a mod- 
ern hardware store. 





ILLINOIS 


Ace Hardware, 299 N. 
Genessee St., Waukegan, III., 
has recently opened. Owned 
and operated by William 
Stauber, Jr., the store has a 
16 man staff. 





Robert Jones has opened a 
Hardware & Supply Co., 
West Main St., Fairfield, Ill. 





Richard Meyer, Skokie, has 
purchased the Gromer & 
Gholson hardware store, El- 
gin. 





INDIANA 


Castetter Hardware Store, 
824 Logan St., Noblesville, 
has been sold to Robert J. 
Kenley, Terre Haute. Mr. 
Kenley plans an opening in 
the future and will handle 
several types of additional 
merchandise. 





LOUISIANA 


Doggett’s Hardware & 
Sporting Goods store, Homer, 
was started a short time ago 
by Oliver Doggett. 





MISSOURI 


Schaperkotter’s Hardware 
store, Highway 40 and Grath 
Ave., Columbia, recently was 
opened. 





Ben Bidewell hardware 
store, Poplar Bluff, was for- 
mally opened recently. 





Arthur F. Gudermuth, 
owner of the Gudermuth 
Hardware & Supply Co., St. 
Louis, purchased a one-story 
building at 7142-44-47 Villa 
Nova ‘Place, the center store 
of which he will occupy with 
his business. 





Cash Whitman has pur- 
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chased the stock of Glenn 
Cunningham’s hardware 
store, 412 S. 7th St., St. Jo- 
seph, and is moving the 
business to Carrtown. 





NEBRASKA 


Racely Hardware is under- 
going a remodeling and re- 
arrangement in Walthill. An 
addition 42 by 50 ft. has been 
added to the building’s rear, 
which will serve as a store- 
room for parts and stock, 
with a work bench for re- 
pairs. The building will have 
an entire new front. 





NEW JERSEY 


Silon Bros., 240 Morris 
Ave., Springfield, has been 
opened for business. Mel and 
Nat Silon are the owners and 
operators of the store. 





NEW YORK 


E. Robison, Ine., Harts- 
dale, has opened a new store, 
60 ft. front by 100 ft. deep 
on both street and basement 
levels, providing almost twice 
as much space as the other 
two Hartsdale stores com- 
bined. The building was con- 
structed to the Robison 
specifications. Freight eleva- 
tor carries heavy merchan- 
dise from the basement to 
the store floor. Store has a 
large rear entrance leading 
into the new parking lot. The 


company has an automotive 
division and an oil burner 
and fuel oil division, in addi- 
tion to which it has a branch 
in Searsdale. 





NORTH CAROLINA 


Stevens Hardware & Paint 
Co., 112 E. Martin St., RKa- 
leigh, has recently been 
opened by Allen T. Stevens. 
W. L. Fitzhugh is manager 
of the store. 





OHIO 


George Harris, Steuben- 
ville, has purchased the Ma- 
lernee & Carson Hardware 
Store, Cadiz. 





Newly constructed Duwel 
Hardware Store, 3533 Harri- 
son Ave., has been opened. 
The 40 by 80 ft. two-story 
building affords a ground 
floor store room with equal 
floor space on the second floor 
for warehousing and loading 
facilities from the rear. Com- 
pany officials are: Fred Du- 
well, Al Duwell and Henry 
Austing. 


OKLAHOMA 


Pettee’s Hardware store, a 
business that left Capital 
Hill, Oklahoma City, four 
years ago, has reopened at 
330 Commerce St. 





PENNSYLVANIA 


Whittam & Son, Ine, 


Langhorne, has purchased 
Neeld’s Hardware Co., New- 
town, and will consolidate 
both stocks at the present 
location of Whittam at 201 
South State St. 

Wolff’s Hardware store, 
907-909 Market St., Mead- 
ville, has recently been op- 
ened. The store is housed in 
a two-story concrete and 
steel building. It has ter- 
razzo floors, plaster ceilings 
and fluorescent lighting. 
Wolff’s employs step-up fix- 
tures of birch and bleached 
maple. The facade is of In- 
diana sandstone, display win- 
dows are framed in alumi- 
num and the front doors of 
glass. 


TENNESSEE 


The formal opening of the 
remodeled Johnson Hardware 
Co., Dayton, was held re 
cently. 


TEXAS 


Burke Hardware Store, 
Marlin, is moving from 121 
Live Oak St., across the 
street. 

A. J. Johnson, Dallas, has 
purchased the Jim Mims 
Hardware store, Waxahachie. 
The company will be oper- 
ated as Johnson Hardware, 
continuing in the same loca- 
tion under the management 
of Mr. Johnson. 





VIRGINIA 
A. M. Padgett and his son, 
Henry, have purchased W. E. 
Elliott, N. Bridge St., Bed- 
ford. They plan to handle 
hardware and appliances. 








Jacobsen Executives, Salesmen Convene 





The Jacobsen Story—a book-length presentation covering the history, policy, products 
and future plans of the Jacobsen organization—was the highlight of the annual sales 
conference held at company headquarters in Racine, Wis., recently. The opening address 
by O. T. Jacobsen, president, sounded a note of optimism over the rapidly expanding 
power mower market. He expressed the hope that the company’s extensive plans for {951 
can be followed through on a business-as-usual basis. Of particular interest to the assem- 
bled group was the announcement and unveiling of two new power mower models by 
Jacobsen general sales manager, M. J. “‘Doc’’ Walker. A dinner held at the Hotel Racine 


climaxed the sessions. 
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R.H. Russell, New England Wholesaler; 
Spoke and Wrote on Hardware Topics 


Robert H. Russell, 57, one 
of the best informed and most 
yocal spokesman for the 
wholesale hardware and in- 
dustrial supply trades, died 





R. H. RUSSELL 


rather suddenly, Aug. 22, 
following an emergency op- 
eration. 

Mr. Russell, treasurer of 
J. Russell & Co., Inc., Holy- 
oke, Mass., wholesale firm, 
appeared frequently as a 
speaker at trade conventions, 
especially those of the Na- 
tional Wholesale Hardware 
Association. He contributed 
numerous articles on various 
trade problems to HARDWARE 
AGE. 

He was a past president 
of the New England Retail 
Hardware Dealers’ Associa- 
tion, the New England Iron 
and Hardware Dealers’ As- 
sociation, and the Engineer- 
ing Society of Western Mas- 
sachusetts. He was a mem- 
ber of the National Engi- 
neering Society. 

Mr. Russell was a civic 
leader in his community and 
Was a prime mover in many 
activities, especially youth 
work. During World War 
II he was chairman of the 
Victory Fund, Campaign in 
Holyoke. 

On the afternoon when he 
was suddenly taken ill he had 
attended a meeting of the 
directors of the Chamber of 
Commerce, had spent some 
time in the Holyoke Savings 
Bank of which he was presi- 
dent, and then went to his 


office where he was stricken. 
He was scheduled for a radio 
talk in the evening. He was 
senior deacon of the Second 
Congregational Church. 

He served as a lieutenant 
in the air service of the 
A.E.F. in World War I and 
later served as a courier for 
the diplomatic service in the 
Baltic and Northern Russian 
regions. 

Surviving are his widow, 
two sons, two daughters, a 
sister and a brother, Stuart 
A. Russell, president of J. 
Russell & Co. 


CHARLES KAUFMAN 


Charles Kaufman, 80, pro- 
duction expert in the cap 
screw industry, died recently. 
Mr. Kaufman was associated 
with the Cleveland Cap 
Screw Co., 2917-23 East 79th 
St., Cleveland, Ohio, for 
about 28 years, having re- 
tired several years ago. Mr. 
Kaufman was the originator 
of the Boltmaker, which has 
put the manufacture of cap 
screws on a mass production 
basis. 





ARTHUR B. SAMPSON 


Arthur B. Sampson, re- 
tired sales representative for 
the Union Twist Drill Co., 
died suddenly at the Roger 
Williams General Hospital, 
Providence, R. I. Mr. Samp- 
son had been connected with 
the company for 40 years 
before his retirement in 1948. 
During that period he cov- 
ered the states of Rhode 
Island, Massachusetts and 
Connecticut. He had served 
in the capacity of an outside 
sales representative in the 
same territory for Read & 
Purcell Co., 16 Green St., 
Providence 3, R. I., after his 
retirement from Union Twist. 





VERNON E. DUNN 


Vernon E. Dunn, 58, presi- 
dent of the Appliance Mfg. 
Co., Alliance, Ohio, died Au- 
gust 19 after a short illness. 
Mr. Dunn had been active in 
the washer industry through 
most of his life and was 
widely known in it. He was 
with the Dexter Co., Fair- 
field, Iowa, for 26 years, leav- 
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ing the treasurership of that 
organization in 1936 to be- 
come general manager of the 
newly organized Appliance 
concern. He became presi- 
dent of it in 1942, upon the 
death of R. D. Hunt. 


RALPH J. WIEMER 


Ralph J. Wiemer, 54, as- 
sistant general sales man- 
ager of The Lamson & Ses- 





RALPH J. WIEMER 


sions Co., Cleveland, Ohio, 
died of a heart attack in late 
July while vacationing at 
Sault Ste. Marie, Mich. 

Mr. Wiemer began work- 
ing some 36 years ago for 
the old Kirk-Latty Mfg. Co. 
When that concern merged 
to become a part of The Lam- 
son & Sessions Co, he re- 





mained with the company, 
and in 1940 was made as- 
sistant general sales man- 
ager. 

He was a member of the 
Cleveland Athletic Club and 
the Sales Executives Club. 





WILLIAM K. WILSON 


William K. Wilson, 82, a 
partner in Shields & Broth- 
ers, and Griffith Tool Works, 
521 Market Street, Philadel- 
phia, until his retirement in 
1948, passed away August 2. 

Mr. Wilson had been in 
the employ of Shields & 
Brothers and Griffith Tool 
Works for 61 years. 





GEORGE E. POTTER 


George E. Potter, presi- 
dent of Rudolph & West Co., 
Washington 2, D. C., since 
1927 died recently. 





JOHN D. PRATT 


John D. Pratt, 79, who 
with his brother, the late O. 
A. Pratt, owned and operated 
for more than 50 years the 
former Pratt Hardware store, 
901-903 North Kansas, Kan., 
died suddenly. 





MONTVILLE H. MALLETT 


Montville Henry Mallett, 
82, retired hardware dealer, 
died in New Milford, Conn., 
hospital, recently. He had 
operated Mallett’s Store on 
the Green for 60 years until 
his retirement in 1948. 








Honor Stadents at Retail Hardware Course 





The highest scholastic rating offered in the special five- 
week summer session of the Retail Hardware Training Pro- 
gram given at the City College Midtown Business Center, 


New York City, was achieved by, left to right: 
Spencer, H. E. Arner Hardware Co., 


Gilbert J. 
Ford City, Pa.; Harry 


N. Mayer, Mayer's Hardware, Lorain, Ohio, and Richard D. 
Fischer, Janney-Semple-Hill Co., Minneapolis, Minn. A new 
evening session of the training program will commence on 
Oct. 9, continuing each Monday and Wednesday evening 


through Feb. 28. 
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AMAZING OFFER IS BREAKING 
ALL SPACE HEATER SALES RECORDS 


4 
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The SUPERFLAME ‘“'Gift Superfan" pro- 
motion is completely planned for you. No 
red tape ' No complicated details ! You, too 
can set new sales and profit records with 


SUPERFLAME! 








3 
QUEEN STOVE WORKS, INC., Dept. HA 0? =, 
ALBERT LEA, MIMNM. 
| want to know all about this sensational “Gift # 
SUPERFAN” offer. Please rush full details and | 
name of my nearest distributor. 
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STANLEY F. WITMAN, 
who was associated with 
Wm. H. Cole & Co., Balti- 
more, Md. wholesale hard- 
ware firm for 50 years, 
now spends most of his 
spare time watching box- 
ing and wrestling on his 
television set and occa- 
sionally raking his lawn. 
Mr. Witman, who retired 
last January, spent most 
of the last half century 
on the road for the Cole 
firm. He had previously 
been connected with Tabb 
Jenkins, an old hardware 
jobber of Baltimore. Mr. 
Witman is now 79. 


STANLEY F. WITMAN 


0 


G. A. ROGERS, presi- 
dent and general manager 
of the Strevell-Paterson 
Hardware Co., Salt Lake 
City, Utah, began his hard- 
ware career 50 years ago 
on Aug. 1, as a stockboy 
for that company. Two 
years later he was made 
a salesman for Northern 
Utah and Southern Idaho 
and he remained on the 
road for 21 years until 
January, 1923 when he was 
appointed sales manager. 
He was elected head of the 
company in November, 
1931. Mr. Rogers recalls 
that he had to use horse 





G. A. ROGERS 
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and buggy to travel to many small towns which | 
were not served by railroads. “There was dust | 


up to your knees in the summertime and twice 
that much mud in the winter,” he smilingly states. 
Mr. Rogers who also is president of the Strevell- 
Paterson Finance Corp., belongs to the Shrine, 
the Chamber of Commerce and the Shippers As- 
sociation. He now devotes his spare time to gar- 
dening, duck shooting and golf. 


NORMAN C. CORDON, 
manufacturers’ represeli- 
tative who covers Virginia 
and North and South Caro- 
lina, started his selling 
career with his uncle’s 
wholesale grocery busi- 
ness, and switched to paint 
and hardware when he 
reached 21. He was first 


Milligan Co., next with 
Sanders Bros: as South 
Carolina salesman, and 
later was with Pratt & 





served as Southeastern 
sales manager. Mr. Cordon 
confesses that he didn’t 
even know how to write up his first car of varnish 
which he took more or less by chance in New Or- 
leans. Later, he joined Boston Varnish. He opened 
a paint store in Winston-Salem about 1924. He 
sold this business in 1928 and moved to Florida 
and in 1931 started manufacturing paint under 
the name of Tropix Paint Co., in Miami, in 1931. 
He left Miami in 1935 in order to open his manu- 
facturers’ agency which he operates with his son, 
Tom Cordon. 


NORMAN C. CORDON 


Vv. CHARLES LEON- 
ARD, who has been selling 
for the Eagle Lock Co., 
since Jan. 1, 1900, a span 
of more than 50 years, ac- 
tually began his hardware 
career 58 years ago when 
he went to work as a sales- 
man in the New York office 


Co. Mr. Leonard was New 
York City manager for 
Eagle Lock Co. for many 
years, until 1939, when he 
went to the factory sales 
department for 28 months. 
He returned to the New 
York office of the company 
on June 1, 1941, and has 
been selling ever since. 
Hardware Boosters, of New York. Mr. Leonard’s 





Vv. CHARLES LEONARD 


favorite pastime is cultivating his reses and other | 


| WHITE MOP WRINGER CO., Fultonville 2, N.Y. 


flowers. He marked his 74th birthday on June 12. 
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of the Corbin Cabinet Lock | 





He is a member of the | 





WHITEY MOPZUM 
SAYS: 


If your customers 
need a bucket... 


Or their job 


requires tanks... 


When you recommend 
the WHITE line... 


They'll really 
give you thanks... 


We have but one 
high standard... 








Of quality that 
is RIGHT... 


That's why so 
many users 


ALWAYS INSIST ON... 


A COMPLETE LINE OF FLOOR CLEANING EQUIPMENT 




















Wl 















i 














© EASIER TO HANDLE 
@ EASIER TO STORE 
@ EASIER TO SELL 


McK-Paks make it easy to sell coil chain for 
these laminated plywood containers are easily 
rolled, quickly stacked and occupy a minimum 
space. Easy identification is assured by labeling 
every McK-Pak with the size, length, finish and 
working-load limit of the chain it contains. When 
you handle McK-Paks you give your customers 
their choice of Proof-Coil or BBB Coil-Chain in 
self-colored and hot-galvanized finishes; 3/16”, 
1/4" 5/16” and 3/8” trade sizes. 


Take a tip from dealers who are profiting by 
selling the McKay line. Stock up now on McK-Pak 
Coil-Chain and other McKay Chains you need 
to service your customers in the home, shop and 
farm fields. See your McKay jobber or write 
direct for complete information. 





Ae CALBAR #26 


CARTRIDGE CAULKING GUN! 





pt howe anon 


Here at last is a compact, lightweight Cartridge Caulking Gun 

designed and priced to appeal to thousands of home owners all 

over the country. It’s easy to load and operate —no fuss or 

cleaning —for the compound never touches the inside 

of the gun when it is used with CALBAR ‘‘Hole-in- 

Top’’ Caulking Cartridges. It's so convenient 
that contractors are buying it, too! 


Suggested Retail Price $1.95 















CALBAR PAINT 
& VARNISH CO. 


Manufacturers of Technical Products 
2612-26 No. Martha St. 
Philadelphia 25, Pa. 


Your Jobber Can Supply You 








Nm inelel-liilels axtisla-mtstAe 


presents “KEILSON , 
NAVAN | Mm LOD, @ abe 





Write for McK-Pak Data Sheet 


It lists the types of chain available, trade 
sizes, number of length per foot, weight 
per 100 foot and other information you 
need to know about coil chain. 











THE McKAY COMPANY 


440 McKAY BUILDING + PITTSBURGH 22, PA. 











GROUP “C” GANG 








© McKay Metal Fil © Mild and Stainless 
© McKay-Rod Electrodes Welding Electrodes 
© McKay Tire Chains © Industrial and Commercial Chaia 
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75% PROFIT 


FOR YOU 





Stock MousE SEED* for profit. This carton of 14 twenty- 
five cent packages costs you $2.00. You sell for $3.50. You 
make $1.50—75% profit on every carton! 


MousE SEED* consists of tiny, chemically treated grain, 
the kernels of which mice eat — then they die. MOUSE 
SEED* is simply put in saucer 
and placed where mice appear. 
Easy. Clean. Excellent results for 
over 50 years. Consistently ad- 
vertised in newspapers and 
magazines to 26 million 
mice-hating homes. 

Insist on Mouse SEED*— 
made only by Reardon. 
Order now. If your whole- 
saler hasn’t it, write us, giv- 

ing his name. *Reg. U.S. Pat. Off. 
"Wide 

























Sales - mak- 
ing cello- 
phane window 
package. Colorful 





Wholesalers: write 


for complete information. 














W. G. REARDON LABORATORIES, INC. 
10 Mill Street, Port Chester, N. Y. 








NEY’ WHITNEY’S 
wait S Lawn Seed 


@ The transparent 
package emphasizes 
the cleanness of fa- 
mous WHITNEY’S 
Excelsior Brand 
Lawn Seed. “The 
germination is 
sealed in!” 


a 
rot. ide ile 


Seed is known to millions for its dependable quality. 
Advertised spring and FALL to consumers. Means better 
lawns for your customers; better sales for you. 

Write for full information — prices, two-season adver- 
tising policy, FREE Dealer helps — today. 


WHITNEY SEED CO.,INC.,Buffalo5, N. Y. 
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display carton; occu- 
pies only 5%” x 6%”. 








THE MODEL H 
SHALLOW WELL 
PUMPING UNIT 


IS ONE OF THE COMPLETE LINE 




















OF PEERLESS WATER SYSTEMS 






‘ts is : 












This positive displacement pump is 
the peak of perfection—a space-saving 
water system that is “packaged” for 
immediate installation. Unit is 
furnished complete; only two connec- 
tions and it’s ready to run. This is but 
one of the complete line of Peerless 
Water Systems. Peerless can fill all 
your customers’ needs for water 
lifting equipment. Write for the full 
details of the complete Peerless line, 
of the market and profit possibilities 
for Peerless Water Systems in your 
area and of the merchandising aids to 
help you sell. There’s no new name to 
pioneer with Peerless, it reflects 20 
years of acceptance in the pump field. 


PEERLESS PUMP DIVISION 
FOOD MACHINERY AND CHEMICAL CORPORATION 


Factories: Los Angeles, California ¢ Indianapolis, Indiana 
Offices: New York; Atlanta; Dallas; Fresno; Los Angeles; 
Chicago; St. Lovis; Phoenix; Plainview, Lubbock, Texas. 


FILL ALL YOUR CUSTOMERS 


—_—— 
—— 
— 
— 
} ae 


Manufactured under R. Moineau's 
patents, Robbins & Myers, Inc 
sole USA and Canadian licensee. 


Everything in a Package 


FOR WATER FROM SHALLOW WELLS 

















SPACE-SAVING 
PEERLESS MODEL H 
PRESSURE SYSTEM 
Compact, Automatic, 
Trouble-free. 








































CAPACITIES: 
275 to 420 gallons 
per hour 

. 
LIFTS: 
Up to 20 feet 


PRESSURES: 

20 to 40 pounds 
” 
MOTOR SIZES: 

VY h.p. electric 
motor controlled 
by automatic 
switch 

. 
TANK SIZES: 
12 gallons or 
30 gallons 


NEEDS WITH 


WATER SYSTEMS 


THE COMPLETE LINE 
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IWIES 
HARDWARE 


WINDOW 
VENTILATING 
LOCK 
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CHAIN DOOR 
GUARD 


Protects the home 


The IVES Window Ventilating Lock 
safeguards the home... lets fresh air 
in... keeps children in... keeps bur- 
glars out. Winter or summer, win- 
dows can be left open for ventilation 
as well as security against intrusion. A 
safety and ventilating item that should 
be used in every home. Permanent... 
easily applied ...no mortising required. 














IVES Chain Door Guard protects the 
home against unwelcome intruders... 
door opens approximately 4 inches, 
just enough to see and carry onacon- 
versation with a visitor...and it’s fool- 
proof. It will pay you to stock these 
two items... one item helps to sell 
the other. 


Ask your Jobber. 


THE H. B. IVES CO. 


S3.m CE fess 
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The Business Outlook—Markets and Price News 
(Continued from page 14) 


nishing private brand irons to 
large retail groups. An advance 
of approximately 7 pct in some 
cases by suppliers of private 
brand refrigerators is also re- 
ported. 


Coleman Co. Puts Major 
Appliances on Allocation 


The Coleman Co., Inc., Wichita, 
Kan., announced that depleted 
inventories and a steadily grow- 
ing backlog of orders dictated 
a return to allocation on all ma- 
jor appliances. The controls 
were imposed July 15. 

Price increases ranging from 
5 to 10 pet on certain models 
of heating equipment were 
noted. 


Glidden Raises Prices 
On Certain Lines 


The Glidden Co. has announced 
an increase averaging 5 pct in 
the prices of its paint lines, with 
the exception of two major lines. 
The lines not affected by the 
price boost are the company’s ex- 
terior house paints and Spred 
Satin, an interior wall paint. As 
prices of these two lines remain 
unchanged, the advance on the 
company’s full line will average 
only about 2 pct, A. D. Duncan, 
vice president and general man- 
ager of the paint division, said. 
The increase covers all con- 
ventional interior paints, floor 
paints, enamels, varnishes and 
stains. 


Paint Brushes Are Advanced Due to Rising 
Bristle Price; Chinese Reds Control Supply 


The Pittsburgh Plate Glass 
Co., a major brush producer, has 
announced that its brushes are 
being increased on an average 
of 7 pct, effective immediately, 
due to soaring prices on China 
bristle. »% 

Most of the price advance was 
made on the long bristle, high 
quality brushes utilized by the 
professional painter. Bristle for 
this type brush is in extremely 
short supply, according to Kent 
D. Currie, divisional sales man- 
ager. 

“More than 75 pct of the cost 
of producing these brushes is in 
the bristle cost,” states Mr. 
Currie. ‘The average cost of 
bristle today, based on the 
Chinese assortment, is_ better 
than $11.00 per lb as com- 
pared with $2.30 in 1939. Dur- 
ing 1932, an unlimited amount 
of the same quality bristle was 
available at 64¢ per lb. And 514- 
in. bristle today is selling at 
$22.50 a Ib.” 

Bristle exports from China 
are controlled by the Chinese 


Communist government. The 
Reds can raise prices or shut 
off exports at will. Demand for 
the American dollar, however, 
keeps a limited amount of the 
commodity moving. 

Bristle advanced approximate- 
ly 20 pet in price during a two- 
week period, recently, according 
to Mr. Currie. As the situation 
in Korea becomes more acute, 
the prospects of a free supply of 
China bristle grow dimmer. 
Bristle can go even higher in 
price as the difficulty of obtain- 
ing it increases. 

Ability of the Chinese Com- 
munists to manipulate bristle 
prices has kept first quality 
brushes fluctuating wildly dur- 
ing the past five years. Pitts- 
burgh Plate’s brushes have 
moved up and down 12 times 
since the end of World War II. 


Power Tool Price Up 


The price of the Sprunger 8- 
in. tilt-arbor saw has been raised 
$4, to $38.95, by Sprunger Bros., 
Inc., Topeka, Ind. 
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Oil Heating Equipment 
Boosted 7 to 10 Percent 


Prices on oil heating equip- 
ment to dealers and jobbers have 
been increased by several manu- 
facturers between 7 and 10 pct. 
Prices on both oil burners and 
on furnace-burner and _ boiler- 
burner heating units have been 
raised an average of 7 pct by the 
Williams Oil-O-Matic division of 
Eureka Williams Corp. The com- 
pany reported July shipments 
were approximately double those 
of the same month a year ago. 

General Electric Co., which 
does not sell oil burners sepa- 
rately, increased oil heating 
equipment prices to the trade 
7% to 10 pet. Petroleum Heat & 
Power Co. lifted prices to job- 
bers on its domestic oil burner 
lines about 10 pct. Timken Silent 
Automatic division of Detroit 
Axle Co. boosted prices to job- 
bers and dealers on its oil burn- 
ing furnace units approximately 
10 pet. 


Armstrong Cork Changes 
Prices of Floor Coverings 


Armstrong Cork Co. an- 
nounced an increase in price on 
some of its resilient flooring 
products, mainly affecting items 
on which prices have been cut 
in the past several months. The 
company returned to the level of 
June 16 prices of felt base pro- 
ducts, including Quaker and 
standard rugs and floor cover- 
ings, thus eliminating price cuts 
of 614 to 10 pct made June 20. 
Prices were also increased on 
rubber tile, Linotile, Arlon tile 
and conductive greaseproof as- 
phalt. 


Cory Puts Fan-Heater 
On Allocation Basis 


An allocation program has 
been indicated by Cory Corp. for 
the Fresh’nd-Aire “Heaterette.” 
J. W. Alsdorf, president, ex- 
plained that maximum fall and 
winter production had been fore- 
cast which has been divided in 
proportion to market potential 
among the company’s sales rep- 
resentatives. They have been 
asked to divide their allocation 
among their various jobbers and 
to either obtain commitments 
for such allocation or release 
any possible overages that can- 
not be placed in a specific terri- 
tory so that the company can 








SHEFFIELD 


BOLT and NUT 
PRODUCTS 





Packaged For Trim 
Stock Display and 


Quick, Easy Order Filling 





SHEFFIELD 
STEEL PRODUCTS 
Carbon and Alloy Steel, 
Ingots, Blooms, Billets, Plates, 
Sheets, Hot Rolled Bars, 
Steel Joists, Structural Shapes, 
Reinforcing Bars, 
Welded Wire Mesh, 
Wire Products, Wire Rods, 
Fence, Spring Wire, 
Nails, Rivets, 
Grinding Media, Forgings, 
Track Spikes, 

Bolt and Nut Products 


Nii 
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QUALITY 








Statistically Controlled 
At The Highest Level! 


You can hand your customers their best 
guarantee of high quality with every 


- order of Sheffield Bolt and Nut Products 


you sell. This quality is written into the 
data and statistics of Sheffield’s Statisti- 
cal Control—where inspection results are 
analyzed at every step of manufacture. 


Through this Quality Control, you are 
assured uniform quality at the high- 
est level—full-bodied, true shaped heads, 
tough accurately gauged shanks, strong, 
clean-cut, precision formed threads and 
close tolerance nut-to-bolt fit. 


Sheffield Bolt and Nut Products are 
packaged to attract more byyer atten- 
tion at point of purchase and to simplify 
serving your customers. No prying off 
covers and easing them back on again 
—just lift the hinged lid. The label end 
of each package is plainly marked and 
illustrated to quickly identify the contents. 


SHEFFIELD STEEL 


CORPORATION 


KANSAS CITY 





HOUSTON 


TULSA 


DISTRICT SALES OFFICES: Chicago, IIL; St. 
Louis, Mo.; Des Moines, Ia.; Omaha, Nebr.; Wich- 
ita, Kans.; Denver, Colo.; Oklahoma City, Okla.; 
Dallas, Tex.; San Antonio, Tex.; Lubbock, Tex.; 
EI Paso, Tex.; New Orleans, La.; Shreveport, La. 
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Compare PEERLESS 


for VALUE! 
— with 
ANY Freezer 









Feature for feature the Peerless 
Freezer is outstanding. Streamlined. 
Modern design. Ruggedly built. 
Quality materials. Easy operation. 
Fast freezing. Good value means 
more profits, faster turn-over. 


COMPARE! 


Household Sizes 
Hotel Sizes 


2 to 10 QOts. 
12 to 20 Ots. 








ASK YOUR JOBBER 
THE PEERLESS FREEZER Co., WINCHENDON, Mass. 














WHO BRINGS YOU 
“UNIVERSAL 


Sprayer 


He's the sole ambassador of this fastest- 
selling, most profitable line of hand and 
compressed-air sprayers — for the 
Universal line is sold EXCLUSIVELY 
through Jobbers and their salesmen. He 
can accurately gauge your needs, and 
knows that what is good for you is good 
for him. He's your friend. Policy-wise 
as well as price and profit-wise, 
UNIVERSAL is by long odds the bestZ 
line to handle. 


UNIVERSAL METAL PRODUCTS CO. 
SARANAC MICHIGAN 





release such overages to terri- 
tories which are in a position to 
place immediate commitments 
for such production. 


Kelvinator Price Rises 
Offset Earlier Cuts 


Price increases on three home 
freezers have been announced by 
the Nash-Kelvinator Corp. which 
partially offset a price reduction 
which had been put in effect in 
July. Model FR 92 was increased 
to $329.95 from $299.95; FR 122 
to $379.95 from $369.95 and FR 
202 to $549.95 from $529.95. 

The company informed dealers 
that prices had been reduced asa 
result of competitive conditions. 
It had hoped to offset some of the 
reduction by manufacturing sav- 
ings in increased volume but this 
was not possible because of the 
stepped-up defense program. 


Easy Washers Raised $10 


A rise of $10 in suggested 
list prices of two non-automatic 
electric washers was. an- 
nounced by Easy Washing Ma- 
chine Co. Model 506SS was 
raised from $169.95 to $179.95 
and model 101, a wringer type, 
was boosted from $149.95 to 
$159.95. The company’s top 
spinner model is unchanged, at 
$199.95. 


Prices Boosted on 
Maytag Washers 


The Maytag Co. cancelled the 
price reduction it made May 1 
on its line of washers. At that 
time the company reduced the 
price of automatic washers $10 
a unit and its three conventional 
washers $5 each. Prices in ef- 
fect before May 1 were restored 
by cancellation of the reduction. 


Philco Products Now 
Under Allocations 


Philco Corp. reports that de- 
mand for its products has been 
so great that it has been forced 
to allocate to distributors and 
dealers refrigerators, freezers, 
air conditioners and ranges, as 
well as television and radio re- 
ceivers. In addition to carrying 
on its civilian production the 
company has set aside separate 
facilities which are being de- 
voted exclusively to government 
work in the radar, electronics 
and thermal fields. 
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Lead Price Upped 
Twice in Two Weeks 


The price of lead was increased 
| cent a pound for the second 
time in two weeks, bringing the 
price up to 13.8 cents a pound, 
East Si. Louis. Customer smelt- 
ers were responsible for the latest 
advance and their action was fol- 
lowed by large producers. 

A leading fabricator advanced 
the price of lead pipe and sheet 
lead to 19 cents, a | cent in- 
crease. Plumbing supply houses 
were reported to be in the mar- 
ket for a larger amount of sheet 
lead, lead traps and bends and 
other articles used for building 
and construction. 

Previously, the National Lead 
Co. had raised the price of dry 
red lead | cent a pound to 14% 
cents in carload lots. Litharge, 
which is used in making battery 
plates and glass, was raised to 
143%, cents in carload lots while 
orange mineral, a paint pigment, 
was raised to 18.80 cents a pound 
in car lots. Dry white lead was 
boosted 34 cents to 15!/, cents 
a pound in carload lots and basic 
silicate white lead 45-x, was 
upped | cent to 14\/4 cents in 
car lots. Both products are util- 
ized in paint manufacture. 














Westinghouse Increases 
Prices on T-V, Radio Sets 


Westinghouse Electric Corp. 
announced price increases on 
eight models in its 1951 tele- 
vision line ranging from $10 to 
$30 and increases of $1 to $30 
on five radio models. F. M. 
Sloan, manager of the radio and 
television division, said that 
across-the-board increases had 
been avoided by individual anal- 
ysis of the exact cost incurred 
in manufacturing each model. 


Price Guarantees Off 
Noma Informs Trade 


Noma Electric Corp., of New | 


York, has informed suppliers 
that prices on orders now being 
placed will not be guaranteed. 
The price guarantee was elim- 
inated on orders placed after 
Aug. 14. 


Dayton Tire Prices Up 


Announcement was made by 
Dayton Rubber Co. of price in- 
creases ranging from 5 to 15 pct 
on passenger car and truck tires 
and natural rubber tubes. The 
advances are in line with simi- 
lar boosts announced recently by 
other manufacturers. 
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PEPPER MILL 


Our latest addition to the evergrow- 
ing line of Rio Grande Wooden- 
ware. Whole peppers are usually 
always available so this will be a 
fast-selling item. Hard maple and 
lished brass plate hardware. 
fieedpolaned patterns. 






































BOWL AND TRAY 


A matching set of 
maple woodenware in 
any of 7 exclusive pat- 
terns from deep green 
Ivy leaves to colorful 
fruits and vegetables. 
Handpainted and _ ini- 
tialed by the artist. 
Tray 16”. Salad -_ 
Fruit Bowl 9” to 17” 

Fork and Spoon 10” 
and 12”. 





Send for catalog and price list. 


ee 


BWA TE 5 TUDIOS | 


421 
MDALLAS TEXAS. 
























Sel more Hampers Jhis lf 





People without hampers, 
people with old hampers, and 
people with hampers that do 
not have VEL-VO lining are 
all good prospects. 

VEL-VO . . . the 
miracle lining that 
prevents snags, 
cleans easily and 
allows thorough 
ventilation. Soft, 


beautiful VEL-VO 
is a feature women 
understand and 
appreciate. 










Send for 1950 catalogue. Compare the quality, feature, 
value of the HAWKEYE line. See what a great com- 
Fm Ree petitive advantage Hawkeye dealers enjoy. 

BURLINGTON BASKET CO., Burlington, lowa 
Quality Products for Over 60 Years 
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FALCON 
CBEAK) 


Goeelled 
HOOKS 





This style snelled hook is 
used by more fishermen 
than any other. It pays to 
stock the hooks that move 
fastest. 


Falcon Beak Hooks come in a full range 
of sizes—hollow point, forged, reversed, 
plain or sliced shank, turned down ta- 
pered eye or marked shank, bronze finish. 


Only Pequea offers this popular 
hook with the WRAPPED 
MARKED SHANK. 


Pequea has the broadest line of styles 
and sizes of Mustad nylon-snelled hooks 
available in the USA, and our localized 
assortment enables you to order just the 
ones that your trade wants. Here’s how 
it works. You order a 3-gross assort- 
ment of Pequea Snelled Hooks, choosing 
the styles, sizes, bends, points, shanks 
and eyes and finishes your trade goes 
for. You may select as many as 6 varia- 
tions for each assortment. You get 1 doz. 
6-hook cards in each of the 6 boxes, all 
assembled in an attractive display kit. 
The kit costs you nothing—you pay only 
for the hooks, Order through your jobber. 


Send for new 1950-51 Pequea catalog. 


PEQUEA WORKS, Inc. 


445 MILLER ST. © STRASBURG, PENNA. 
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National Production of Goods, Services 
At Greatest Peak in Second Quarter 


National production of goods 
and services advanced to an an- 
nual rate of $270 billion in the 
second quarter of this year, the 
highest quarter on record, re- 
ported the Commerce Dept. 
This exceeded by $3 billion the 
previous high of $267 billion 
set in the final quarter of 1948. 
The $270 billion rate compared 
with an annual rate of $254 
billion in the last quarter of 
1949 and $263 billion im the 
first quarter of 1950. 

National] production of geods 
and services is termed “gross 
national product” by the Com- 
merce Department. 

Private investments, one of 


the components, increased more 
than $5 billion in the quarter, 
with new construction spending 
accounting for $1 billion. There 
was a rise of $2 billion each in 
business purchases of equip- 
ment and business inventories. 

Personal spending for con- 


sumption increased $2 billion. 


at the annual rate between the 
first and second quarters. This 
rise, the department said, was 
accompanied by price increases 
and reflected little change in 
physical volume. There was a 
continued rise in spending for 
clothing, food and automobiles. 
Furniture and household equip- 
ment showed some slackening. 


Supply of Crude Rubber Dwindling 
For U.S. Market; Red Countries Get More 


Nations that control, or have 
great influence in the rubber 
producing areas of the Far East, 
should discontinue the sale of 
crude rubber to Russia and its 
satellites, in the opinion of John 
L. Collyer, president, The B. F. 
Goodrich Co. 

“Crude rubber, a vital strate- 
gic material, is being received 
in diminishing tonnage in the 
United States although this na- 
tion is the world’s largest con- 
sumer of rubber of all types. 
Meanwhile, Russia has been 
buying substantial quantities of 
crude rubber since the close of 
World War II,” Collyer declared. 

“Principal supplier of rubber 
to Russia has been, and con- 
tinues to be British Malaya with 
Indonesia and other producing 
areas also unquestionably sup- 
plying rubber for stockpiling 
and consumption behind the 
Iron Curtain. 

“It is significant that nations 
controlling 80 pct of the world’s 
crude rubber are either bene- 
ficiaries of the Marshall Plan 
or are today receiving American 
aid through governments that 
are sponsored by the United 
States. 

“Recent statistics on the dis- 
tribution of crude rubber show 
for example, that in July of this 
year only 27,000 tons of the 
102,000 tons shipped from Ma- 
laya came to this country. Our 
country, which normally con- 


sumes 55 pct of the world’s new 
rubber, received 55 pct of Ma- 
layan rubber in 1940 before 
World War II, and 37 pct for 
the first six months of the cur- 
rent year. The July 1950 figure 
of only 27 pct emphasizes the 
urgency of our present rubber 
position. 

“The United States, at the 
present rate of consumption, will 
this year require approximately 
1,200,000 long tons of new rub- 
ber to fill military and essential 
civilian requirements, including 
both crude and synthetic rub- 
bers. 

“Due to our nation’s present 
inability to obtain crude rubber 
in sufficient quantities for nec- 
essary stockpiling and to con- 
tinue to fill the legitimate needs 
of American consumers, it may 
be mandatory for government to 
exercise controls on _ rubber 
usage. Diversion of rubber sup- 
plies from Russia to the United 
States would be in the highest 
interest of all free peoples at 
this critical period. 





Majestic TV Increases 

Price increases ranging from 
$5 to $20 on its line of television 
receivers has been announced by 
Majestic Radio & Television, Inc. 
Most models are increased $10 
each. The company has set up an 
allocation system and is shipping 
to customers on a pro-rata basis, 
in accordance with past activity. 
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Home building at Peak 


Home building reached a peak 
in July when 144,000 new dwell- 
ing units were started. This mark 
was 2,000 higher than the pre- 
vious one, set in June. July build- 
ing starts were 47,900 more units 
than were started in July, 1949. 

A total of 838,300 dwelling 
units were started during the first 
seven months of this year, accord- 
ing to the Bureau of Labor Sto- 
tistics. This represents an in- 
crease of 54 pct over the same 
period of last year. 














Building Materials 
Production Reaches High 


Production of building mate- 
rials touched an all-time high 
in May, reports the Dept. of 
Commerce. The department’s 
composite index of building ma- 
terials production rose to 167.0 
in May, 1950 (19389 average— 
100). This reflected a greater- 
than-seasonal increase of 13 
pet over April, 1950 and a 26 
pet rise over the index for May, 
1949. 

There were significant in- 
creases in May over April out- 
put rates for cast iron soil pipe, 
clay sewer pipe, brick and 
asphalt roofing materials. Pro- 
duction broke earlier postwar 
output records for lumber, hard- 
wood flooring, cement, softwood 
plywood and gypsum board. 

There was almost twice as 
much cement produced in May 
as in the average month before 


the war and eight times as 


much gypsum board. 


During the first five months | 


of this year overall production 
of building materials was at a 
higher rate than in the same 
period a year ago but it lagged 
behind the 1948 level in the first 
quarter. 





Emerson Increases Prices 
On Whole TV Line 


Emerson Radio & Phonograph 


Corp. has announced increases | 


in the prices of its entire tele- 
vision line ranging from $10 to 
$30 at consumer levels, and 
from $1 to $10 on most of its 
portable and table model radios 
and phonoradios; and $20 on 
console phonoradio. The new 
price increases will affect 11 
television models and 12 radio 
and phonoradio models. 

Mr. Benjamin Abrams, Emer- 
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TITE-ROPE and WHALE 














Pre-sold to your customers by national 
advertising. These Clothes Lines are 
year round selling items. 

Include these attractive merchandising 
packages in your window display. 
They'll bring “reminder” sales into 
your store. 





E.' TITE-ROPE 
- clothes line 


Strong multi-strand wire line with a tough, 
gleaming white plastic covering. Cleans 
with whisk of a damp cloth. No stretch, 
no rust. Packed twelve 50 ft. hanks, 
usually several connected, in colorful dis- 
play carton. 


WHALE 


clothes line 


Solid braided flexible cotton line 
with glazed finish. All honest 

cotton yarn—much stronger 

than ordinary lines. Twelve 
individually wrapped 50 ft. 
hanks, connected in pairs, 
to a display carton. 


ci O8 4 RfFuns or 

¥ Guaranteed by ™ 

Good Housekeeping 
S245 aoveansto SS 





























Carry the complete Samson line 





Spot and other sash cords; shade cord; Venetian blind 
cord; masons’ line; awning line; garden line; marine cords; 
solid braided rope, etc. Samson makes them all. Check 
your stock and order from your jobber today. 
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WHY SELL LESS THAN 
Guaranteed Quality ? 





EDGEHILL 
CIRCULAR SAWS 


* for guaranteed performance 
* for satisfied customers 
* for steady repeat sales 


Build up a more profitable re- 
peat business in saw blades by 
stocking and featuring the guar- 
anteed quality Edgehill Line. 
FAST TURNOVER from Edgehill’s 
lower prices means extra sales 
stimulus and constant repeat 
profits you can depend on. 
GUARANTEED QUALITY assures 
complete satisfaction for you 
and your trade. Edgehill is pre- 
cision made from highest quality 
chrome nickel steel. 

TOP PERFORMANCE in holding 
a tough, sharp cutting edge 
longer makes each Edgehill 
blade a ‘salesman’ for you .. . 
brings customers back to your 
store. 

You'll find extra sales appeal in 
the protective packaging of each 
Edgehill blade... and your job- 
ber can make prompt deliveries. 
Stock the guaranteed quality 
Edgehill Line now and watch 
your saw blade business 
increase. 


Order from your jobber or 
write for full details. 


TYPES BUSHINGS 
6,7 Band Winch — 34,”-54” and 54”-Y,” 
Flat ond available at 


Hollow Ground no extra charge 











Te BLADE 


MFG. CO. 


909 W. 3rd AVE. 
COLUMBUS 12, OHIO 


son’s president, ascribed the 
new increases to scarcities of 
certain components which hinder 
production continuity, and have, 
therefore, adversely affected pro- 
duction costs 


American Kitchens 
Placed on Allocations 


Announcement of a period of 
allocation of American Kitchens 
products has been made to dis- 
tributors by the American Cen- 
tral Division-Aveco Manufactur- 
ing Corp. The allocations were 
made effective Aug. 1. 

“The tremendous upsurge in 
sales volume and current steel 
and other procurement situa- 
tions made it essential that we 
adopt a plan for prorating mer- 
chandise which would insure 
fair distribution among our dis- 
tributors,” stated F. F. Dug- 
gan, general sales manager. 


Cory Boosts Price 
On Automatic Brewer 


Cory Corp. has increased the 
price of its Cory Model EAB 
Coralume automatic coffee 
brewer, to $22.50, Fair Trade in- 
cluding Federal Excise Tax. The 
previous price was $20.95. The 
change was made effective 
Aug. 15. 

The Cory electric coffee grind- 
ers, which were withdrawn from 
the line several months ago in 
order to make mechanical im- 


back but production has been al- 
located for the remainder of the 
year. 


4 


Price Discounts Lowered 


National Mfg. Co., Sterling, 
Ill., has notified the trade that 
its discount on No. 900 Garage 


20 pet. On the remainder of the 


count following the base has 
been withdrawn. 


Manning-Bowman Increases 


Manning-Bowman Corp. has 
made price increases from $1 
to $2.05 on nine different elec- 


provements have been brought | 


Door Sets on the price list ac- | 
companying its price book No. | 
39 has been changed from 25 to | 


line the base discount remains | 
25 pet but a 5 pct from the dis- | 














SHARON 


REFILLABLE 
ASSORTMENT SH-263 


‘S” HOOKS 


* 90 Pieces Solid Brass 
* 173 Pieces Electro Galv. Stee! 
* 10 sizes “S” Hooks from 
13/32 to 3% 










Ask your jobber 


or write direct 





Shanon Gilt and Scheu Co 


BOSTON 10, MASS. 


REFILLABLE 
REFILLABLE 














REFILLABLE 





tric housewares. Items affected 
by the advance include percola- 
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tors, waffle irons and broilers. 


Shanon Gt and Scheu Co 


BOSTON 16, MASS. 





HARDWARE AGE, SEPTEMBER 7, 1950 








Govt. 
On R 


In t 
restric 
ment s 
war i 
merce 
the us 
civilia 
Sept. 

lated 

formu 
basis 
reduc¢ 
sumpt 
tons 

tion 

mont] 
are a 
60,10: 
totale 
ord f 











Cook 
No hk 


Bec 
condit 
Koreé 
Co. f 
of 1% 
begar 
dise 
Sept. 

Ste 
stock 
and 
Augi 
comp 
ley, | 

said 
conti 
rent 


HAR 








ON 
ABLE 
IT SH-263 


JOKS 


Brass 

tro Galv. Stee! 
ooks from 

J 















Govt. Puts Limits 


On Rubber Use 


In the first production 
restriction by the govern- 
ment since the start of the 
war in Korea, the Com- 
merce Dept. has limited 
the use of new rubber for 
civilian products, effective 
Sept. 1. The cut is calcu- 
lated by a complicated 
formula and on a national 
basis the effect will be to 
reduce new rubber con- 
sumption to about 90,000 
tons a month. Consump- 
tion in July, the latest 
month for which figures 
are available, amounted to 
60,108 tons and in June it 
totaled 111,012 tons, a rec- 
ord figure. 

Under the formula each 
manufacturuer during the 
last four months of this 
year may use no more 
than four-twelfths of the 
amount of new rubber he 
used during the 12 months 
from July 1, 1949 through 
June 30, 1950. Further- 
more, he may not use in 
any one of the four months 
more than 28 pct of the 
total he is allowed for the 
four-month period. 

The cut applies to both - 
natural and synthetic rub- 
ber. Main effect of the 
order, Commerce Depart- 
ment officials said, would 
be that more natural rub- 
ber would be available for 
military stockpiling and 
defense production. 














Coolerators Allocated; 
No New 1951 Models 


Because of the current market 
conditions resulting from the 
Korean situation, the Coolerator 
Co. has postponed introduction 
of 1951 models, this fall, and 
began allocations of merchan- 
dise to distributors begnning 
Sept. 1. 

Stating that all Coolerator 
stocks of refrigerators, ranges 
and freezers plus remaining 
August production has_ been 
completely sold out, W. C. Con- 
ley, Jr., general sales manager, 
said that his firm decided to 
continue production on its cur- 
rent line rather than shut down 











DEALERS—STOCK THIS 
PROVEN SELLER NOW! 


You'll Get Calls for 
MQ SEWER CARTRIDGES from this 
SATURDAY EVENING POST Advertising 


CLEAR SLUGGISH SEWERS § 

























A Steady BA N MQ sewer CARTRIDGES jy. See This Ad 
\ Destroy Roots Chemically 
* 
Year-Round Don't risk the expense, filth, , in The 
and inconvenience of a plugged er 
sewer. Keep your sewer flowing clean and freely 
Repeater with MQ Sewer Cartridges, the only device of 5 t rda 
its kind that destroys tree roots and other atu y 
organic material which clog sewers. No harm 
to shrub or tree e 
Makes SIMPLE—INEXPENSIVE—SAFE Evening 
It’s easy to keep sewers open permanently with § 
MQ cartridges. Simply flush them down the 9 D t 
Satisfied toilet or clean-out once a month. The chemicai 0s 
does the work. If your hardware or department 
store cannot supply MQ, send , 
Customers $2.00 for box of six. October 7 1950 
Successful since i940 Aj ' 











MINNESOTA QUARTZ CO. 
, 100 S St., Mendota, Minn. 7 








Prepare now for a steady demand on this proven item 
Hundreds of dealers now enjoying steady sales and profits from MQ. 
Successful since 1940 — Write for details 


MINNESOTA QUARTZ CO. - - - Dept. H, Mendota, Minnesota 
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BELT LACING , 
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ECONOMY PACKAGES 
im “E”’ CARTONS 
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1 10 packages of a single size 


to the “E” carton. 4 Five popular sizes 
2 Each package is a complete —Nos. 15, 20, 25, 27, 35, 


sales unit. 5 Eliminates breaking of 

Contains one set of lacing, hinge standard boxes. 
3 and gauge pins for 12” of belting 

width, 


“JUST A 


Order Cartons From Your Jobber — Ask for Bulletin A-60 HAMMER 


TO APPLY 
FLEXIBLE STEEL LACING co., 4616 Lexington St., Chicago 44, Ill. 17"? 





































‘wees AN ARTMOORE PRODUCT 


ORIGINAL TRIPOD DRYER 
STILL THE SALES LEADER 


FAMOUS ARTMOORE 
COLLAPSIBLE TRIPOV 
CLOTHES DRYER hes 
everything youand 
your customers want: 


between washings, die- 
pers, lingerie! Compact—closes complete'y 
to only a few inches of space! Lightweight 
—all select hardwood, weighs only § Ibs.! 
And It's priced right—retalls at only $2.95. 


See your jobber or write 


ARTMOORE CoO. 


Dept. A-90, 1319 North 3rd Street 
Milwaukee 12, Wisconsin 

















re Watohdal-ta First For ‘50! 


e a 
Goin alGuish 
SPINS PAINT BRUSHES CLEAN 
in 90 Seconds with Any Electric Drill 


Converts %4” electric or hand 
drill into speedy paint brush 
cleaner. Makes old brushes like 
new. Simple instructions included. 


Retails at $235 Each 
PACKAGED AND PRICED 
TO SELL ON SIGHT 


Colorful, eye-catching counter 
display carton containing six 
cleaners will ring up profitable 
sales for you. Order from your 
jobber now—or write direct. 





See our exhibit (568 & 57) 
National Hardware Show 


PORTABLE ELECTRIC TOOLS, INC. 


332 West 83rd St., Chicago 20, Ill. 
in Canada: 369 Danforth Ave., Toronto 13 













the plants for a change-over at 
this time. 
Mr. Conley stated that his 
| company was headed for a rec- 
ord year in 1950. Even before 
the July buying spree Coolerator 
sales for the first 6 months were 


up 65 pct over the same period 
in 1949, 

With the abandonment of 
plans for a new line, the firm 
also announced the cancellation 
of its annual Coolerator Con- 
clave, which had been scheduled 
for Chicago in October. 


2c Duty on Imported Copper Added 
To Fabricators Price by Mills 
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Reimposition of the 2-cent 
duty on imported copper has 
led to action by fabricators to 
pass this on to customers. 
American Brass Co., a subsid- 
iary of Anaconda Copper Co., 
was the first fabricator to take 
such action, informing custom- 
ers in a letter that putting back 
the duty on imports “leaves us 
no alternative.” 

The company, which obtains 
large quantities of copper from 
Chilean mines, said that it must 
depend on imported copper be- 
cause it is unable to get a suffi- 


cient supply from the already 
tight domestic production. 

A policy similar to that of 
American Brass was adopted by 
Anaconda Wire & Cable Co. 

Announcement was made by 
Calumet & Hecla Consolidated 
Copper Co. of a rise of 2 cents 
a pound in the price of copper 
to 255% cents, delivered to cus- 
tomers. 

There was also an advance 
by a leading manufacturer of 
2% cents a pound in the price 
of most kinds of brass and 
bronze ingots. 











BIG CITIES 


35% | 65% 


33% | 67% 


29% 171% 





SOURCE: U.S. Bureau of Census 


RETAIL TRADE TREND 
IS TO SMALLER CENTERS 


Percentage Distribution Shifts of Last Two Decades 


ei <add <ata 


REST OF COUNTRY 


™ YOO00000008 
" 90000660000 
% ©OG00000089 


PREPARED BY INSTITUTE OF LIFE INSURANCE 

















Big cities of the country with populations of 250,000 or more have lost ground in 
their share of the total United States retail business over the last two decades to 
the rest of the nation—the small and medium-sized communities as well as the 
suburbs. This trend is shown by data compiled by the U. S. Bureau of the Census. 

This trend has been of relatively long standing and was apparent in the first four 
Censuses of Business taken between 1929 and 1939, but is more pronounced in the 


latest of these censuses, that for 1948. 


This trend in retailing provides another indication of the greater than average 
growth of small and medium-sized business and the broadening of opportunity in 
general that have accompanied the record expansion of the population and the 
spectacular economic progress of recent years. 

The number of retail establishments in the big cities, with few exceptions, has de- 
clined substantially in the last decade and the aggregate is lower than it was in 1929, 
according to the latest figures. This is in marked contrast with the rise in the number 
of retailing outlets in the suburbs and in the small and medium-sized communities, 
not only since pre-war but as compared with 1929 as well. There are now about a 
quarter million more retail establishments in the United States than there were in 1929. 
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6-Day Week at 
Western to Meet 
Ammo Demand 


Western Cartridge Co. has 
placed its 2,500 employes on a 
six-day week in a stepping up of 
production schedules as a result 
of the heavy demand for ammu- 
nition. A large backlog of orders 
was built up during a recent two- 
week vacation shutdown. The de- 
mand for both shotgun and rifle 
shells is believed to have been 
stimulated by the Korean war as 
many hunters remembered the 
ammunition shortage which oc- 
curred during World War Il. 











Electrical Goods Sales 
8°, Ahead in First Half 


June sales of electrical goods 
wholesalers were only 1 pct 
above the previous month but 
they showed a 15 pct gain over 
June, 1949, reports the Census 
Bureau. Sales for the first half 
of 1950 were 8 pct above those 
for the corresponding period a 
year ago. 

Electric goods wholesalers had 
total sales in June estimated at 
$451,000,000. This brought sales 
for the first half to $2,437,000,- 
000 a record high. The total was 
$130,000,000 above the total for 
the first six months of 1949 and 
$6,000,000 above the previous 
peak period in 1948. Inventories 
at the end of June were 2 pct 
above the level at the end of May 
but there was little or no change 
from the dollar value of stocks 
at the end of June, 1949. 

June sales of retail radio and 
household appliance dealers were 
estimated at $251,000,000, a rise 
of $37,000,000 above a year ago 
and $7,000,000 over the May 
level. 





Scare Buying Boosted 
July Dept. Store Sales 


Intensive store-wide promo- 
tions and “scare” buying in the 
Second Federal Reserve District 
during July, 1950, sent depart- 
ment store sales 21 pct above the 
July, 1949, level, the Federal Re- 
serve Bank of New York reports. 
The increasing consumer de- 
mand for linen and other domes- 
tics, hosiery, and especially for 
television sets, appliances and 
other major durable goods helped 
to raise the bank’s seasonally ad- 
justed index of department store 








A sales-winner 


} 


"tle | 
1s Time to Replace | 
BROKEN WINDOWS 

















Here’s A real sales booster—an eye-catching 
window card that makes sure that passers-by 
don’t pass you by. It reminds buyers that now 
is the time to replace broken panes with quality 
Pennvernon Window Glass. It’s a point-of-purchase sales aid that 
helps you take full advantage of the reputation Pennvernon has 
achieved as window glass at its best. Buyers know that Pennvernon 
has excellent visional properties; that it has a brilliant surface 
finish on both sides, so that it may be glazed either side out. 

Use this card as the central element in your window display. 
You'll find it will help you sell more Pennvernon Window Glass. 





wr» pul these additional “salesmen’ 
to work - 


that makes passers-by 


9 


—they'll help you round out a campaign that will repay 
you in even more sales of Pennvernon Window Glass 


branch or jobber for a supply. 





PAINTS - GLASS - CHEMICALS - BRUSHES - PLASTICS 


ih ee GLASS 


PITTSBURGH 


(1) a “stopper-reminder” counter easel; (2) an effective 
decalcomania that identifies your store as Pennvernon head 
quarters: (3) an ingenious 3-piece window streamer for 
use during this fall season; (4) order-producing folders 
for envelope enclosure or give-away; (5) resultful news- 
paper mats. Now’s the time to put them to work. Just 
get in touch with your Pittsburgh Plate Glass Company 


COMPANY 
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Better PIPE_TOOLS 





“Reversible,” “Standard” and “Ideal” types, 
in all sizes. 
cial steel, are carefully milled, heat treated, 
hardened and tested. The Handles are forged 


Jaws are drop forged from spe- 


spring steel. The Chains are proof-tested to 
2/3 catalog strength (1,200 Ib. te 40,000 
Ib.). “‘Reversible”’ Jaws give double jaw life. 
“Standard” Jaws have extra bearing on the 
handle and forged-in chain guides. The 
“Ideal” Tongs have V_ shaped 
teeth for a sure grip on irregular 
shapes—fittings, etc. 


TRONG BROS. TOOL CO. 


“The Teol Holder People” 
5214 W. ARMSTRONG AVENUE + CHICAGO 30, ILL. 
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WATCH FOR 





| Laundry Manufacturers’ 








sales to 274, 14 percentage points 
higher than the previously re- 
corded high of 260 in June, 1948. 


July Washer Sales Up 
40%, Above Year Ago 


Factory sales of household 
washers in July totalled 282,261 
units compared to 325,217 in 
June, a drop of 13.2 pct, accord- 
ing to industry-wide figures an- 
nounced by the American Home 
Asso- 
ciation. July washer sales were 
40.5 pet higher than 200,900, 
sold in the same month of 1949. 

Dryers sold in July totalled 
23,588 units, compared to 20,568 
in June, an increase of 14.7 pct, 
and were up 750 pct over 2775 
in July, 1949. Ironer sales in 
July aggregated 25,100 units, 
down 7.4 pct from 27,100 in the 
preceding month, and were up 
42 pct over 17,700 in July a year 
ago. 


McGraw Urges Dealers 
Not to Order Excessively 


Max McGraw, president of 
McGraw Electric Co., warns deal- 
ers handling electric housewares 
against scare buying. He ad- 
vised dealers not to book orders 
for more than a 90-day period, 
although recognizing that this is 
not always possible now because 
some electric houseware manu- 
facturers are on an allocation 
basis. 

He said that the amount of 
steel it can obtain is dictating 
his company’s production sched- 
ule, adding that it can’t get a 
30-day supply’ of any kind of 
steel. 


Sponges One Line 
With Lower Prices 


One line which has been re- 
versing the current trend to 
higher prices is that of sponges, 
reports Schroeder &-Tremayne, 
Inc., St. Louis, which firm claims 
to be the largest importers of 
sponges and chamois. This com- 
pany states that prices on its 
Seawool sponges are cheaper 
now than they have been since 
the beginning of World War II. 
It says that as a result of latest 
price reductions, customers can 
get about twice as much sponge 
as they got a year ago for the 
same money. 





Oey 


the 4 ways 
“Easier to Sell” line 


CHICAGO 


“Safety Plus” Hexagon 
Head Cap Screws 



















* Constant Demand—The constant de 
mand for the “Chicago” line makes it 
—_- to sell—it’s the line for replace- 
t used in original assembly in a 
Belds of manufacture. Why? 

© They're Stronger—More uniform—give 
a a? fit for every replacement need, 
and. 


e They Cost Less—They fasten faster 
and tighter—resulting in lower ultimate 
costs to your customer, which makes 
them “easier to sell.” 


© Better Service—iIn 
plant facilities and 
“round the clock" service, higher quality, 
better packaging, and a more complete 
line. Yes, here is a greater profit line for 
you to feature—all four ways. 
Remember to ask for these “Chicago” 
products from you hardware distributor: 
Hexagon Head Cap Screws, Steel and Brass ° 
Square Head and Headless Cup Point Set Screws 
e “Semi- Finished Hexagon Nuts, Steel and Brass ° 
Castellated Nuts ® Fillister and Flat Head 
Cap Screws * Taper Pins © Milled Studs © 
Socket Head Cap Screws © Socket Set Screws * 
Socket Pipe Plugs © Stripper Bolts or Shoulder 

Square Head A Point Set Screws 
© Keys, Assortments and 


The CHICAGO SCREW COMPANY 


“Chicago” 
roduction means 





DEALER! 


There’s more profit in fireside furnishings 
when you SELL THE WILSHIRE LINE 


Wilshire is one of America’s fastest-selling, 
most complete, most competitive lines of fire- 
place equipment . . . a full range of com- 
petitively priced pieces and ensembles— 
Modern, Period and Traditional—to cover 
every type and need. 

















Genuine Wilshire Curtain Screen ensembles 
retail as low as $29.95!—only one of the 
many extra values to be found in the 
Wilshire line. 


MINIMUM INVESTMENT — MAXIMUM PROFIT 
Write for the Wilshire Plan of merchandis- 
ing fireside furnishings. It proves you can 
make big profits with little investment. Send 
for your free copy and catalog TODAY! 


WILSHIRE 


MANUFACTURING COMPANY 


Dept. A, 4550 Cutter St., 
Los Angeles 39, Calif. 
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Consumers’ Prices 
In Biggest Rise 


Consumers’ prices, paced 
by rises in the food com- 
ponent, were up 1.4 pct 
from June 15 to July 15, 
according to the National 
Industrial Conference 
Board. This rise, which oc- 
curred during the outbreak 
in Korea, represents the 
largest single month-to- 
month rise in the Index 
since August, 1947. The 
July figure also represents 
the fifth consecutive month- 
ly rise. 

The index for all items 
from July, 1950 is 1.3 pct 
below the all-time high in 
consumers’ prices recorded 
in August-September, 1948. 
(January, 1939 being 100.) 











Billion Dollar Year 
For Paints Expected 


Paint sales in June amounted 
to $108,817,489, a new high, 
leading Gen. Joseph Battley, 


president of the National Paint, 


Varnish and Lacquer Associa- 
tion, to predict that total sales 
for the year may equal those of 
1948, the record year. The June 
results indicate that the paint 
industry is likely to enjoy its 


fifth billion dollar year. The 
high figure attained in the 
month, General Battley said, 


“indicates an even greater in- 
crease in volume, since prices 
of finishes have been cut.” 

The Census Bureau reported 
sales of $533,647,211 in the first 
half of 1950. General Battley 
said that 1950 sales would have 
passed the billion dollar mark 
without the Korean war but that 
a record year is now possible. 
Mobilization, he said, will mean 
increased use of recently devel- 
oped special finishes and this 
will keep production high 
throughout the year. Output 
often drops in the second half 
but this is not looked for this 
year, due to greater industrial 
demand. The armed services will 
probably order heat and cold- 
resistant finishes, he said. 

June industrial sales also hit 
a new high amounting to $36,- 
708,161, including $27,175,202 in 














Last call...before Fall ! 
order WORK GLOVES 








If you’re not stocked up 
on work gloves before 
Jack Frost paints the 
leaves—that leaves you out 
on a limb! So order now 
...and if you want good pictures 

and descriptions of the complete BOSS 
line . . . with patterns, wrist or cuff styles for every job 
requirement . . . ask your wholesaler or send the coupon below 
for free catalog. Remember there are seven completely stocked 


BOSS warehouses to give your wholesaler overnight service. 


Buy THE BEST KNOWN NAME 


IN WORK GLOVES 


Buy IT’S EASIER TO SELL THE 


LEADER 





A GLOVE FOR EVERY JOB 


The Boss Manufacturing Company 
Kewanee, Illinois 


“How to Sell More Work Gloves”. 
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Free Dealer Helps—Ask Your Wholesaler or Mail Coupon 


Gentlemen: Please send me illustrated Catalog and folder 
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Amateurs feel like experts! 
Experts become more expert aa 


x-acto 


HANDICRAFT KNIVES & TOOLS 








>) *Reg. U.S, Pat. Off. 








—_ ¥ 





* The perfect tool for every job 
in model building, whittling, woodcarving, 
paper sculpture, or any handicraft hobby. 
Shown here: No. 82 X-acto Knife Chest, 
with 3 firm-grip X-acto knives, 8 assorted 
super-sharp blades, in handy wooden chest, 
only $3.50. Other X-acto knives, tools and 
sets, 50¢ to $50, at your hobby, gift, hard- 
ware or department store. 


X-ACTO CRESCENT PRODUCTS CO., INC. 


440 Fourth Ave., New York 16, N. Y. 








Order Fall and Winter 
Sports Shirts NOW 





Handsome, sports-designed shirts made for your 
kind of trade. Three materials, fourteen colors. 
Each shirt individuall ame. Five sizes to fit 
all your customers. DER ANY QUANTITY— 
ANY SIZE—BUT ORDER TODAY. Write us or 
see your jobber. 


THE AMERICAN PAD & TEXTILE CO. 
Greenfield, Ohio 


SAVE VESTS, BUOYANT CUSHIONS, SLEEPING 
SPORTS CLOTHING, CAMP EQUIPMENT, HORSE 
COLLAR PADS, TRACTOR SEAT CUSHIONS 








paints and varnishes and $39,- 
532,959 in lacquers. For the 
first half industrial sales totaled 
$189,897,261, including $140,- 
217,933 in paint and varnish and 
$49,679,329 in lacquer. 

Trade sales in June amounted 
to $61,833,157 and for the first 
half they totaled $294,051,170. 


Sees 9 Million TV Sets 
In Use By End of Year 


The one-millionth television 
picture tube rolled off General 
Electric’s production lines at the 
company’s Buffalo, N. Y., tube 
works Aug. 16 with a prediction 
by Dr. W. R. G. Baker, G. E. 
vice president, that nine million 
TV receivers will be in opera- 
tion in the United States by the 
end of 1950. 

Dr. Baker said one out of 
every 17 persons in the United 
States will have a TV set at 
that time. He contrasted this 
with TV sets in the Soviet 
Union where an estimated 50,- 
000 are in use, or one for every 
4228 people. 








| July Building Permits 


67% Ahead of Last Year 


Building permits in 215 cities 
in July, Dun & Bradstreet, 
Inc., reported, had a valuation 
of $525,578,358, a new high for 
the month. This compared with 
$315,236,164 in July, 1949, an 
increase of 66.7 pct, and it was 
the 11th consecutive month to 
show an increase over the same 
month of the previous year. 
However, it was a drop of 7.5 
pet from the June total of $568,- 
023,104. 


/ 


Vacuum Sales 73% 
Ahead of Last July 


July factory sales of standard- 
size household vacuum cleaners 
amounted to 279,967 units, com- 
pared with 250,190 in June, a 
gain of 12 pct, reported the 
Vacuum Cleaner Manufacturers’ 
Association. The July total was 





| 73 pet above the 161,920 re- 
| ported sold in July, 1949. 





Rubber Use Up 21% 


Rubber consumption for the 
first seven months of this year 
amounted to 701,640 long tons, 
compared with 581,659 in the 
same 1949 period, a 21 pct gain 
over a year ago. 

(Resume reading on page 15) | 


DIETZ COMET 
LANTERN 





\ LANTERNS. 


A Practical Lantern 
at the Cost of a Toy 


Le | eo) a 4 COMPANY 


SYRACUSE 1, N. Y. 





FLEXIBLE 
SUPPLY 
PIPES 


for 


Lavatory, Sink and Closet 


PITTSBURGH NIPPLE WORKS, Inc. 


1455 Spring Garden Ave., Pittsburgh 12, Pa. 
Me. 5h 








FULL OIL DRESSED 


CHAMOIS 


direct from 
English Manufacturer 
Write for price lists 


LONDON & PROVINCIAL MERCANTILE 
CO., LTD. 


30, Borough High Street 
LONDON S.E.1. 








Buy 


Savings Bonds 
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EXTRA SKATING 
COMFORT 


Speed King 


ROLLER SKATES 


Your roller skate sales will add up to a neat 
figure when you display “Speed King” 
Skates—the only skate with “Shaped-to-the- 
Shoe” toe-plate construction. This special 
design makes “Speed Kings” different— 
easier to sell. Then, too, the entire line of 


models, including the famous ‘500-Miler” 
number guaranteed for one year, offers com- 
plete reliability and customer satisfaction. 
Write for full details today. 


HUSTLER CORPORATION, STERLING, ILL. 

















HOPPE PRODUCTS 
Sell Steady and Fast 


Get the cream of the gun cleaning demand. Thou- 
ands of shooters use these well known, widely ad- 


vertised gun cleaning accessories. Ask your jobber | 


about 
Hoppe’s No. 9 Solvent 
Hoppe’s Gun Cleaning Patches 
Hoppe’s Lubricating Oil 
Hoppe’s Gun Grease 
Hoppe’s Gun Cleaning Pack 


They sell—and sell—repeatedly and they make firm 
friends. 


FRANK A. HOPPE, INC. 
2314A North 8th St, Philadelphia 33, Pa. 
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| MAS PROFITS. 


| scribes and prices many kinds of wanted toys and gifts for the 
































Christmas Profits! 


THIS 1950 TRYON CATALOG—crammed full of 
right-priced, quick-selling toy and sporting goods, 
gift merchandise—can make your 1950 Holiday 
Season the very biggest and the most profitable 
you've ever had! 


If you are a regular dealer write, TODAY, for your 
copy of the 1950 TRYON TOY CATALOG, on your 
business letterhead. With the House of EDW. K. 
TRYON your main source of supply, you will be as- 
sured BETTER SELECTIONS, GREATER CUSTOMER- 
SATISFACTION—and infinitely BETTER CHRIST- 


The 180-page TRYON CATALOG (illustrated) pictures, de- 


boy and for the girl—and many useful gifts for mom and for 
dad, too! Here are some of the hundreds of cataloged items— 


Athletic Goods 
Adult Games 
Coffee Brewers 
Cooking Wares 
Cutlery—Dolls 


Xmas Tree Lights 
and Accessories 


Winter Sports Products 
B. B. Guns 
Safety Razors 
Electrical Goods 
Bicycles, Wheel Goods 


Electric Utility 
Tools and Sets 





The high cost of printing is such that we can 
send catalogs only to dealers in these lines who 
ore interested in placing stock orders. Requests 
must be made on your business letterhead. Ask 
for Catalog A. 

















EDW. K. TRYON CO. 


PHILADELPHIA 5, PA 





815 817 ARCH ST 
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G00D Progee NEWS 


1. NEW SALEs 
APPEA 
2. NEW Low PRICES. 


Paragon 


POULTRY TIME SWITCHES 


1 — Now you can tell Poultry Raisers 
how to BOOST EGG-INCOME $20.80 
per 100 layers per year with Paragon 
CONTROLLED LIGHTING. 

2 — Now you can BOOST YOUR 
SALES and PROFITS with New Low 






Prices! 


Plug-in Type 
Morning Lighting Only 


$9.95 List / 


Model PIP (Plug-in) d 
\ 





Morning or Evening or 


y 
Both AM and PM lighting | | 
now only $13.50 List eo 


\__write FOR Free SALES xr 


of Sales Aids and Complete Data 
Paragon ELECTRIC COMPANY 


Largest Exclusive Mfgr. of Time Controls 
1212 — 12th St. © Two Rivers, Wisconsin 


Model 4-am &Arly Gord 











PROFIT 
ITEMS 








— 


a) 
SHELBY No. 666 


AIR-CHECK DOOR CLOSER 


It’s the largest pneumatic aircheck 
made for storm, combination, and 
light interior doors. It closes doors 
smoothly and surely — without a 


bang. 


The No. 666, in its new, colorful 
display box, is a fast-selling, fall 
profit item. Order them from 


your jobber at once. 


Spring Hinge 


Company 
Shelby, Ohio 
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Hardware and allied 
trade events up-to- 
date in each issue 
of Hardware Age 





National Events 


American Hardware Manufacturers 
Assn. and National Wholesale 
Hardware Assn. joint convention, 
Oct. 8-12, Marlborough-Blenheim 
Hotel, Atlantic City, N. J. 
AHMA secretary, Arthur L. Fau- 
bel, 342 Madison Ave., New York. 
NWHA secretary, Thomas A. 
Fernley, Jr., 505 Arch St., Phila- 
delphia, Pa. 

Industrial Pakaging and Materials 
Handling Exposition, Oct. 10-12, 
Convention Hall, Philadelphia, 
Pa. 

International Heating and Ventilat- 
ing (Air Conditioning) Exposi- 
tion, Jan. 22-26, Commercial Mu- 
seum, Philadelphia, Pa. Charles 
F. Roth, 480 Lexington Ave., 
New York, N. Y., manager. 

Locksmith’s Convention and Trade 
Show, Oct. 14-15, Hotel Empire, 


New York City. Convention 
headquarters, 42 Murray S&t., 
New York 7. 

National Contract Hardware Asso- 
ciation and American Society of 
Architectural Hardware Consul- 
tants, convention and _ exhibit, 
Sept. 18-21, Kiel Auditorium, 
New York City. Managing di- 
rector, John R. Schoemer, 420 
Madison Ave., New York City. 
Convention chairman, W. E. Pet- 
erson, Shapleigh Hdwe. Co., St. 
Louis. 

National Hardware Show, Oct. 2-6, 
Grand Central Palace, New York. 
Director, Frank M. Yeager, Na- 
tional Hardware Show, Inc., 331 
Madison Ave., New York. 

National Sportsmen’s and Vacation 
Show, Feb. 17-25, Grand Central 
Palace, New York City. 


Regional Events 


Buffalo Sports and Boat Show, 
March 10-18, 65th Regiment 
Armory, Buffalo, N. Y. 


Chicago International Sports and 
Outdoor Show, March 2-11, Inter- 
national Amphitheatre, Chicago. 


Detroit Congress Sportsmen’s and 
Detroit News Travel Show, 
March 31-Apr. 8, State Fair 
Grounds, Detroit, Mich. 

Hardware Wholesalers, Inc., Fort 
Wayne, Ind., Fall dealer conven- 
tion Nov. 1-2, Fort Wayne. 


State Events 


Alabama Retail Hdwe. Assn., an- 
nual convention and exhibition, 
April 24-25 at Admiral Semmes 
Hotel, Mobile. Secretary, Mrs. 
Euna G. Ramsey, 509 N. 19th 
St., Birmingham 3. 


Arkansas Retail Hdwe. and Impl. 
Assn., convention and exhibit, 
Feb. 18-19, Little Rock, Ark. 
Headquarters, Lafayette Hotel. 
Exhibit, Robinson Memorial Au- 
ditorium. Secretary, Wayne Tis- 
dale, Lafayette Hotel, Little 
Roek. 


California Retail Hdwe. Assn., con- 
vention and exhibit, Feb. 19-22, 
Fairmont Hotel, San Francisco. 
Secretary, LeRoy Smith, 1355 
Market St., San Francisco. 

Connecticut Hdwe. Assn., conven- 
tion and exhibit, Jan. 24, Strat- 
ford Hotel, Bridgeport. Secre- 
tary, Ned Russell, Harris Hdwe., 
Southport. 

Florida and Georgia Retail Hdwe. 
Assns. joint convention and ex- 
hibit, May 7-9, Geo. Washington 
Hotel, Jacksonville, Fla. Secre- 
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SOAKS — SCRUBS — RINSES 
STRONG — LIGHTWEIGHT — DURABLE 


Attaches to Garden Hose 


UTILITY 
FOUNTAIN 
BRUSHES 


QUALITY BUILT for 
PROFITS and 
SATISFIED CUSTOMERS 































owners—etc. Fresh water flows through handle and 
—doing a quick, thorough wash job on cars, wine 
house siding, basements, etc. Extension handles—2'2' and 
5’, also toggle action shut-off valve are extra profit items. 
Also available with oblong head, 

Ask jobber or write us for.prices, - 


LAITNER BRUSH CO. 


2000 Brooklyn Ave . Detroit 26, Michigan 
MAKING QUALITY BRUSHES SINCE 1885 


USED BY Home owners—Boat ners —farn truck 













by Edlund beat 
up sales and do a 
better beating job for 
the customér. Nation- 
ally advertised. 
Replacement guar- 
rolahi-1—m 






THINK OF 


Ldlund 


for 


KITCHEN TOOLS 


BURLINGTON, VT. 


BETTER 


EDLUND COMPANY 
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GAS SPACE HEATERS 


Sell Easier for 
Better Dealer Profit! 


Silent Sioux dealers will have the biggest year yet .. . with 
the Silent Sioux “anniversary line" of gas space heaters. 
Customers everywhere have been getting acquainted with 
these heaters . . . through national advertising in radio . . . 
newspapers . . . magazines. Your customers want these 
heaters!!! 


The Silent Sioux “anniversary line" of gas space heaters 
are the finest ever made. Some of the many features of 
30,000 B.T.U. GH-3049 illustrated are . . . 100%, safety 
shut-off and pilot . . . built-in draft diverter . . . burner 
easily accessible from front... A. G. A. approved .. . 
uses natural, manufactured or L.P. gas . . . and cabinets in 
beautiful "Chippendale" period design. Also a 70,000 
B.T.U. model GH-7050, with same styling and optional 
fan. Priced for any budget. This will be a profitable 
year for you IF you are a Silent Sioux Dealer. 


Special dealer helps . . . Point of Sale pro- 
motional material . . . National advertis- 
ing ... Will help you make this a big year 
as a Silent Sioux Dealer. 


Get acquainted with the Silent Sioux line today. 
Gas and Oil Space Heaters — Air-Conditioning 
Furnace—Conversion Burner Units. Mail coupon 
for full information at no obligation. 


Silent Sioux Oil Burner Corporation 
Dept. HA-90, Orange City, lowa 
Please send me full information about Silent Sioux heating equip- 


NAME 
ADDRESS 





t 
i 
4 
1 
: ment and exclusive dealer franchise. 
| 
' 
' 
1 
t 
7 























plenet 


McGILL BRAND 


mouse and rat 





@ NICKEL PLATED TRIGGERS 
@ TINNED WIRE PARTS 

@ RUST RESISTANT 

@ ADDED COUNTER APPEAL 


McGILL METAL PRODUCTS CO. 


MARENGO, ILLINOIS 


















play safe! 


A hardware line complete 
with a wide diversity of 
styles to meet practically 
every building requirement. 


* Modern designs, simple and 
positive in operation 


* Neat labeling and packag- 
ing—easy to stock and sell 


You can profit frem the vaiu- 
able repeat business created 
by National Builders’ Hard- 
ware service records. Send for 
your copy of the complete cat- 
alog today. 









NATIONAL MANUFACTURING 
COMPANY 


STERLING «© ILLINOIS 
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tary, William W. Howell, Way- 
cross, Ga. 

Illinois Retail Hdwe. Assn., conven- 
tion and exhibit, Jan. 30-Feb. 1, 
State Armory Bldg., Springfield. 
Secretary, Wm. W. Ewert, 1194 
Merchandise Mart, Chicago 54. 


Indiana Retail Hdwe. Assn., con- 
vention and exhibit, Jan. 30-Feb. 
1, Indianapolis. Headquarters, 
Hotel Lincoln. Exhibit, Murat 
Temple. Secretary, G. F. Sheely, 
333 N. Pennsylvania St., Indian- 
apolis 4. 

Intermountain Assn. convention, 
Jan. 26-27, at the Hotel Utah, 
Salt Lake City. Secretary, Leon 
L. Weeks, 224 Continental Bldg., 
Boise, Idaho. 

Iowa Retail Hdwe. Assn., conven- 
tion and exhibit, Feb. 6-9, Des 
Moines. Headquarters, Hotel Sa- 
very. Exhibit, Iowa Exhibit 
Bldg., State Fair Grounds. Sec- 
retary, P. R. Jacobson, Mason 
City. 

Kentucky Retail Hdwe. Assn., con- 
vention and exhibit, Feb. 6-8, 
Brown Hotel, Louisville. Secre- 
tary, D. W. Laws, 501 Republic 
Bldg., Louisville. 

Michigan Retail Hdwe. Assn., con- 
vention and exhibit, Jan. 16-18, 
Detroit. Headquarters, Statler 
Hotel. Exhibit, Convention Hall. 
Secretary, Harold W. Schu- 
macher, 1916 Olds Tower Bldg., 
Lansing. 


Minnesota Retail Hdwe. Assn., con- 
vention and exhibit, Jan. 23-25, 
Minneapolis. Headquarters, Cur- 
tis Hotel. Exhibit, Auditorium. 
Secretary, C. J. Christopher, 2110 
Nicollet Ave., Minneapolis 4. 


Missouri Retail Hdwe. Assn., con- 
vention and exhibit, March 6-7, 
Jefferson Hotel, St. Louis. Sec- 
retary, M. E. Pohlman, 812 Olive 
St., St. Louis. 


Montana Imp]. & Hdwe. Assn., con- 
vention, Nov. 244, Hotel Florence, 
Missoula. Secretary, Norman O. 
Blevins, P. O. Box 1152, Helena. 


Mountain States Hdwe. and Impl. 
Assn., convention, Jan. 23-25, 
Cosmopolitan Hotel, Denver, 
Colo. Secretary, Francis W. 
Reich, 1233 Spruce St., Boulder, 
Colo. 


Nebraska Retail Hdwe. Assn., con- 
vention and exhibit, Feb. 13-15, 
Omaha. Headquarters, Paxton 
Hotel. Exhibit, Auditorium. Sec- 
retary, C. A. McCoy, 325 Insur- 
ance Bldg., Lincoln 8. 


New England Hdwe. Dealers’ Assn., 
convention and exhibit, Feb. 20- 
22, Statler Hotel, Boston, Mass. 
Secretary, Russell B. Mueller, 185 
Dartmouth St., Boston 16. 

New York State Retail Hdwe. 
Assn., convention and exhibit, 
Feb. 27-March 1, Buffalo. Head- 
quarters, Statler Hotel. Exhibit, 


Auditorium. Secretary, Nicholas 
H. Kiley, 904 Hills Bldg., Syra- 
cuse 2. 

North Coast Retail Hdwe. Assn., 
convention, Feb. 11-13, Olympic 
Hotel, Seattle, Wash. Secretary, 
D. D. Stewart, 714 American 
Bldg., Seattle 4. 

Ohio Hdwe. Assn., convention and 
exhibit, Feb. 13-15, Cleveland. 
Headquarters, Statler Hotel. 
Exhibit, Auditorium. Secretary, 
John B. Conklin, 198 S. High St., 
Columbus. 

Oklahoma Hdwe. and Impl. Assn., 
convention and exhibit, Feb. 6-8, 
the Auditorium, Oklahoma City. 
Secretary, R. K. Thomas, 711 
Wright Bldg., Oklahoma City 2. 


Pacific Northwest Hdwe. & Impl. 
Assn., convention, Nov. 1-3, Mult- 
nomah Hotel, Portland, Ore. Nov. 
5-7, Davenport Hotel, Spokane, 
Wash. Secretary, J. B. Channing, 
615 Empire State Bldg., Spokane. 


Pennsylvania and Atlantic Seaboard 
Hdwe. Assn., convention and 
exhibit, Feb. 6-9, Philadelphia. 
Headquarters, Bellevue-Stratford 
Hotel. Exhibit, Convention Hall. 
Secretary, W. Glenn Pearce, 1616 
Walnut St., Philadelphia 3. 


South Dakota Retail Hdwe. Assn., 
convention and exhibit, March 
13-15, Sioux Falls, S. D. Head- 
quarters, Cataract Hotel. Ex- 
hibit, Coliseum. Secretary, O. R. 
Baily, 1300 S. Jefferson Ave., 
Sioux Falls. 


Southern California Retail Hdwe. 
Assn., convention and _ exhibit, 
Feb. 20-22, Long Beach. Head- 
quarters, Wilton Hotel. Exhibit, 
Auditorium. Secretary, A. C. 
Kammeier, 416 W. 8th St., Los 
Angeles 14. 


Texas Hdwe. and Impl. Assn., con- 
vention and exhibit, Jan. 15-17, 
San Antonio. Headquarters, 
Plaza Hotel. Exhibit, hotel and 
Transit Tower. Secretary, R. M. 
Souder, 822-23 Texas Bank Bldg., 
Dallas 2. 


Tri-State Hdwe. and Impl. Assn. 
convention, Feb. 12-13, Herring 
Hotel, Amarillo, Tex. Secretary, 
M. D. Shepherd, Canyon, Tex. 


Western Retail Impl. and Hdwe. 
Assn., convention and exhibit, 
Jan. 15-18, Municipal Auditorium, 
Kansas City, Mo. Secretary, Wil- 
liam J. Shaw, 3915 Main St., 
Kansas City, Mo. 


West Virginia Hdwe. Assn., con- 
vention and exhibit, Feb. 19-21, 
Daniel Boone Hotel, Charleston. 
Secretary, James C. Fielding, 
1628 McClung St., Charleston. 


Wisconsin Retail Hdwe. Assn., con- 
vention and exhibit, Feb. 6-8, 
Milwaukee. Headquarters, Hotel 
Schroeder. Exhibit, Auditorium. 
Secretary, H. A. Lewis, Stevens 
Point. 
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@ 3-color counter disp! 


Easeled window disp 


posters 
re banners 


2 Colorful sto chandising 
Floor _ cost with 


8-Roll Capacity omina! 

ORDER ao available at of R-V 550-D 
Special Assorument 

FROM \TE never ends. 


YOUR The season for Re EVERY PREFER: 
JOBB There’ sa type 
- ENCE, FIT EVERY 


3 at the 
OTH No. 1! 
way we ONAL HARDWARE 


‘Arvey, CORPORATIO 


HARDWARE AGE, SEPTEMBER 7, 1950 





NOW you can 
get PINCOR 


power mowers 
through your 
wholesaler 


For. 1951— 
6 sensational PINCORS 


from °79% to %199%! 


A $79.95 leader in the Pincor line! The greatest number 
of exclusive features in the industry to make Pincor the 
most competitive, easiest to sell power mower! 

The demand for Pincor was so great during the 1950 
season that our field forces could not keep up with it— 
so, for 1951 we are franchising the top wholesalers in 
your area to give you the best service possible even on 
your smallest requirements. 

Along with the biggest national advertising campaign in 
Pincor history, we ofter you a complete program of dealer 
“co-op’’ advertising—to bring Pincor customers to you. 

See your wholesaler now. Look at the Pincor line. 
Ask for the details on ‘‘co-op”’ advertising. 


PINCOR PRODUCTS 


Manufactured by Pioneer Gen-E-Motor Corporation 

5841 West Dickens Avenue + Chicago 39, Illinois 

POWER LAWN MOWERS * HAND LAWN MOWERS * ELECTRIC TRIMMERS 

GASOLINE ENGINES © ELECTRIC GENERATING PLANTS * GENERATORS 
; BATTERY CHARGERS 


Pioneer Gen-E-Motor Corp., Dept. HA 97 


Mail the 
5841 West Dickens, Chicago, Ill. 


coupon now Without obligation, tell me more about Pincor's great 


power mower line for 1951. 
for complete 


information 
Company 


Street and Number........... 
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@tigain 


For more than 50 years Griffin 
hinges have been known for their 
fine materials and workman- 
ship. Griffin hinges are 

part of a wide variety of light 
builder's hardware... 

guality produced by 
iRF Griffin. | 


} 








ewer DOOR NEEDS THREE! 





Secnee 


RIFFIN-| 


anufacturing Company 
ERIE » PENNSYLVANIA | 


SALES OFFICES 

45 Warren Street, New York 7, New York 
1639 Forse Avenue, Chicage 26, lilinols 
0344 Woodward — Detroit. Michigan 
115 Broad Street, Boston, Massachusetts 
bs 4 Market Street, San *Franciecs 3. _ 

7 St. Charies Avenue, Atianta, Geor 
Soave North pereces, Dallas, Texas 





785 . n . Missies se, 
4688 Mill Creek, Kansas City, Missou 
2611 Garrison Bivd., Baltimore 16. Maryianc 
1620 Garfield Street. Denver 6, Colorado 
IN CANADA 
tS Wellwood Avenue, Toronte, Ontario 





K.C. FOUNTAIN BRUSHES 


MEAN... A 
FAST FLOWING SALES / 


FITS ANY 
GARDEN HOSE 












WASHES, RINSES, W 
SCRUBS IN © Corros 
ONE OPERATION > Hand. Dr e Part, 
Houses, Cars, Trucks, Trail- Horse ios 
ers, Windows, Screens, Bristia ' Mixture 
Awnings, Boats, etc. * Mar.p 
Rubbe r Bote 
a laceable 
6” dan Mere ements 
SUGGESTED 






RETAIL PRICES 
Complete with $598 


four foot handle 


Complete with $498 


two foot handle 
2-4 and 6 ft, aluminum pipe extension handles with coupling, 60c per ft. 
DEALERS—Write for complete information and discount schedule 


K. C. FOUNTAIN BRUSH GO, 2uistf'%et wo. 














HELLER EQUIPMENT IS THE 
RIGHT TOUCH YOUR STORE 
NEEDS FOR.. BEAUTY-BETTER 
MERCHAND/S/NG -/MPROVED 
BUSINESS - GREATER PROFITS. 





HELLER STORE FIXTURES 


It has been repeatedly proven that stores equip- 
ped with Heller Fixtures attract trade, have faster 
merchandise turnover and improve financially. 
Heller equipment will give your store extra beauty 
—extra pulling and selling power—extra profits 
through in Rreveased sales—and go far in paying for 
new modern store fixtures. Today, by improved 
manufacturing facilities, Heller offers you this 
exceptionally beautiful and well made equip- 
ment at greatly reduced prices. Compare Heller 
equipment before you buy. Send measurements 
of store for free store plans. Ask for catalog 50. 


W. C. HELLER and COMPANY 


50 PLATT ST. MONTPELIER, OHIO 


DRAWS tre TRADE 


WOULD’NT YOU LIKE A STORE THAT 


ASK FOR 


Sree Ste Plat / 
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* We are proud of our record... for 
nearly a third of a century, Taylor products have been 
distributed exclusively through Hardware Wholesalers. 


TAYLOR LOCK CO. 


PHILADELPHIA 32 PENNSYLVANIA, U. S. A. 
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THE 


PATENTED 


CHEMICAL 
for 
Cleaning Root- 
Blocked Sewers 


NO DIGGING 

NO MECHANICAL 
EQUIPMENT NEEDED 
Time Saving 

Money Saving 
Labor Saving 





IMPORTANT 
ANNOUNCEMENT 


TO THE TRADE... 


ROOTO NOW AVAILABLE 
IN SMALLER PACKAGES 


Because of insistent demand from every 
section of the country, Rooto is now being 
made available in two smaller size 
packages for household use, in addition 
to the 25-lb. regular drum. 


ROOTO PACKAGES 


%* FOR BLOCKED SEWERS 


The regular 25-lb. drum now known as 
Rooto #1 (red label). 


FOR CURING SLUGGISH SEWERS 
AND PREVENTING THEM FROM 
BECOMING ROOT-BLOCKED— 


6Y2-lb. package Rooto #2 (blue label). 
Packed four tans to the case. 


FOR CLEARING KITCHEN SINKS, 
WASH BASINS, GREASE TRAPS— 


2-lb. can Rooto #3 (green label) pack- 
aged 12 cans to the case. 


It will pay you to stock these smaller retail packages. The 
demand is already here and is being increased by con- 
tinued national advertising in the Saturday Evening Post 
and other publications. 


THE@ ?4¢X¢) Ke CORPORATION 


1333 DIME BLDG. e DETROIT 26, MICH. 
3K After many years of research, and in cooperation with many master 
plumbers throughout the nation, we have proved that 25 pounds of 
a chemical is the minimum requirement necessary to clear an average 
lateral clogged with roots and organic matter. Larger and more 


densely clogged sewers require more. 

















Outsells ’Em All! 











IT'S THE 
_Coarbeo esti. HUMIDIFIER 


THE MODERN AIR MOISTENER 
AN OASIS FOR DESERT DRY HOMES 


Here’s the new, modern all steel 
Carlco humidifier — priced for 
quick sales. Stock up now. They’re 
Carleoized* leak proof. Galvan- 
ized. Rust resistant. Durable wire 
hangers 12%” x 9%” x 1%”. 
Packed 3 doz. to a carton. Fits 
all standard radiators. 





-Carlco-RADIATOR COVERS 
CARLCO COVERS THE NATION'S RADIATORS! 


America’s Most Complete Line of 
iator Covers 

Display the Carlco radiator covers... 
sell them on sight! Beautiful nat- 
ural wood grain design or 
ivory finish. Round cornered 
closed end or open end type. 
Sizes: Closed End — 7%” 
and 914” widths. 10’’x19’’, 
18’’x35"’, 24’’x47"’ lengths. 
Open End—7%" and 9%” 
widths. 18’’x35’’ lengths. 


























* Exclusive sealing process 





CARLISLE MFG. CO. Newarr's, Noo. 
FINE STEEL PRODUCTS SINCE 1903 


Mfrs. Pienic Refrigerators © Portable Ovens ©® Flower Boxes 





























New CONGRESS LUBRALIFE 
PILLOW BLOCKS 


LEE Foe, 


y. 








Permanently Lubricated 
Self-Aligning 
Throw away that dirty, messy oil can! Congress Pillow 


Blocks never require oiling, yet there is no oil drip. 
They are rust free, quiet, trouble free, easily installed. 


¢ Perfect Alignment 


¢ Rugged Construction 
¢ Heavy Load Capacity 
ae |. NO OILING! 





Oil resisting rubber grommets 
equipped with static dissipa- 
tor, to prevent transmission 
of any vibration of the ro- 
—_ parts, are also avail- 
able. 


The test tube at the right shows the actual 
amount of oil contained in a %'' bore 
Lubralife bearing. 


Write for Literature on Pillow Blocks and 
SPECIAL PULLEY ASSORTMENTS 
See us at Booth 205-6, National Hardware Show 





CONGRESS * 


ono DRIVES 


0 £. OUTER DRIVE DETROIT 34, MICH 
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THEY REMEMBER AT HOME 
FORGET IN YOUR STORE! 


| LINOLEUM 
SEAM AND EDGE BINDING 

GET EXTRA SALES WITH $ & W'S 

SELF-SELLING DISPLAY! 


Many a repair job gets neglected 
INDIVIDUAL 
12-FT. CARTONS 


because the home owner forgets 
to make a purchase while in your 

12 feet of pliant, sil- 

very zinc in each small 





store ... and you lose an extra 
sale! Put the S$ & W linoleum seam 
and edge binding displays near 


box . . . pre-shaped, your cash register and watch them 
prepunched with nail empty out. No cutting ...no meas- 
holes . ... plus all nec- uring. The customer pockets the 


essary nails. Available 
also in brass, steel and 
plastic in 75 ft. rolls. 


handy box. You ring up the sale! 


WRITE FOR PRICES, LITERATURE, 
AND JOBBER INFORMATION 


S & W MOULDING CO. 


980 PARSONS AVE., COLUMBUS, OHIO 
ALSO MIRAPLAS WALL TILE AND MASTER MASTIC 


3 "=" FAVORITES 


SALE 
with TRADESMEN 


and HOME “PUTTERERS” 


Consumers Furnace 
Cement 


This black furnace cement makes all 
joints air and gas tight. Can be used 
to set new furnaces or reset repair 
‘work—Available in 1 Ib., 2 Ib., 5 Ib., 
and 10 Ib. cans. 


Consumers Crack Filler 
(wood putty) Preferred by professionals 
and home craftsmen alike because it’s 
easy working and non-shrinking. Sets fast, 
takes fine*sanding and takes stains read- 
ily. Powder form does not deteriorate but 
stays ready to mix with water. 





























For Linoleum and Felt 
Paper Cementing 


Tiger Grip Linoleum Paste spreads quickly and uni- 
formly. Perfect for floors and walls, on wood or 
cement—all thicknesses of linoleum. No presetting 
| necessary. Never gummy or lumpy. Covers better 
| . « » Sticks better. An economical double-purpose 
paste for both linoleum and felt paper underlayment. 


Order Now from Your Wholesaler 


B CONSUMERS GLUE CO. 


| 1515 N. HADLEY ST. ST. LOUIS 6, MO. 
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88,000,000 POTENTIAL USERS WANT THE NEW +61 


‘FINGER GRIP 


= 
FOR "PARKING" THINGS WHERE THEY WANT THEM! 





Perfect for the Work 
Shop, Kitchen, Ga- 


rage, Laboratory, etc. { 





Display ’em ... you'll sell ’em 


6 adjustable spring steel clips on LIST PRICE 
hard wood base, 15 inches long, % $6.00 per doz. ARTHUR |. PLATT CO. 
inches thick. Ready for hanging. Si- See your Jobber or write. 


Fairfield, Conn. 


lent Salesman” card on each. 


























—ABIG SELLER hecause 
{thas a Hundred Uses 
<> Sheffield 
Sai WATER 
i: PUTTY 


CRACK FILLER 






















. . always look to the Wilcox-Crittenden ; 
1950 Catalog “H”. It is the ety te e@ Sticks to Anything 
informative book on Heavy and Shelf Hard- . —— 
ware, including pulleys, wire rope sockets, @ Mixes Easily with water 


‘ connecting links, thimbles, ..- Will Not Shrink 


4 — 
shackles, blocks, hooks, crack Filler e Becomes Hard as Stone 
turnbuckles, ring bolts, 
and other “Dependable” 
W-C fittings. Catalog “H” 
is yours for the asking. 
ing and smoothing job! Feature 
77 South Main Street, Middletown, Connecticut CLEVELAND 19, OHIO 


WILCOX-CRITTENDEN Shettield Proje 


“A Century of Dependability” Pei hb amelel ale) e-balel. sales grow . . . because yeur 
customers are looking for some- 
thing like this every doy! 


Every household . . . in fact 
every craftsman has use for this 
miracle putty that does every- 
thing! Adheres permanently te 
stone, tile, wood or metal sur- 
faces and does a perfect patch- 


























oe ae a ome sadems 












GENUINE One Set in a 

ORIGINAL DOMES OF S| LEN CE ae “9 
SELL ON SIGHT whenthese attention-compelling con- yong 
tainers, box or card are displayed on counters. Genuine DOMES %”* 

Spo. OF SILENCE glide softly, silently, smoothly over all flooring; 

12 ane in a box. saves floors and furniture. For years the favorite with house- 


siz d furni f 
144” 1%” lye” 1” %”" %”" owners an urniture manufacturefs. 








oy OF SILENCE Ask your jobber or wrile 
DOMES OF SILENCE, Division of 


ROBERT E. MILLER & CO. INC. 
35 PEARL STREET NEW YORK CITY 
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OAL U LEMMA ILLINGS, e027! 2627 


MOHS 2JUVMGUVH IVNOILYN é 


Lt-9T 11008 SONITI 


Remember! pot 4, (alte? PINKING SHEARS 
METCOID SOCKETS «.. FOr: << 


THINNER WALLS — SS 


Permits greater range of ee » a - tn 
r 
a 



























STRONGER 


(/ 
Withstands loads ex- y 
ceeding government 
specifications. Metal 
grain follows socket 
contour, adding 
strength at point of 
greatest strain. 


Contact Your Destributer Today! SS 


me coos he cnr, ERE, 
IN DISTINCTIVE HARDWARE CABINET te ~uaieinilas deci : 






di 


use on nuts and bolts in 1 
cramped quarters. el 
DEEPER BROACH | 








Greater Working area, 








vo 














BUILDERS HARDWARE e CABINET LOCKS 


ALL FROM J SOURCE /™ SCREWS AND BOLTS « SASH HARDWARE 



















Mophead, drainer 


"IN ONE. When You Know 
CARTON The Trade-Name— 













of a certain product and want to know “Who Makes 1?” 
look in the General Directory Section of the "Who Makes !#?” 
Number of HARDWARE AGE for the trade-name. You'll find 
it listed alphabetically under the product heading of the item 
in question. Alongside the trade-name you will find the name 
of the manufacturer, also the address of the maker arranged 
alphabetically in the same list. Keep your “Who Makes It?” 
Number close at hand where it will serve your wants quickly. 





Dealer Customer 
Convenience Satisfaction 
Famed Minute Mop now comes with 
all parts together ready to go on the 

. Packed the way customers like 
to buy it and efficient dealers like to sell 
it. A faster selling, eye catchin ack - 


ino epenge mop! Call your es Medel No. 101, List price $1.95 HARDWARE AGE 


MIN UTE MOP (0. pes a 3 tt 100 East 42nd St. New York 17, N. Y. 


GLASS 
CUTTERS 

















POINT DRIVER 





There are no substitutes for quality 
stock and sell genuine RED DEVIL tools 
Complete Catalog Available 


RED DEVIL TOOLS. Irvington 11,N.J.,U.5.A 





" SCRAPER 





* MARSHALLTOWN TROWELS *« 


MARSHALLTOWN TROWEL COMPANY * MARSHALLTOWN, IOWA 
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© back saws 
© panel saws 

© pruning saws 
block planes 


© band saws 
© mitre saws 
© wood chisels 
© fore planes 


¢ GREAT NECK SAW MERS., iwc. . Mineola, N. Y. . 


ENGINEERED QUALITY TOOLS SINCE 1919—at px pu é rally Adv 















* eybole saws 
© coping saw frames 
© screw drivers © compass saws & nests 
© jack planes © smooth planes 

SEE YOUR JOBBER IMMEDIATELY! 


© back saw frames 
© coping saws 

















FASTER SALES—,-— 
MEAN 
MORE PROFITS fs 








fonka 


= 


POWER MOWERS 





PRICED TO 
RETAIL FOR 


et 
4 Airfoil shaped blade gives smooth 19” cut to fine 


lawns with ease. The HOMKO Rotary Mower is the latest develop- 
ment for cutting high grass and weeds. A maximum of SAFETY, 
STRENGTH, and LONG LIFE is obtained from the ALL STEEL 
GUARDS AND FRAME. Powered by the latest VERTICAL TYPE, 
DIRECT DRIVE, NATIONALLY KNOWN, 2. H.P. 4-CYCLE ENGINE. 


DEMAND DEPENDABLE HOMKO—TRULY A QUALITY PRODUCT 


MANUFACTURED BY 


WESTERN TOOL & 


STAMPING CO. 
THE LEADER IN THE POWER AND HAND MOWER FIELD 


2725 SECOND AVENUE DES MOINES 13, |OWA 














% WANT FASTER SALES 
4 FROM FASTENERS ? 





Stock and sell our Complete ‘% 
Line of PHILLIPS SCREWS ~< 


Southington offers a complete line of Phillips X 

Fasteners including the Phillips Recessed Head . 
Self-Centering Wood Screws. 
ability, uniformity and wide size range, the Southington 
line is one of the country's most popular fastener lines. 


See our Exhibit at Booth 110 
National Hardware Show Oct. 2-6 





Since 1867 


Southingt n, Conn 





Known for depend- Q 








SOUTHINGTON HARDWARE MFG. CO. 

























THE COMPLETE LINE for the TRADE 


100% AMERICAN UNDERWRITERS 
MADE APPROVED 


BUY FROM YOUR JOBBER AND 


POLLY 


Cotalog and Prices on Request 
We Cater 
one Lite 5 
; / 





to the Wholesaler 


LEO POLLOCK CO. 


Mfrs. 


NEW YORK 13 








Midway Auger Bits 


“pregerred by all 


Auger bits 
for every 


TL 





Standard auger bits 


Auger bits for 17 sizes (%jeg° to 2%”) 





Sales Office and Factory 
Melvin, Ohio 


Tnhidway 
THE MIDWAY TOOL’CO INC 








uho want the Gest!” 


electric drills aS 
13 sizes (*A6” to *%e") 























FOLLOW THE LEADER IN 


Year after year HARDWARE AGE has led its field in 
the volume of CLASSIFIED as well as DISPLAY adver- 
tising. Its classified columns bring together buyer and 
seller, employer and employee. 








HARDWARE AGE 


Classified Opportunities Dept. 


“Want Ad"' ADVERTISING— 


Those who contact the hardware trade know from ex- 
perience that HARDWARE AGE is the logical medium 
to use to secure RESULTS from their classified adver- 
tising. Follow the leader. 


100 East 42nd Street, New York 17, N. Y. 
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assified Aduertising Rates 














Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum, 50 words....... $5.00 
Each additional word......... 10 


Positions Wanted 
(Special Rate) set solid, maximum, 
Ce Wo ccc ccc evdtasererdvedes aw“ 


Allow Seven Words for Keyed Address 
or Your Address 








*BOXED DISPLAY RATES 
$8.00 Per Column Inch 











Cuts or special borders not allowed. 
*DISCOUNTS FOR BOXED DISPLAY ADS 
5% discount fer 4 or more insertions 

No Agency Commission allowed on Classified 
Advertising. 
REMITTANCE MUST ACCOMPANY ORDER 
Send check or money order, 
not currency or stamps. 


Samples of Merchandise, Literature, Catalogs, 
etc., will not be forwarded to box number 
advertisers unless accompanied by sufficient 
postage for remailing. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 15 days 
previous to date of publicatien. 





Address your correspondence and replies to 
HARDWARE AGE 
Classified Opportunities Dept. 
100 East 42nd St., New York 17, N. Y. 

















[Sales Reprenentokives Wanted (Sales Reprerentative Wayted | 





Sales iwes Wanted 








TOP SALESMEN WANTED 
Highly pe yh Heo erento fer ee 


variety and general stores. Top quality compact line 
insecticides and rodenticides. PR . in- 
eluding repeat sales. Choice territories on ex- 
elusive basis fer thorough coverage in Midwest, and 
Seuth, west of Missiasippi. Write details to 


STANLEY INDUSTRIES 
13415 24th Ave., So. Seattle 88, Washington 

















WANTED—SALESMEN 


TO SELL EXTRA-HIGH-GRADE LINE of medicine 
eabinets and various other specialties — tf. lumber 
yards and hardware jobbers. Fast moving 1 Pro- 
tected territory alloted now threughout the be United 
States. 


Address Box N-945, care of HARDWARE AGE 
100 East 42nd Street, New York 17, MW. Y. 














BUILDERS HARDWARE SALESMEN—We 
are a Well-Known Established Eastern Manu- 
facturer of a complete line of Door Locks and 
have a few excellent territories open for Live- 
Wire Salesmen on commission basis. State ex- 
perience, territory, lines carried, references. Ad- 
dress Box N-969, care of Harpware Ace, !00 
East 42nd St., New York 17, N. Y. 





SALESMEN — HERE IS YOUR OPPOR- 
TUNITY TO SELL The Original and Best 
Self-Cooling Water Bag—also Lawn Soakers and 
Other Canvas Products. Only men calling on 
hardware and automotive j rs should apply. 
All except eleven Western States, New York and 





New England, are open. Give details of back- 


MANUFACTURER IS INTERESTED 


IN CONTACTING A FEW NATIONAL 
SALES ORGANIZATIONS OR BROKERS 


WHO WAREHOUSE STOCK AND 
CARRY OWN ACCOUNTS. CAN 
OFFER A FEW PROTECTED TER- 
RITORIES STILL AVAILABLE ON 
EXCLUSIVE BASIS TO AN ORGANI- 
ZATION CONTACTING RETAIL AND 
WHOLESALE HARDWARE, SEED, 
FEED AND DEPARTMENT STORES, 
SELLING OUR NEW LAWN SPRIN- 
KLER. IN REPLY GIVE NUMBER 
OF SALESMEN EMPLOYED AND 
PREFERENCE OF TERRITORY. AD- 
DRESS ALL INQUIRIES TO 


M. F. ENGINEERING 
P. 0. BOX 328 
BLUE ISLAND, ILLINOIS 


SALESMAN 


EASTERN WHOLESALE SEED HOUSE 
WANTS SALESMAN TO SELL ATTRAC- 
TIVE PACKAGED LAWN SEED ON COM- 
MISSION BASIS. SEVERAL COHOICE 
TERRITORIES OPEN. ADDRESS BOX 
N-989, CARE OF HARDWARE AGE, 100 
EAST 42nd ST., NEW YORK 17, N. Y. 














AGGRESSIVE SALESMEN WITH FOL- 
LOWING: CONTACTING variety stores, large 
retail and department stores to represent progres- 
sive manufacturer of fast- -selling tools. Liberal 
commission, Protected territories. State experi- 
ence, territory, lines handled, references. Address 
Box N-986, care of HARDWARE Ace, 106 East 42nd 
St., New York 17, N. Y. 





WANTED: EXPERIENCED SALESMAN 











ground, territory covered, other lines covered 
and references in first letter. Address Hirsch- 
Weis Canvas Products Co., 3121 N. E. Sandy 
Blvd., Portland, Oregon. 











EXPERIENCED SALESMEN 


with following among retail hardware and 
housefurnishing stores, to sell the most Fo gar 
branded line of dog furnishings. n be 
handied as a side line. Liberal commission. 
Choice territories open. 
Address Box N-947, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 




















THIS LONG ESTABLISHED HIGHLY RATED | | 
COMPANY offers 25 factory lines to salesmen | | 
covering retail stores outside of the larger 
cities. Here are complete factory lines, and 
salesmen earn a good living handling them. It 
would take you years to assemble so varied an 
assortment of lines. Write Sales Manager, Box 
N-6%6, care of Hardware Age, 100 East 42nd 
St., New York ,, tev. 





— WANTED — 








NATIONAL DISTRIBUTOR 


Unusual Opportunity for Large 
Reputable Marketing Organization 


One of the Nation’s leading service organizations, 
dealing with weod-boring insect control and wood 
preservation, not in position to adequately promote 
and market its two jeb-tested chemical compounds, 
seeks aggressive sales organization for domestic and 
foreign distribution. No job-tested products com- 
parable on the market teday. Products registered 
and approved by the U. S. Department of Agricul- 
ture, Protection and Marketing Administration, 
and with the U. S. Patent Office. All preliminary 
work including unusually attractive, lithographed 
containers, scientific research and comprehensive 
announcements to hardware, lumber and bullding 
supply dealers has been completed. Products offer 
unlimited pessibilities for aggressive organization 
to sell millions of gallons annually. To receive con- 
sideration, please set forth in detail size of or- 
ganization, territories covered, products handled 
and such other pertinent information as will 
enable us to give you further facts. All replies 
strictly confidential. 


Address Box N-910, care of se a ag - 
100 East 42nd St., New York 17, 
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for Wholesale and Retail Hardware, Plumbing 
and Electrical Supply Store in N. H. Must have 
a knowledge of figuring plumbing and _ heating 
jobs. Write giving experience and qualifications 
to Box N-985, care of HarpwAre AGeE, 100 East 
42nd St.. New York 17, N. Y 





eee COMMISSION SALESMEN 


© WHOLESALE TRADE 
CONSUMER PACKAGED CLOTHESPINS, 
CLOTHES LINES, SHELF LINING. 
WRITE FULLY TERRITORY, ETC. 


HANO PAPER CO., INC. 
441 Lexington Ave New York 17, N. Y. 
Established 1890 














QUALITY MODERN CHROME PLATED 


BATHROOM ACCESSORIES 


Manufacturer has Ohio, West Virginia, Western 
Pennsylvania and Northern New Jersey open and will 
grant exclusive representation to experienced aggres- 
sive manufacturer's agents who are now successfully 
selling related lines to the wholesale hardware, plumb- 
ing supply and tile trade. Please state territory cov- 
ered and lines carried. 
Address Box N-948, care of HARDWARE AGE 

es 100 East 42nd Street, New York 17, N. Y. 
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Sales iwes Wanted 


Accounts Wanted —_| 










| Positions Wanted | 




















Sales Representatives Wanted 
Revolutionary new WIRE-LESS mirror picture 
eepee ne Sn Gans > Carinae, Seeey, Sete 
dept. stores. Already in use by leading mirror 
Adjustable om wall te 1/100”. Liberal 
ermation write— 


SCHRAGER & MCGUIRE 
FURNITURE MART, SAN FRANCISCO 











OPENINGS FOR 
REPRESENTATIVES 


IN VARIOUS SECTIONS OF COUNTRY 
FOR GOING ITEM. ADDRESS BOX 
N-988, CARE OF HARDWARE AGE, 100 
EAST 42nd STREET, NEW YORK 17, 
N. Y. 











SELLING POWER WANTED 


Manufacturer of Staple Item — through 
hardware, farm and needs 
Representatives in New England, Mid-Atlantic 
and South Atlantic States. Washington and 
Oregon territory also open. Sales show steuds 
growth; will ye 

















PLUMBING SPECIALTIES-SALESMAN 
WITH FOLLOWING for established New York 
Firm. Sell to Hardware Stores and Plumbing 
Contractors. Choice (protected) Territories Open. 
ommission. lies confidential. Address Box 
N-873, care of Hampware Ace, 100 East 42nd 
St. New York 17, N. Y. 





OLD ESTABLISHED HARDWARE MAN- 
UFACTURER HAVING HAD LIMITED 
OUTPUT has now doubled capacity and can 
consider Additional Experienced Commission 
Sales Representatives with following among 
hardware retailers and jobbers. Sales territories 
now open are: (1) Alabama and Mississippi, 
(2) Tennessee and Kentucky, (3) Georgia and 
South Carolina, (4) Rhode Island and Con- 
necticut, (5) Mass., Vt., and Maine. 
Address Box N- 981, care of Harpware AGE, 100 
East 42nd St., New York io ae Os 








| Accounts Wanted _—'dy 


ESTABLISHED MANUFACTURERS REP- 
RESENTATIVES WANT MAJOR OR SIDE 
LINES direct from Manufacturer. Building 
products and related lines to Wholesale Hardware 
and Building Material Jobber for Mid-Western 
States. Can give excellent references. Address 
Box N-983, care of Harpware Ace, 100 East 
42nd St., New York + Mie fe # 








ANUFACTURER’S AGENT WITH GOOD 
FOLLOWING among retail hardware and build- 
ing supply trade desires Additional Dependable 
Building or Plumbing Items. Southern Ohio and 
W. Va. territory. Seereees and sincere ap- 
Preach to customer needs has made many friends. 
Address Box N-980, care of aa Ace, 100 
East 42nd. St., New York 17, N. Y. 


nee = DESTELEUSORS 


tablished—Reliable Aggressi 
ANCO HCORPORATION Pittsburgh “22, Pa. 
Branch Offices 
New York @ Philadelphia @ Detroit 
Cleveland @ Louisville 
Covering all classes of jobbers. We will carry 
the accounts or you can bill direct. 


AVAILABLE 


A Hard Lines Manager as an Able Assistant to Top 
Executive. Has bought and merchandised all hard 
lines including sporting goods. Background of manu- 
facturing, jobbing, mail order and retail. Remuner- 
ation dependent upon opportunity. Best of character 
and business references. Location preference, Middle 
West, West, or 
Address Box N 
100 East 42nd St., 














982, care of hee ade aes 
New York | 









Write for further informatien and r 














MANUFACTURERS' AGENTS 
Covering the Midwest states, selling hardware jobbers 
hardware chains, automotive jobbers and retail 
chains, electrical, plumb and novelty jobbers, de- 
partmem stores, mail order drug chains, on 

additional line. 10,000 sq. ft. of warehouse faeiliti 


available. 
RONAN COMPANY 
2441-43 S. Ave. Chicago, IN. 
letery 2-7800 














MANUFACTURERS AGENT 


Headquartering in Baltimore and serv- 
ing approximately 100 wholesale drug 
and hardware accounts in Southeastern 
States wants one or two additional lines. 
Can give excellent specialty service. 
Address Box N-943, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 

















AND HARD- 
Chains, HARD. 
Ac Idre ss 
New 


TOYS, GAMES, HOUSE 
WARE ITEMS WANTED for 
ment Stores, Wholesalers, Commissions. 
Jerome Company, 152 West 42nd Street, 
York 18, N. Y. 





UPSTATE AND METROPOLITAN NEW 
YORK given Alert, Aggressive Coverage for 
One Major Hardware, Houseware Line. Estab- 
lished following. Now selling garden tools and 
cutlery, molded rubber products, power mowers. 
Go-Getter. Address Dan L. Christie, 1133 Broad 
way, New York 10, N. Y 





MANUFACTURERS REPRESENTATIVE 
WOULD LIKE ADDITIONAL LINE to handle 
for North California. Cover department, hard- 
ware and variety stores. Address Box N-987, 
care of Harpware Ace, 100 East 42nd St., New 
York 17, N. Y. 




















WESTERN SALES MANAGER 
OF ONE OF THE LARGE NATIONAL 
MANUFACTURERS DESIRES CHANGE 


Acquaintance with jobbers throughout entire Country 
and thorough knowledge of both builders and general 
hardware lines. Excellent references. Will consider 
any location. 
Address Box N-990, care of ee pes 
100 East 42nd Street, New York 17, 

































WILL EXCHANGE—20 YEARS’ EXPERI 
ENCE all phases = on sales and sales 
promotion, personnel, wartime controls—retail, 
wholesale and manufacturing—for right connec 
tion on participating basis with small aggressive 
company in New York City area. In late thirties 
Answer only if interested in top-flight man. Now 
employed but can meet by appointment in New 
York City. Address Box N-944, care of Harp 
| Ace, 100 East 42nd St., New York 17, 
ie «i 


















EXPERIENCED IN HARDWARE, HOUSE 
FURNISHINGS, PAINTS, TOOLS, AND 
MARINE SUPPLIES. Complete knowledge of 
store operation as manager and salesman, with 
general administrative background. Willing to re 
locate anywhere. Desirous of connecting with firm 
where possibilities for future advancement in 
recognition of services are promised, excellent 
references. Address William T. Wegner, 315 
West 77th Street, New York 24, N. Y. Tel 
TR 4-0814. 












































( Bariness Opportunities | 











WHOLESALE HARDWARE, ESTAB 
LISHED, small corporation, will sell one-third 
or one-fourth interest to one experienced, able to 
contact dealer trade or participate in manage 






ment. In large Midwest City. Good inventory, 
several hundred active dealer accounts, and, ex 
panding. Write Box N-984, care of Harpware 
Acz, 100 East 42nd St., Néw York 17, N. Y 









SALES BUSINESS 


NEWLY EQUIPPED WITH MODERN DISPLAY 
D BAees. SUITABLE FOR 


SALES WORK. FOR DETAILS WRITE: 


THE KRUSE HARDWARE CO. 
CINCINNATI 3, OHIO 

























MANUFACTURERS SALES AGENTS 
CALLING ON Wholesale Hardware Houses, 
Hardware and Mill Supply Companies and 
Large Industrial Plants in the City of New York 
and the State of New Jersey desires to represent 
firms in the following lines: All types of Axes, 
Auger Bits, Mallets & Hammers, Knives, Flash- 
light Batteries, Belting, Drills, Files. Address 
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Box N-933, care of Harpware Ace, 100 East 
42nd St., New York 17, N. Y. 













WANTED 


DIES USED, “AS IS”, SUITABLE FOR 

REFRIGERATION ICE CUBE TRAYS, 

DEFROSTING PANS OR BAKING PANS. 
SEND PARTICULARS TO:— 


H. ZYSMAN INC. 


427 E. 146th ST. NEW YORK 55, N. Y. 



































193 








6 © Gee a pew = = a0 ee 











-WETRIOP SE 

















A sleeve board that 
makes it easier to ¥@ 
iron sleeves, shoul- & 
ders of garments, in- 
fants’ dresses, and 
other hard-to-get-at 
places. All metal, 
welded construction 
. ventilated, fire- 
proof, warp-proof. 


GEUDER, PAESCHKE & FREY CO 





Lhe Cleveland Chain & Mf Co. 
Cleveland 5, Ohio 














Chicage DIE CASTING MFG. CO. 





Your Jobber KNOWS! 


F C ce , 


Power Tool 


Ball Bear ng Pillow Blocks 


Accessories 


for complete information 
write for catalog No. SOA 


2 Shaft 
“\\a Collars 


CHICAGO 12, ILL 








ORDER THROUGH 
YOUR JOBBER 


THE COLUMBIAN VISE & MFG. CO. 
9017 Bessemer Avenue -¢ Cleveland 4, Ohio 
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Gas Fired Incinerator 


It’s easy for you to tap the huge market for 
gas fired incinerators when you sell SAMCO! 
It has been tried, tested, proven! Now it's 
ready for you to cash in on! For home, apart- 
ment and commercial use. Several sizes up to 
10 bushel capacity. LIST PRICES START AT 
ONLY $39.50! 
Write for catalog today! 
SYRACUSE 
ALLOY METALS CORPORATION 

316-324 PEARL STREET, SYRACUSE 3, NEW YORK 














STEEL FENCE POSTS 


"U" flanged posts with self-fastening 
lugs. No Staples Required. 


DEALERS! If your jobber cannot supply, 
write us. Attractive prices and 
delivery dates. 














Manufactured by 
RUDOLPH POULTRY EQUIPMENT CO. 














The modern Hurd Caster 
now retails for only $27.50 
with liberal trade discounts; 
the Super Caster for $45.00 
—a profit-making combi- 
nation with wide consumer 
appeal. Consult yourjobber. 









SUPER-CASTER 


Pat. D145625. Other, Pets. Pending. Right te make specification changes 
erved, without obligation. 


HURD LOCK AND MANUFACTURING COMPANY 
New Center Building ¢ Detroit 2, Michigan 


BRUSHES 


Touch-Up Bronzing 
Marking Varnishing 


Enameling Lacquering 






“NAG: vi in 
boxes 


VW. GRUMBACHER 


EN nN Rau) 


Send for Descriptive Folder 
Order from your Jobber 














The Yew 


Baste: HOME 
“PAIN TER'S KIT 


¢ Protects Surfaces from 
Overflow and Drip « Pre- 
vents Knocking Over of 
Paint Con ¢ Protects 
Hands from Paint « Keeps 





Brush Handle Clean « Re- ‘ es 
turns Surplus Paint to Can Write for Full = 9 g° 


Particulars 

















For positive drafts 
sell the NEW exclusive 


twin ring 
CHIMNEY CROWN 


e Prevents downdraft. 
Makes use of air cur- 
rents from any angle or 
direction to create suc- 
tion for a positive, even 
draft. Increases heating 
efficiency without waste 
of heat or fuel. Helps 
keep chimney dry and 
clean. Neat, no noisy 
moving parts. In 6 sizes. 


Also new Coleman Adapter 
to simplify installation — 
makes Coleman Chimney 
Crown fit 90% of chimneys. 


Write for complete description and prices 

















Wrought Sash Lock 


Our No. 800 lock is a good substantial 
steel sash lock, made of heavy gauge steel, 













finely finished with positive spring action. 


Ask for a sample. We want you to see 
this fine lock. It will be sent no charge. 


The 
IAWIMUAM IATA OL 


GENEVA. OHLO 
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© BRING BIGGER PROFITS TO YOU 
© DESIGNED TO DO A BETTER JOB 
© GIVE REAL CUSTOMER SATISFACTION 








































KantLeak Products ...a proven — 
line of brass valves and fittings 
designed in various sizes, 
shapes and types to meet all 
requirements. To keep up with 
demand, Anderson Kantleak | 
Products are being produced in | 
ever increasing volume ... | 
lowering your costs ...increas- | 
ing your profits. 


@ Kantleak Valves...designed 
with solid bottom and packed — 
top ... the ideal shut-off for | 
hard to hold fuels. 

@ Kantleak Tube Fittings .. . 
manufactured true as to 
thread dimensions and size 
to meet the most exacting 
conditions. 


geo your local jobber or write to us for 
" further information 


ANDERSON BRASS COMPANY 


5306 TWELFTH STREET, DETROIT 8, MICHIGAN 








THE COLEMAN COMPANY, Inc., Wichita 1, Kansas 
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